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SALES TRAINING BULLETIN 


\ 


How do you rate on using 
advertising in your selling? 


Answer true or false to the following statements . . . and be honest 
TRUE FALSE 


I’m a very busy man and don’t have any time fo 


extra sale S prece s and vi ual aids ai my calling. I’m [| [] 


there to sell my products when I make a call. 


One brand is as good as another, what really count 


is my ability to get across sales points about the [] [ 


product. 
It takes considerable time and effort to prepare a use- 


ful mailing list of customers and prospects. Most 
people throw advertising literature in the waste- [] [J 


basket anyway. 


If you answered false to any or all of the above you have a pretty 
good idea of what advertising can do for you and your sales record. 
You know that if you identify yourself with a nationally adver- 
tised brand name, you greatly increase your chances for a sale 
because the customer has been pre-sold with advertising. Your 


hing you! customers know that a brand name manufacturer will stand 
~ERSTER QU p.# 


behind his product. If you’re using any of the many good direct 
mail pieces supplied by manufacturers, you know that the really 
few pennies it takes to make a call by mail can pay off in the cash 
register with new and repeat sales. A well designed, tasteful mail- 
ing piece will arouse customers’ interest, and sell, or at least pre- 
sell customers on your company and line. 


How do you rate on product information about 
Webster Multikopy Durametric Carbon Paper? 


Answer true or false to these statements: 
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Webster's MultiKopy is a nationally advertised 
brand name. 

MultiKopy means more copies from each typing, 
more copies from every sheet. 

dy . ] ; ) | >] 4 9 f, “20 5 * 
Premium quality and exclusive features make 
Webster MultiKopy Durametric an economy in the 
long Tun. 
MultiKopy Durametri assures neater, better- 


spaced letters . . . faster typing. 
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If you answered true to all four statements you really know your 
product. If not, maybe you can improve your sales by knowing 
more about Webster MultiKopy. It stands to reason that you 
can’t be convincing to a customer, if you aren’t sure of the facts 


Webster MultiKopy Durametric has the edge over competition 


SELL THE PROFIT LINE...SELL 


Webster’s 


CARBONS AND INKED RIBBONS 





F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
Webster warehouses in New York «+ Chicago «+ Philadelphia + Pittsburgh + Sanfrancisco + Cambridge 








Office Appliances 


Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


Random Notes VOL. 108 NOVEMBER 1958 NO. 5 
robab no ) appes C reo 
Probably no topic appeared mor ften IN THIS ISSUE 
in conversations during the recent NSO- 
BA anes then Ghat Of the cen 20 For Greater Profits Try Paper Work Controls. Woodrow Spear 
convention setup.” And on no topic was of Industrial Office Supply Co., Newark, N.J., tells about his plan 
there a wider divergence of opinion. Seg- to achieve greater profits for the service stationer. 


regation of exhibits by the general prod- 
uct categories of supplies, furniture and 


25 In-Store Display at S. C. Toof & Co. This Memphis office supply 


machines made some relocated manufac- oe ee . , : ‘ 
and printing firm finds new fixtures help in selling. 


turers very enthusiastic. Others were defi- 
nitely disappointed. Manufacturers sales 
representatives liked the concentration of 26 Management—The Key to Profit and Sales at Latta's, Inc. 
exhibit hours in the first three days, but Second chapter in es 9 of complete dealership operation. 

sensed a feeling of hurry among dealers 
and regretted the lack of interim periods 
for private conferences with customers 


32 Drapery Role Important to Complete Office. Accessories of the 
Month features various drapery patterns which blend with today’s 


Product segregation appeared to a large nd 
‘ office decor. 


number of dealers whose interest centered 
in Only one or two of the categories 


With pros and cons flying thick and 34 The Average Dealer. Harold Jacobsen continues his analysis of a 
fast, a true picture was obviously impos- typical operation, offering invaluable advice. 
sible to get into focus ‘during the conven- 
oo ee wear gsi ane aoe 38 NSOEA Looks at Industry Potential. A complete report on recent 
ysis of all factors and reactions will take national convention—quotes from the speakers, many photo- 
i little time.. A decision on a problem as graphs revealing what was going on. Here's interesting reading 
important and significant as this should for those who were in attendance and those who were not at 
not be hurried. the five-day session in Chicago. 


An NSOEA convention speaker told 
about a paratrooper who asked, “How 
many times have you jumped?” His re- 


ply was, ‘Once. But I’ve been pushed 43 DEPARTMENTS 
times Advertising Clinic 136 Fourth District 149 
The thought occurs that all of us might Appointments 14 Fifth District 204 
. ? Dates to Remember 219 Sixth District 154 
profit from an examination of our initia- Deaths 140 Seventh District 156 
° . ev ! ' 
tive quotient. How many times have we Editorials ‘ “a Eighth District 160 
ft . a. "ee Guest Boo ; pe 
been pushe d into doing things that we et ond Wasa 14 Ninth District 165 
should have done without prodding and Industry Meetings 110 Tenth District 168 
that would have been more effective if Industry News 124 Eleventh District 73 
done earlier on our own initiative ? In Other Lands 108 Thirteenth District 176 
{ Cadi c ) d . . 
© Letters 12 Fourteenth District 179 
= New Catalogs 104 OA's Press Time Bulletins 5 
; New Products 66 
For many years we have been inter- News Notes Patents 142 
ested receivers of the “Monthly Letter of Canada 182 Sales Stimulators % 


the Royal Bank of Canada.’’ Quite logi- 


cally the “Letter” usually is concerned 


with business and economics. Occasional- Editor and Publisher: John A. Gilbert 


ly, however, such subjects as education, Editorial ag ‘ Art Director: 

. rt : 
personal philosophy, history and others alter ennartson Leonard Schimek 
of a general nature are treated. Deftly Managing Editor: Service Bureau Manager: 


written and without bias, the monthly es- Richard G. Johnson 


says are interesting and informative. The 


Clarence O. Schlaver 


Associate Editor: Market Analyst: 
Robert Minor Peter B. B. Andrews 


most recent one, titled ‘““Canada and the 





United States,”’ is an excellent, condensed 


diss rtation worthy of reading by all peo- Assistant Editor and Librarian: Herta Breiter 
ples of our two countries. 


Changes of address (together with OA label showing old address), and subscription orders or 


lob li inquiries, should be sent to—Circulation Department, Office Appliances, 600 W. Jackson Bivd., 
, Sa Chicago 6, Ill. Receipt of changes by the 10th of the month will assure correct addressing of 
next issue. 
Editorial Director ee eee a ¥ ea a 
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OFFICE APPLIANCES* 


November 1/958 


Publisher: John A. Gilbert 
Assistant Publisher: Charies W. Gilbert 
Treasurer: Richard M. Daugherty 
Circulation Director: Stanley Roy 
Assistant Circulation 
Manager: Hugh D. McCahey 
Production Manager: Robert J. Skup 
a 


OFFICE APPLIANCES was founded by George H. 
Patterson and developed through 34 years by 
Evan Johnson. 

Published on the 23rd of each month preceding 
the month of issue by The Office Appliance Co., 
600 West Jackson Boulevard, Chicago 6, III. Cable 
address: Applico, Chicago. Phone: DEarborn 2- 
3206. 

ESTABLISHED 1904: Succeeding and embodying 
American Stationer, New York, established 1873 
the original trade journal serving the stationery 
field; Typewriter Trade Journal & Office Systems 
New York, 1904; The Office, Franklinville, N.Y., 
1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, !908; 
Office Outfitter, Chicago, 1908; the original Na 
tional Stationer, New York, 1909. 


*The word “appliances” in the name OFFICE 
APPLIANCES is used in its tera ense — sys 
tems, devices, products or supply items which are 
applied to an office task or function to bring 


to a successful conclusion. 


Advertising Representatives 
New York City: George C. Wheeler, Vice-President 
and Eastern Manager; Wallace W. Fisher, Assist 
ant Eastern Manager; 100 E. 42nd St., New York 
17, N.Y. Phone MUrray Hil! 2-2373. 
Chicago: Herbert L. Sime, Vice-President, and 
Charles H. Winters, 600 W. Jackson Blvd., Chi- 
cago, Ill. Phone DEarborn 2-3206. 
Los Angeles: Robert E. Ahrensdorf, Jack Quill 
man, Stanley Ehrenclou; R. E. Ahrensdorf Co., 
3275 Wilshire Blvd., Los Angeles 5 lif. PI 
DUnkirk 2-7337. 
San Francisco: R. E. Ahrensdorf Co., 260 Kearny 
St., San Francisco 8, Calif. Phone EXbrook 7-0690. 


SUBSCRIPTION RATES: 

| Year 2 Years 3 Years 
United States $3.00 $5.00 $7.00 
Canada $3.50 $6.00 $8.50 
All Other Countries $6.00 $10.00 $14.00 
Single Copies: United States, 50c; Canada, 60c; 
all other countries, 75c. February Buyers Index 

Issue (Parts | and II), $2.00. 


OFFICE APPLIANCES is registered in the United 
States Patent Office, Washington, D. C. 
Copyright: Contents covered by Copyright, 1958 
by the Office Appliance Co. Second-class postage 
paid at Chicago, Ill. and at additional mailing 
office. 
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SERVICE BUREAU 


The Service Bureau of Office Appliances is main 
tained for the exclusive use of subscribers an 
advertisers. It answers inquiries pertaining to th 
field, furnishes names of manufacturers of offic 
supplies and equipment, and aids dealers in secu 
ing lines, without charge. 
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in This issue 
... don't miss 


The stationer pictured at left is 
Woodrow Spear, president of 
Industrial Office Supply Co., 
Newark, N. J. Author of ‘For 
Greater Profits Try Paper Work 
Controls” starting on Page 20 
in this issue, he provides some 
thought-provoking ideas on how 
a service stationer should oper- 
ate. In essence, the Spear idea 
is to furnish his customers with 
“planned office supply buying” that will save time and 
money. The customer will relish the reduction of his own 
paper work along with cash and clerical saving and the 
dealer, naturally, can profit through increased business. 
This is a method for keeping the customer's inventory to 
the advantage of both himself and his office supplier. Com- 
ments of stationers who study the Spear plan will be wel- 


comed by OFFICE APPLIANCES. 


It was of no great surprise to 
editors of OFFICE APPLI- 
ANCES to discover that Latta’s, 
Inc., complete dealership in 
Waterloo, Iowa, utilizes good 
management in order to make 
its operation “'tick.’’ Study of the 
Iowa dealership revealed that 
there is a unified chain of com- 
mand, a clear definition of re- 
sponsibility and a division of 
duties which tells Latta’s, Inc., where it has been and where 
it is going. Likewise, the secret of attaining satisfied per- 
sonnel is discovered to be the result of good personnel 
practices which allow no guesswork regarding both em- 
ployee responsibilities and employee benefits. This chapter 
on the role of management in a complete dealership begins 
on page 26. It is recommended reading. 


Next Month... 


Year-end reading with a profit motif. Peter B. Andrews, 
market analyst, again makes a forecast of the office equip- 
ment business for 1959. William H. Sullivan, I.D.L., 
discusses ‘‘What's Happening to the Office Furniture 
Business ?’’—Its product design, its personnel and its dis- 
tribution methods. ‘The Complete Dealer’’ series puts em- 
phasis on sales management methods used at Latta’s, Inc 
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OA’‘s Press-Time Bulletins 





PLANS TO construct a modern glass and con- 
crete building in the 6600 block of the 
Gulf Freeway at a cost of approximate- 
ly $500,000 were announced by A. L. 
Axelrod, president of Texas Office 
Supply Co., Houston, Tex. The building 
will contain more than 36,000 square 
feet of warehouse and display rooms 
and will feature 780 square feet of 
glass show window area and face brick 
in the front. Completion is scheduled 
for February 1, 1959. This is the sec- 
ond major expansion program of the com- 
pany in recent years and further ex- 
pansion is planned for 1960. 


L. E. WATERMAN PEN CO., LTD., of Canada has 
agreed to purchase a 42% interest in 
Henry C. Stephens, Ltd., an English 
manufacturer of inks, typewriter rib- 
bons and office supplies. The transac- 
tion, which has been approved by both 
boards of directors, also entails 
transfer of ownership of Waterman's 
wholly-owned English subsidiary to 
Henry C. Stephens. 








INTERNATIONAL BUSINESS MACHINES CORP. and 
its domestic operating subsidiary re- 
ported a record net income for the nine 
months ended September 30 of $91,453,- 
043, or $7.72 a share. This compares 
with $62,385,591, or $5.72 a share, in 
the same period last year. Gross income 
was a record $886,011,837 as compared 
with $704,407,035 in the first nine 
months last year. 





LE PAGE's, the newly-formed division of 
Johnson & Johnson, are announced. Fred 
D. Clark becomes vice-president of 
marketing; John L. Callahan, vice- 
president of merchandising; Edgar A. 
Gaudette, vice-president and treasur- 
er; and Herbert D. Lamar, assistant 
treasurer and controller. All four men 
held high posts in the consumer divi- 
Sion of Permacel-Le Page's, Inc., when 
it was an affiliated company of John- 
son & Johnson. The medical and baby 
products manufacturer recently made 
Permacel and Le Page's separate divi- 
sions of the parent company. 


ADDO-X, INC. has announced the appointment 
of Monroe Oppenheimer as sales man- 
ager. Besides handling sales activi- 
ties for the Addo-X Swedish adding ma- 
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Late and Important News for Our Readers 


chine, he will also have under his 
jurisdiction the Adler West German 
typewriter and the Roneo English du- 
plicator. 


APPOINTMENT of Stanley W. Mazur as home of- 
fice field representative for Smith- 
Corona's Atlanta branch territory was 
announced recently by Smith-Corona 
Marchant, Inc. 





WILSON JONES CO. has announced sale of its 
Definance Calendar division to Keith 
Clark, Inc., New York City, producer 
of desk calendars. The division has op- 
erated from the Wilson Jones plant in 
Elizabeth, N.J. 





WALTER E. PERRY of Berea, Ohio, has joined 
the organization of Mutual Papers, 
Inc., Detroit. Ira Schlesinger, man- 
ager, has appointed him to serve the 
dealers in the states of Ohio, Penn- 
Sylvania, and West Virginia. 





ROGERSNAP BUSINESS }ORMS CO. announces 
election of Will Rogers as president 
and chairman of the board. Mr. Rogers 
is founder of the company. 





H. M. DONISTHORPE, popular traveler for 
the Ace Fastener Corp. in the Fifth 
District, died October 8 following a 
coronary attack suffered in his home 
city of Worthington, Ohio. 





DIEBOLD, INC. recently announced the ap- 
pointment of J. Bremner Proctor as 
vice-president and sales manager of 
its subsidiary company, K. F. Cline 
Co., Dickson, Tenn., manufacturer of 
shelving, lockers and storage cabi- 
nets. 





NATIONAL OFFICE MACHINE DEALERS Associa- 
tion is making available toitsmembers 
complete reports of the manufactur- 
ers' panel and the "Cost of Doing Busi- 
ness" panel conducted by Paul McWil- 
liams at the Milwaukee convention. 





OF MAJOR importance to NOFA members in the 
East is area conference to be held No- 
vember 9-11 at Grossinger's in New 
York State. 











OA Advertisers 





Acco Products 206 
Ace Lite Step Co 207 
Acme Lite Prods. Co 202 
Acme Products Co 217 
Action Systems 137, 138 
Advanco Products 160 
Advertising Council 215 
Aico Indexes 214 
Akay Sales Corp : 210 
Allied Carb. & Ribbon Mfg. Corp. 70 
All-Steel Equipment Inc 157 
Alma Desk Company 95 
Alvin & Company 142 
Amberg File & Index Co. 205 
American Cancer Society . 221 
American Chair Company 219 
American Pad & Paper Co 196 
American Passbook Co. 225 
American Stencil Mfg. Co 79 
Ames Supply Co 223 
Anco Wood Spec., Inc 218 
Ard Manufacturing Co 212 
Art Metal Constr. Co 81 
Art Steel Co., Inc 224 
Assoc. Bus. Publ 164 
Atlas Stencij Files Co 173 
Aurora Steel Prods. Co 136 
B 

B-T Company 210 
Bankers Box Co. . ‘ 111 
Bankers & Merchants, Inc 222 
Barkiey, C. L., & Co. . 101, 102 
Bassick Company ..... . 166 
Bates Mfg. Co. .... 176 
Beach Publishing Co. 223 
Bentson Mfg. Co. 191 
Boling Chair Co 106 
Borroughs Mfg. Co 115 
Brush, John D., & Co., Inc 181 
Burroughs Corp. ita 107 
Cc 

CD GL Sec ceccic asic 205 
Can-Pro Corp. 224 
Cardinell Corp. 222 
SS a) wot ; 178 
Case & Risley Paper Press 146 
Chicago Lock Co. ........ 143 
Clarin Mfg. Co. 144 
Codo Mfg. Corp er 105 
Cole Stee! Equip. Co. ... 59 
Columb a-Hallowell Div. 85 
Columbus Coated Fabrics Corp 119 
Control Systems, Inc. ‘ 186 
Cotterman, I. D. ... 225 
Cram, Geo. F., Co., Inc. . 213 
Cramer Post. Chair Co., Inc 63 
Crysto-Mat Co ; ; 209 
Currier Mfg. Co. 193 
Curtis-Young Corp. . 169, 223 
Cushman & Denison Mfg. Co 140 
D 

Davenport, A. C., And Son, Inc 186 
Dazor Mfg. Corp. Fe 161 
Dealer’s Bus. Forms . aan 
Dome Publishing Co 181 
Downey, C. L., Co 208 
Durable Metal Prod. Co . 168 
E 

Eagle Pencil Co 223 
E.sen Bros. . ot 203 
Ellingsworth Mfg. Co 93 
Elward Mfg. Co. ... a 224 
Ennis Tag & Saleshook Co. 12, 13 
Ever Ready Calendar Mfg. Co 74 

While every precaution is 


taken t 


Force, Wm. A.. & Co 
Frankel Mfa. Co 
Fritz-Cross Co 

Fulton Marking Equip. Co 


Gardner Rubber Stamp Co 
General Fireproofing Co 
Gen. Tire & Rubber Co 
Globe-Wernicke Co 
Gomanco Corp 

Gray Mfg. Co 

Grosfeld House 

Guide System & Supply Co 
Gumption 


Hale Industries, Inc 
Hamilton Mfg. Co 

Hano, Philip, Co., Inc 
Hardboard Fabricators, Inc 
Harding, Milo, Co., Ltd 
Harter Corp 
Haskell. Inc 
Hedges Mfg. Co 
Herring-Hall-Marvin 
Heyer Corp 

H-0-N Co 
Honneus & Sons, Inc 
Hookrite Prods 

Hunt, C. Howard, Pen Co 


Safe Co 


Ideal Schoo! Supply Co 
Imperial Desk Co 

Indiana Cash Drawer Co. . 
Interstate Metal Prod. Co 
Invincible Metal Furn. Co. 


Chair Co 
Jasper Office Furn. Co 
Jasper Seating Co 
Justrite Envelope Co 


Jasper 


Rubber, Inc 
Keep Klean Prod. Co 


Keener 


mention 


212 


60 


211 
129 
205 


150 
9 


. 216 


165 
99 


224 
223 


® to bring quicker 


and more complete responses 


OFFICE 


when writing advertisers 


Kilian Mfg. Corp 199 a 
Krueger Metal Prod. C 184 
Quality Park Envelope C 175 
L 
R 
Leonard, Chas c 210 
Lit-Ning Prod. Co 183 d Rove Stat « Inc 
Lundstrom Lab 216 on — i 4 oe 
a F : ncy Thermographer 6 
Lyon Metal Prod., Inc 67 Regna Cash Registers, Inc 171 
Remington Rand, Inc 167 
Reyburn Mfg. Co 201 
Roberts, Weldon, Rubber C 223 
M Rockwell-Barnes Co 148 
Rogersnap Bus. Forms 203 
Romco Equip. Co 209 
Rose Ribbon & Carb. Mfg 155 
Maple Leaf Mfg. Co ~~ ees = 
Markilo 399 oyal ypewriter Co 
Markwell Mfg. Co 209 Ruscoe C 28 
Marsh Stencil Mach. Co 97 
Master Addresser Co 156 
Meilink Steel Safe Co 109 s 
Melind, Louis, Co 208 
Merriam, G. & C., Co 145 
Metalstand Co 141 : 
Micropoint Pen, Inc 163 Saxon Paper Corp 135 
Midwest Folding Prod 207 Schwab Safe Co 217 
Midwest Rotary Maniforms Co 194 Sengbusch S-C Inkstand Co 154 
Midwestern Mfg. Corp 211 Shaw-Walker Co 68 
Milwaukee Metal Furn. Co 149 Shepherd Casters, Inc 223 
Minnesota Mining & Mfg. Co 185 Sheppard, C. E., Co 209 
Modernize, Inc 222 Smead Mfg. Co 83, 84 
Modern Steelcraft, Inc 199 Smith Systems 103 
Moore Push Pin Co SS = = 
Moore, P. 0., Inc 214 peed-U-F'rint Corp 
Mosler Safe Co 19 agar ger Inc on 
Murphy Mfg. Co 4 tacor Equip. Co 
/ ies 20 Stanley Mfg. Co 86 
Stark Calendars, Inc 213 
Steelcase, Inc 94 
Steel master ‘ 224 
N Steger, H. A., Co 218 
Stempel Mfg. Co. 224 
— R. A., & Co 204 
tolper Steel Prods 198 
Sturgis Posture Chair Co 147 
New England Paper Punch . 100 ial aes ‘ 
Noesting Pin Ticket Co. "* 317 | Ag _ Mach. Corp 188 
Northern States Envelope Co . 139 —— nm 
T 
°o 
Taylor Chair Co. 98 
Textileather Div 73 
Office Appliances Tiffany Stand Co 192 
10, 11, 90, 91, 170, 180, 200, 218 Top Flight Prod. Co 213 
Olivetti Corp 78, 125 
Oxford Filing Sup. Co 131 
U 
P Underwood Corporation 123 
Union Rubber & Asbestos Co 223 
U. S. Carbon & Ribbon Mfg. Co 169 
Peerless-Imperial C Inc 151 
Peerless Steel Equip. Co 177 
Print-O-Matic Co is9-S(si«Y 
Pronto File 179 
Valco Company » 9 
Victor Safe & Equip. Co 189 
Visi-Shelf F le, Inc 195 
Vogel-Peterson Co., Inc 182 
Volkswagen, Inc 7 
Ww 
si alana wiiseljminlammapiie 
; Wabash Filing Supplies 197 
° Warshaw Mfg. Co 134 
' Webster, F. S., Co. 2nd Cover 
: Weckesser Co 205 
: Weis Mfg. Co 159 
‘ Western Mfg. Co 172 
i Wilson Jones Co 69 
; Worden Co 207 
: Write, Inc 224 
APPLIANCES ! 
‘ 
+ ¥ 
' 
i 
' 
eee ed Ese Yawman & Erbe Mfg. Co 3rd Cover 
be p blisher a mot assume any responsibilit r rors oF om 
OA-11/58 


Want Ads 






















































































; . . owe a 
Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add five words if dept. address is used. 
Address Dept. Reply To Office Appliances, 600 W. 
> . . 7 
Jackson Blvd., Chicago 6, Attn: Dept. 
c 
\2 other, Texas, Oklahoma, Louisiana and Arkansas. Commission basis. Write for 
T: further details or salesmen’s names for direct negotiations. Write Office Appliances 
ive ’ 
7] SALESMEN WANTED Dept. 263, Chicago 6 
X PE NCE YSTEMS MAN well versed in application and sales f visible 
Write Bixby Office poly ¢ 45 Ottawa Ave NW ‘ ee : 
WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — consequently our manu 
3 facturers get results. Can handle one or two additional high grade lines in office 
? equipment field. Write to Office Appliances, Dept. 264, Chicago 6 
19 
65 WAN CE MACHINE SALESMAN. Wonderful opportunity for the right 
1 t { er r manage the business within two or three year Locatic - 
’ Write OF ae has ae , REPRESENTATIVE AVAILABLE for Fifth District, Eight years experience retail 
' . office equipment and supply. Now in consumer promotional work. Desires to sell 
full time for one manufacturer or may operate as manufacturers’ representative 
with two or three non-competing lines. W consider Michigan, Indiana or Ohio 
. or any major portion of district. Present headquarters Detroit. Write Office Appli 
TEXA RTUNITY. Lona established manufacturer with expansion program has ances, Dept. 272 
time an to ca ym Stationers in the Southwest. Excellent , 
30 ar ’ ntial for pe of experience and proper qualification. Give complete 
17 ncluding references. Write Office Appliances, Dept. 284 
: SOUTHWESTERN SALES STIMULATOR seeks suitable sales job. selling prestige 
= or quatity merchandise for you is preferred. Presently serve your industry by calling 
4 SALESMEN AVAILABLE on wholesale and retail trade in five states and having an office distribution 
BA center and show room in Dallas. Write, ca wire or communicate with Wayne 
+d Preston, P.O. Box 10633, Dallas, Texas 
5 experience with the oldest stationery and office 
33 pply y ng stat ery, printing yse leaf systems, filing equipment 
)] i ad 3 specialties. Managerial experience. Write Office Appliances, Dept. 
7 FIFTH DISTRICT REPRESENTATION offered by top salesman who has served 
as district manager and sales manager. Long experience in furniture, filing supplies, 
13 and other office products. Headquarters in Ohio. Prepared to do first-class sales 
4 job. Write Office Appliances, Dept. 277 
24 MATUI ALESMAN WITH BROAD EXPERIENCE selling furniture, equipment, 
L8 ysten tationery. Also experience in management, purchasing and Inventory 
24 Desire tion with substantial dealer in Southwest or Western United States 
14 E nt references. Write Office Appliances, Dept. 271 SALES PRODUCER with 20 years experience selling office machines and who for 
IB several years has served as branch manager is available for new connection, 
7 preferably centering in Chicago. Prepared to sell anything mechanical or major 
8 line of office furniture. Can establish plans for compensation, territory, etc. Can 
‘1 2 pan . - e ; take full charge of branch or territorial operation. Can sell direct or through 
2 YEAR iG steel shelving and shop equipment to the trade. Seeking top dealers, according to company policy. Raring to go. Write Office Appliances, 
ne in t tegory or similar. Travel regionally, nationally, or relocate. Have Dept. 278. 
ts. Write Office Appliances, Dept. 280, 100 E. 42nd St., N. Y. 17 
SALES REPRESENTATIVE WANTED INTERESTED IN ADDED factory lines on Distributor and/or Direct-to-User basis for 
8 greater Dallas - Fort Worth area. Accessories, equipment, leather goods, writing 
3 instruments, etc. Write Office Appliances, Dept. 281. 
WELL-ESTABLISHED, PROGRESSIVE MANUFACTURER of (and dealer in) Carbon 
F rs, Typewriter Ribbons, and Duplicating Supplies has opening for an experienced 
ex representative. This territory ready has excellent business. The 
W t be able to service our present accounts and expand the territory WEST COAST SALESMAN with excellent record in territory and as Pacific Coast 
t ts f t. This a career position with excellent earning potential. You will district manager is available as representative for major line. Will cover entire 
r } eed draw plus liberal mmission. Our employees know of thi coast area or limit sales to California, Arizona, New Mexico. Prominent in 
V 2 ‘ f onfidence to Office Appliance ept. 261 association work. Has good will of all dealers. Top references. Write Office Ap- 
pliances, Dept. 286. 
7 £Ae WwraAnrTocn ! 
Y WANTED to handle nationally known line of leather and plastic MANUFACTURERS’ REPRESENTATIVES WANTED 
» ring h Jere portf . briefbaas Commission Reuben Corr pany 
REPRESENTATIVES to sell a new PATENTED line of office machine pads. All terri- 
tory except New England. Other PATENTED items, now ready, follow within this 
year. Raymond Packer Co., Springfield, Ma 
TURING CORP mplete highly repeat line of Carbon Paper 
) Inks) ffers opport ty in mid-west — south-west 
WwW exceliently round t € yf well established manuf ac 
Line has become No. 1 seller with most of our present men MANAGERS WANTED 
travel expenses to develop new a ints, plus high mmissions 
tates wered line w handled Write Kores Mfa Corp 
New York 59, N. Y SERVICE DEPARTMENT MANAGER WANTED for branch office of office machines 


manufacturer in Chicago. Good opportunity for man with right qualifications. Give 
complete information including experience and references. Write Office Appliances, 
Dept. 260, Chicago 6 





ITORIES OPEN for ideal stationery department specialty. Many 
RE rdered 20 or more times Reta nder $2 Easy to Carry 





SALES MANAGER WANTED by leading commercial stationery and office furniture 
dealer in central Ohio. Well established business with good will of community 
Real opportunity for right man. Give full experience, references. Write Office 
Appliances, Dept. 287 





SALES REPRESENTATIVES AVAILABLE 














CE MACHINE DEALER for er 20 years would consider rep 
Jealer or as Company field representative. Excellent health and SALES MANAGER AVAILABLE 
able. Prefer middie west if possible. Write Office Appliances, Dept. 262 
EXTENSIVE SALES and Management experience in office furfiiture, design and 
decorating. Presently employed as manager furniture and decorative department 
W NOWN MANUFACTURER now employing several high caliber and we for large firm. Accustomed to responsibility. Interested in relocating. Write Office 
4 full time salesmen calling on stationery and department store trade Appliances, Dept. 267, Chicago 6 
a >» sharing sales personnel in two territories with one other reputable 
} ting line. Th $ am unusual opportunity to get ready made and 
tation. One territory consists of California, Arizona and Nevada, the WANT ADS, Continued on page & 
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WANT ADS, Continued from page 7 





OFFIICE MACHINE MECHANICS WANTED 





MECHANICS: Typewriter-Addir 
working condition Call ¢ 
Walter F. Phillips, Phillips Ea 
Penna 





ALL AROUND MECHANIC. Must 
manual machines teady b, g 
Write Office Appliances. Dept 4 





OFFICE MACHINE MECHANICS AVAILABLE 





TYPEWRITER MECHANIC 
machine Married f 
dealer Middiewest area. Write 





LINES WANTED 





LARGE OFFICE PPLY and f 








desk and furniture line. Write Off 
PARTNERS WANTED 

PARTNER WANTE M 

and young enough to have future 

ture business with new moderr 

ing over $250,000.00 annually 
Ability to take ver management 
devote his time to other interect Nrit 





BUSINESS WANTED 





ESTABLISHED MANUFACTURER of 
expand by purchasing a going compan 
items produced to be of a sheet 
riveters, spot welders painting 
any business selling its produ 
Will also consider purchasing 
being presently manufactured 
265, Chicago 6 


‘ 





RETAIL BUSINESS FOR SALE 





OFFICE FURNITURE and supply store 
Mountain Region, long established. be 
00. Write Office Appliances. Dept 





QUALITY OFFICE EQUIPMENT 

in Southeastern N.E. Established 

ment, greeting card social nd mr 
office machine lines with exc 

parking facilities. Write OF 








UNUSUAL OPPORTUNITY ¢ Ww 

ment Businesses in theacter W 
Office Machine Div n. Finan } 
for the right party. Write Office Apr 





RETAIL BUSINESS FOR SALE pr 
to $90,000.00 Can be developed wit! 
interests. Has valuable franch 





EXCELLENT OFFICE SUPPL y 
established and very aood pay 
288 





LISTS 





FREE MAILING LISTS OF 

ers. Also 8,910 typewriter { 
of lists of retailer wh 

We charge only f 

City 4, N. Y 








FOR SALE AND WANTED TO BUY 
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Here is the design elegance you expect 
from America’s foremost 


wood office furniture manufacturers. 


Four contemporary groupings which 
incorporate the most-wanted “‘reasons 
for buying”’ features: beauty, 


comfort and durability. 


Imperial Chairs lend distinction to 
any Office setting ... complement the 
style and good taste of 


your showrooms. 


Stock and display Imperial Chairs 





_ ae 


now for prestige and for profit! iit stl. r , 
THE CLIMAX GROUP / 4 CHAIRS THE EXECUTOR GROUP / 5 CHAIRS 


Eom perial desk company 


evansville 7, indiana 
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e) i ifet- meV ec) olit-laley-t-— 


1959 BUYERS INDEX ISSUE if 






. Greatest Circulation of any directory in the 
industry (13,500 guaranteed) 






. Lowest Cost Rate per thousand circulation. 
(11% less than the 2nd directory in the field) 







. Over 5,610 inquiries processed by us last 
year and forwarded to our advertisers for 
follow-up sales. 








Catalog or reference-type 


advertising brings the biggest WE CONSTANT USE 
returns of all. 8 BY BUYERS 





What happens when the buyer needs 
a product and is ready to purchase? 


ls your catalog at his elbow? 


ge 4 out of 5 buyers regularly refer to the 
OA Buyers Index. 


If your line is adequately represented 










in the Index, you are making it much 
easier for him to order from you. 


AS ADVERTISERS IN THE OA BUYERS 
aN INDEX RECEIVE THESE ADVANTAGES 
AND SPECIAL TREATMENT: 







THE KEY TO DUCT SOURCES 


1. Advertiser's name appears in bold face in both the 
alphabetical and product classification sections 
cal ADVERTISER 
_______non-advertiser 
2. A special listing of advertisers appears on a special 
insert inside the front cover. This makes it easy for 
buyers to locate your name and ad position. 


3. Our representative will welcome the opportunity to 
discuss with you, or your agency, the type of adver- 
tising which brings the biggest results from the people 2 = 
who use the OA Buyers Index throughout the year. Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 


Phone DEarborn 2-3206 
R. E. Ahrensdorf Co., Los Angeles 36, Calif. 





EARLY SPACE RESERVATIONS 5720 Wilshire Bivd. Phone WEbster 8-3881 
COMMAND CHOICE LOCATIONS "Phone Murrey WOM 23379-2376 
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BUSINESS FORMS 
GET OUT OF DATE, TOO 
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Ennis 


keeps you up to date 
in styles ..in service... 
in sales 


There’s never a customer you can’t serve. . 

never a job too big to handle . . never a new form 
you can’t supply ..when you rely on Ennis. 
Ennis is the foremost producer of business forms 
in America, offering dealers every needed 

form from the newest Snap-A-Part, Register or 
Continuous forms to the full range of everyday forms. 
Service is fast, prices are competitive and 

the profits are yours .. because Ennis products are 
sold through dealers .. we're your supplier, 

not your competitor. 


Ennis Forms are attractively, durably packaged. . 
labeled clearly ..the best in the industry! 


fnnis 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 





Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco @ Birmingham @ Monroe, La. ® Los 
Angeles @ Denver @ St. Lovis @ Sanford, Fla, 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, Ill. 


Dr. Baumgartner Upheld on 
Ball Pen Decision 


Dear Editor: 

On the subject o. ball point pens, and in refer- 
ence to D. D. McGlynn’s letter, (September issue ) 
may I offer this: 

Dr. Baumgartner is probably justified in her de- 
cision to refuse acceptance of death certificates and 
other documents that are permanent records that 
have been written with ball point pens. Although 
ball point ink has been comet tremendously 
since the first pens became marketable after the 
War, there is still some room for improvement 
with some of the pens found on counters today. 
True, the number of brands with inferior ink is 
small, but they are available to the public. This 
inferiority cannot be seen by eye. The color, densi- 
ty of write, and other qualities may be up to par, 
but the ‘fade-out’ quality of these few brands is 
poor. 

In tests made on a Fadeometer, it was found 
that some ball point inks have little or no ‘‘per- 
manency’’ whatever. In these tests, the ball point 
ink was subjected to exposure under the Fadeom- 
eter for a specified time. A level of ‘‘acceptable 
permanency” was established. If legibility of the 
ink was below a certain percentage, it was classed 
as “not permanent.” It was noted that a few inks 
lost over 80% of their legibility after only five 
hours of exposure. These inks certainly should not 
be used where permanency is required. 

Until all ball point brands on the market con- 
tain ink with a degree of permanency, I will agree 
with Dr. Baumgartner’s decision. 

F. X. CAPPARELL 
Newark, Delaware 


A Subscriber’s View of the Industry 


Dear Editor: 

We have been debating for some time whether 
or not to stay in this rat race. Office machine man- 
ufacturers have been two-timing so long it has got 
to be an accepted fact. 

One of the worst moves they made was to take 
office machines off Fair Trade. The Saturday Eve- 
ning Post recently had a full-page color ad on the 
back page, showing Sears Roebuck selling a new 
portable with leather case for $49.88, $5.00 down. 
This is less than the dealer wholesale price. How 
can dealers go up against that? Under Fair Trade 
the dealer was protected against that kind of com- 
petition, especially from the two large Chicago 
mail order houses. 

Nobody concerned with the matter seems to do 
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anything about, say anything about it or care any- 
thing about it. We have talked to the manufac- 
turers’ agents who call on us about it and their 
alibi is, “We have to get production.” It looks to 
us as though the dealer is on his way out and in 
time all office machines will be marketed through 
catalogs. 

In their greed for business they have given any- 
one who wants it franchises to sell their products. 
Around here we have newspapers, drug stores, 
gift shops, book stores, shoe repair shops, etc., 
most of whom sell at cut prices as a side line. In a 
small community these conditions create a market 
price below the established price and give the law- 
abiding dealer a reputation for being a holdup 
man. Even under Fair Trade there was plenty of 
office machine bootlegging, but under the new 
ruling everyone is running wild. 

We are being soaked on repair work as one 
large adding machine company charges dealers 
$8.00 an hour or $64.00 a day. We have been in 
business 34 years and never made that kind of 
money in our lives. 

Prices are raised constantly so that a portable 
sells for more today than a standard did a few 
years ago. This is driving customers into the sec- 
ondhand market, which pushes the dealer price on 
these machines close to the new price. 

One large company asked us to take their fran- 
chise and a few weeks later opened up a retail 
store with salesman and mechanic a few blocks 
away from us in this town of 9,000. This is one 
of the zaniest things we ever heard of. 

We also have a product of the G I school in 
Missouri located across the street from the new 
firm and his specialty is cleaning out cellars, back 
rooms and attics for old machines and repairing 
and refinishing them and selling them for almost 
nothing. 

Another peculiar angle is that nearly everybody 
is in the office machine business, such as meat and 
grocery stores, salesmen and delivery men, truck 
drivers and the like. They are always butting in on 
deals, telling their customers not to buy from a 
dealer as they will pick up a machine for them 
which, in’a lot of cases, they don’t, but the cus- 
tomer waits for them and the dealer loses. 

A quick survey in this section with all these 
kibitzers at work daily shows that there are about 
75 of them, some of whom have come in behind 
us in a store and told prospects not to buy. There 
are many other handicaps that destroy sales for us 
every day, but we have not time to tell all. 

We will let you know later if we wish to con- 
tinue the subscription. 

CANTWELL SALES AGENCY 
Peru, Illinois 


We hope Mr. Cantwell finds reasons (there are 
many) to revise his opinion of the industry and 
decide to renew his subscription. 
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STAY UP TO DATE 
ON STYLES AND SALES 





with the complete 


Gnnis 


line of business forms 


New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 

in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 
We're your supplier, not your competitor. 


Write today for catalog and complete information, om) 
% a 
$ yELTIs 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory 





Eastern Factory 


Paso Robles, Calif. Chatham, Va. 

Branch Offices and Warehouses at 

Houston @ Dallas ¢ Waco ® Birmingham ® Monroe, La 
Los Angeles © Denver @ St. Lovis © Sanford, Fla, 








Here and There 








Federbush Aids 
Dystrophy Drive 


Max W. Federbush, 
the Federal Loose Leaf Corp., has 
cepted chairmanship of the Stationers 
& Loose Leaf Manufacturer's Division 
of Muscular Dystrophy Associations 
of America, Inc., for the second suc- 
cessive year, it was announced by Dr 
Grayson Kirk, president of Columbia 
University. Dr. Kirk is general chair 
man of the special appeal to com- 
merce, industry and the professions in 
behalf of MDAA. 

Accepting the 1958 chairmanship 
for his industry, Mr. Federbush said, 

“I have undertaken this task because I 
am convinced a cure can be found for 
muscular dystrophy, just as the Salk 
vaccine was developed for polio. I am 
confident the industry will generously 
support this vital cause.”’ 

Mr. Federbush has been associated 


with Federal Loose Leaf for 40 years 


Youngsters Achieve 
Typing Skill Early 





Diane Johnson, age two, of Grand 
Forks, N. D., is more interested in a 
tassel as her brother, Deane, age 
eight, demonstrates his typing skill 
at special cap and gown ceremonie 
marking the end of an eight-week 
experiment in learning at the Uni- 
versity of North Dakota. Dr. John L 
Rowe, Business Education Depart- 
ment chairman at the university 
conducted the project for third and 
fourth graders under a research grant 
from Smith-Corona Inc. During th: 
special cap and gown ceremonie¢ 

Rowe reported that subliminal learn 
ing and touch typing speeds of 
60 words per minute had 

achieved. He stated that readin 
comprehension, vocabulary, and cor 
italization improved along with ty; 
ing and that collateral lessons in ge 
ography, history, civics, etc., were 
introduced in special typing exercis 


ver 
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Duplicating Machine 
Given Charities Fund 





A gold Gestetner duplicating ma- 
chine, valued at $1,000, is presented 


to the Heart of America United 
Charities Campaign in Kansas City, 
Mo., by Jerry Cohen (left), president 
of The Tempo Co. Adrian Pothus (sec- 
ond from left), regional representative 
of Gestetner Duplicator Corp., 
watches presentation to James P. 
Compton and Ross Roach (right), 
United Charities officials. 


7 Women in One 
Family Work at 
Joseph Dixon Plant 


The seven women of Josephine 
Marino’s family in Jersey City, N. J., 
sometimes get the feeling they’ve been 
indispensable to the development of 
the Joseph Dixon Crucible Co. In 40 
years all of them have worked for the 
company, sometimes at the rate of two 
or three at a time. 

Miss Mary Marino has just com- 
pleted 25 years at the Dixon rubber 
and brass plant. Her mother, Jose- 
phine, began work at the same factory 
in the spring of 1918 and remained 
there seven years. Then Letty fol 
lowed, in 1925, serving a tenure of 
six years. She is now Mrs. Salvatore 
Brancato. 

Bessie put in six years, beginning in 
1927, and left to enter a religious 
order. She is Sister Mary Rosalie, Su- 
perior at St. Mary’s Convent in Frank- 
fort, N.Y. 

Bessie’s departure still left two 
sisters at Dixon—Antoinette, who be 
gan in 1929 and, of course, Mary who 
took Bessie’s place. Antoinette quit in 
the summer of 1941 and married Jo 
seph Bongiovanni. 

Rose put in nearly seven years, be- 
ginning in 1936, and is now the wife 
of John Vicchione. Finally, just to 
keep the record perfect, Anna worked 
in the color and lead factory for 20 
months, leaving in April, 1943. She 

now the wife of Joseph Mandese. 


Edmund J. Shine 
Top Toastmaster 


E d mun d J. 
Shine, representa- 
tive of Dennison 
Mfg. Co in the 
Buffalo, N. Y. 
district, won first 
place in the re- 
cent international 
speech contest. of 
Toastmaster’s In- 
ternational at the 
convention in Pittsburgh. Previously 
he was awarded first place in the zone 
contest for eastern United States and 
Canada on the subject ‘Meeting Fail- 
ure’, a topic assigned only six hours 
before the contest started. 

The subject for the 1958 Interna- 
tional contest was ‘““The Golden Key 
to Success.” 

Mr. Shine competed against contest- 
ants from 2800 clubs with combined 
membership of more than 70,000. 





E. J. Shine 


Holladay Out-Smiles 
Rumpel... with Good 
Reason 


E. P. (Jack) Holladay, owner- 
manager of the Falls Typewriter Co., 
374 “E” St., Idaho, now agrees that 
bigger fish can be caught than those 
caught in Idaho. Holladay and Rum- 
pel are married to sisters. 
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and his brother- 
in-law (right) had happy results at 
Guaymas, Mexico. Jack’s marlin, on 


Jack Holladay ... 


the left, weighed 185% Ibs.; Mr. 
Rumpel’s (right) weighed 152. 


Rumpel, operator of the Midway 
Auto Parts store in Hayward, Calif., 
is an old hand at deep-sea fishing and 
volunteered to “break in” Holladay at 
the sport in the Gulf of California. 
Holladay is now an enthusiast having 
also caught another marlin two days 
earlier than the one (18514 Ibs.) 
shown in the picture. 
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“To all you nice people who 
attended the NSOEA meet- 
ing in Chicago... THANKS! 
... for letting me tell you all 
about the new GARMENT 
MASTER! It’s a wonderful 
new product... and it’s 
so easy to put together. It 
doesn’t take a box-full of 
tools to do it either. I put this 
one together all by myself! 


Write for our file folder that 
describes the entire VALCO 
LINE.” 





Lfldine Clawneisiai 


VALCO COMPANY e 1311 ANN AVE., ST. LOUIS 4, MO. phone PRospect 6-2660 
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DDRESSING the recent stationery and office equip- 
ment convention in Chicago Arthur “Red” Motley, 
News Is Industry’s dynamic president of Parade Publications, made this tell- 
ing observation regarding news as it pertains to industry 
Saleable Commodity (and as distributed by advertising and other promotion 
media: 
“News is the most saleable commodity in the world. 
.. Your business is loaded with news — but the trouble with most of you, and 
the trouble with most of your salesmen — is that you just assume that every- 
body knows it, when as a matter of actual truth, surveys in the field reveal, 
nine-tenths of your customers don’t really know what you've got in the way of 
service for them.” 

Motley was speaking to dealers, manufacturers and salesmen and his re- 
marks are appropriate for all three divisions of the stationery and office equip- 
ment industry. 

The manufacturer has an obligation to tell through advertising what is 
new and what features appeal to the dealer merchandising the products of this 
industry. 

The dealer, likewise, has every reason through advertising and any other 
method of news dissemination to tell his customers about the items he sells, 
on what terms they can be purchased, and what service his concern offers. 

The news dissemination chain next reaches down to the manufacturers’ 
salesmen who must, if they are to be successful in their craft, properly alert 
the dealer in regard to product information. 

It's Motley speaking again and he says, “Your business is loaded with 
news and most of your customers really don’t know about it. News about your 
products—get it out. Get it around. And news about your dealership. 

“There are things that you can do. You don’t have to wait for a seminar. 
You can start doing them when you get back from this meeting. Take a look 
at the climate you are creating. Take a look at the technique that your people 
are using. Take a look at the telephone service. Take a look at everything that’s 
going on, and try to figure out, ‘Is this helping me to sell more merchandise ?’ 
And then get the news of the merchandise, the news of the service and prod- 
ucts, news of your dealership, around.” 

The Parade Publications advertising enthusiast told about a household 
furnitureship in Texas. It’s not in the main shopping part of town. The owner 
hasn't a new, modern store. But, as Motley said, ‘‘He’s gotten the news around. 
Everybody knows the firm because every single week since he took that place 
over in the fall of '56 he runs a full-page ad in the local newspaper .. . The 
guy who had it before lost $30,000 a year. Cloud (the owner since 1956) made 

$60,000 and they have had an eight-year drought in west Texas. What was the 
difference. He got the news around. . .” 

Yes, news is a saleable commodity. Advertising does tell the story and 
the manufacturer, or dealer, who thinks he can exist without it is only fooling 
himself 
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Smart, comfortable, sellable 
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@ This popular COSCO chair is a crowd 
pleaser! Secretaries say nice thing 
about its smart, trim styling and con 
= fort. The boss approves its quality c: 
Sesiruction and lasting value... that o: 


id make possible. You like its volume 

Si Salo) oe: Meleelil am Ul Melelele Mate Ttelar 
y it pays to stock and feature COSCO 

. .. powerfully supported by the largest 
full-color ad program in COSCO history! 
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HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 
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State of the Industry 





Typewriter Sales 
Statistics Available 


Statistics on domestic sales of typewriters by manufactur- 
ers in the United States for the past 10 years are now avail- 
able through the U.S. Department of Commerce and Bu- 
reau of the Census. The inclusion of data for 1953 and 
1954 completes the Facts for Industry series 

Significant production figures, number of units, are: 


) 
YEAR TOTAL PORTABI I ELECTRIC PORTABLE 
1957 1,502,805 610,559 198,767 886,157 
1956 1,367,945 643,808 201,573 718,539 
1955 1,135,393 551,367 142,799 578,955 
1954 1,042,708 539,182 102,125 198,559 
1953 1,128,074 555,144 103,477 568,349 
1952 1,190,904 615,279 86,435 572,200 
1951 1,207,697 669,372 77,862 533,417 
1950 (x) 598,573 62,214 560,243 
1949 (x) {13,627 39,343 152,259 
1948 (x) 515,486 32.775 153,594 


(x) Total quantity of typewriters is not available, since 
separate data was not given on specialized typewriters but 
for comparison sake it could be noted that fewer than 
4,000 specialized typewriters were sold domestically during 
these years. 

Most dramatic is the rise 
writers, going from 32,775 units to 198,767 units in 10 
years, or a five-fold gain. Meanwhile, production of port- 
ables practically doubled for the decad« 

Dollar-wise, (retail list price) the typewriter production 
was valued at $289,078,000 for 1957 compared to 1951 
when it was $166,158,000. The value of production in 
years 1950, 1949 and 1948 is not available 

During August of 1958, factory shipments of typewriters 
amounted to 125,833 units valued at $15.7 ens f.0.b. 
plant. Domestic sales of typewriters totaled 117,970 units 
valued at $23.1 million at retail value. 


n production for electric type- 


New Fountain Pen, Mechanical 
Pencil Directory Published 


Frank L. King, executive vice-president of the Fountain 
Pen & Mechanical Pencil Manufacturers’ Association, Inc., 
1426 G St., Northwest, Washington 5, D.C advises that 
the association has just published a new directory of trade 
names and trade marks covering all types of handwriting 
instruments and related sundry items 

For the first time there has been combined the directory 
of the Pencil Makers Association, ompiled over a period 
of 30 years, with that of the fountain pen and mechanical 
pencil makers’ association into one loose-leaf volume sold to 
non-members of the two associations at price of $50.00. 
This price includes continued supplemental service. The 
service is free to members of the two associations 


This loose-leaf directory will provide valuable trademark 
information on handwriting instruments to members of the 
industry and the supplemental service will permit subscrib- 
ers to keep it up to date for an almost indefinite number of 
years. 


Some Significant Quotes 
From the Recent Convention 


On Transportation Costs—'Competent control of 
your annual transportation cost should permit you to re- 
duce that cost by at least 10%. If you take 10% from a 
$15,000 annual freight bill, you have taken $1,500. That 
$1,500 savings in transportation cost may not sound like a 
significant figure to you as of itself but remember one thing 
t all times—you would have to gross 1500 times $35.45, 
or $50,175 in retail sales, in order to account for the same 
$1,500 net that you can call your own through intelli- 
gent purchasing of the transportation service. Transpor- 
tation cost reduction is like skimming cream off the top 
of the milk bottle. It is there for the taking if you will 
recognize it and act in the manner necessary to achieve 
success.” Frank M. Cushman, transportation consultant 
of NSOEA. 

On Closing the Sale—''The good salesman, from pure 
instinct, looks on the customer or the market as an op- 
ponent. What he does is usually to the benefit of the 
customer, but as every salesman well knows, it must 
spite of the customer. If something 
troduced, mere logic 
or sales aids will not overcome the ignorance of the cus- 
tomer. To sell him, the salesman must dominate him. 
This requires radar-like perception, jet-engine drive and 
a perfect sense of timing. Training, plus a thorough 
knowledge of the product, is necessary, but it cannot re- 
place the inner drive that closes the sale.’’ William R. 
Diehl, Jr., retiring president of NSOEA. 

On Consumer Spending— “The personal consumption 
line has been plotted through the second quarter of 
1958. In the months ahead this is be a strong plus 
factor. Indeed, it might be worth noting that during 
this coffee break the consumer has continued to spend 
his money. The savings rate rose during the recession as 
it usually does. So the consumer spent more of what he 
had to spend and thanks to the built-in stabilizers, a 
fortuitous rise in farm income, stable dividends, and 
other things, the consumer, after two quarters of the re- 
cession had more dollars to spend; and this particular 
series has more than fully recovered, and large signifi- 
cant growth is certainly in prospect.’ George Greening, 


often be done in 
new, service or product, is to be in 


economist. 


Convention Dates 
Listed for Next Year 


The 1959 NSOEA convention will begin at the Con- 
rad Hilton in Chicago on Saturday, September 26 and 
will continue through Wednesday, September 30. Thus, 
the dates correspond to those of this year. 

Whether any change in the format of the convention 
and exhibit will be made has not been announced by the 
Association and is a subject for pro and con discussion. 
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the r stat “Our record safes are te Laboratory approved. 2) Mosler Record Safes are 
our business. Since the p t we sell functional, adapt easily to 40 different interior ar- 
ust it, we st be sure that our fra $s, con- rangements. 3) Mosler Record Safes are modern 
ng reement s and other vital paper m- They blend handsomely with office decor while they 
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gic . Mosler Record Safes.” Learn | € our safe for safety. Call your 
us- essful businessmen everywhere 3 r local Mosler dealer, or write: Dept. 00-000, The 
er Record Safes. 1) Mosler Record Safes are Mosler Safe Co., 320 Fifth Ave., New York 1, N. Y 
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nd : ‘ ? , ‘ 
: appears in many leading national business magazines. It’s one 
lar 
fi- of aseries. In addition, Mosler’s powerfully coordinated national 
1g 
advertising program is reaching your customers via radio, 
magazines and newspapers. Start taking AD-vantage today. 
And remember, Mosler sales are full profit sales. 
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nd 
: OSLER 
- THE M SAFE CO. 
he World's Largest Builder of Safes and Bank Vaults 
- 320 FIFTH AVENUE, NEW YORK 1, NEW YORK 
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omemm: Many of your readers are seeking an answer to price 
competition. The reason that price selling has acquired a great- 
er prominence than service selling is directly the fault of the 
dealer. Only the dealer, himself, can lick his price problem. 
Service selling is the way to climb that ladder of success and it 
is a lot harder going up than coming down. 


ems TO operate as a service stationer, a dealer will put forth 
a great deal of effort, self-preparation and old fashioned solid 
confidence in the convictions that it pays to render a service 
first and then receive the reward. For instance, the average an- 
alysis costs us about $200.00 in time in order to make a pro- 
posal. 


ome We believe in this method of doing business and we 
sincerely would like to exchange ideas with other firms. Per- 
haps your publication of this story will start the wheels rolling 
a little faster for other service stationers. 


by WOODROW SPEAR 
president 

Industrial Office Supply, 
Newark, N.J. 


For greater 


profits... 
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UR NSOEA paints a vivid picture of rising costs 
Despite an increased volume in sales, we have 
decreased our net profits. It’s very nice to have these 
facts pointed out. But, what action is recommended? | 
would like to present a method of recovering these lost 
Increased costs of any product are usually passed 
along to the consumer in every business. Why is it so 
difficult for the stationer to raise a price justifiably? The 
answer lies in the stationer himself. We compete primar- 
ily on price. How can we warrant a higher price when 
our competitor holds the line on price and even offers 
heavier discounts ? 

This squeeze on the retailer has encouraged him to 
dispense with services in order to reduce expenses. The 
stationery dealer has convinced himself that he is caught 
in the vise of price competition, and there is no way out 
We are hoping for a miracle, and each year we find the 
vise tightening up a bit more. 

One of our greatest problems is that we don’t have a 
realistic understanding of our own circumstances. The 
manufacturer can’t pull you out of this hole, and neither 
can the customer. The job is pinned directly to each and 
every dealer in his own operation. Before we can dis- 
courage discount buying and selling, we must under- 
stand what has nourished its growth these past 12 years 


Price Competition Is Wall 

A brick wall of price competition is found in every 
company. Sitting on top of the wall is the word ‘‘req- 
uisition’’. Whether it’s for a desk or a notebook, if that 
requisition is completed, then the quality, application 
and inventory control have already been decided. There- 
fore, we find this wall separating the elements of “‘be- 
fore the requisition” and ‘‘after the requisition” 

On the “‘before’”’ side we find the service stationer and 
the service buyer using their knowledge to reduce office 
overhead for the customer. On the other side, we picture, 
in contrast, the price stationer and the price buyer, hag- 
vling over the price of pencils and clips. 

Oddly enough, neither the customer nor the stationer 
realizes that this wall exists. We must understand this 
condition before we can attempt to rectify it. The cus- 


tomer has been educated that price buying is the best 


a9ntrois 
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way to buy. The stationer found price selling the easiest 
way to sell. This was true right after World War II, but 
it is no longer true today. 

Clerical labor costs have more than doubled and so 
have supply costs; but, since labor in the office is 50 
times more than office supply costs, we find the propor- 
tionate increase to be 50 times greater. Therefore, we 
must revise our thinking and change the customer's at- 
titude. Stop selling on the price side and learn how to 
sell on the service side. 

After 12 years of discount competition, many dealers 
do not realize that the services, long forgotten, are their 
most valuable asset. These services are worth more to 
the customer than all the discounts you can possibly of- 
fer. Every prosperous company today is selling services 
and labor-saving ideas. 


Service Is Resisted 

Why isn't the stationer more service conscious? Sim- 
ply because he is following the line of least resistance. 
We will not face the fact that, unless we do something, 
we will be dragged down in a growing landslide of 
price cutting. 

Don’t think for one moment that I can give you a 
magic formula that you can pick up and use tomorrow. 
I can give you an idea or two that will get you started 
out of the rut and on the road to legitimate profits. If 
we agree that cut-rate tactics are not healthy for any- 
one, including the customer, then let's drop this method 
of selling. 

Supposing our competition will not stop; then we 
must develop a program more powerful than discounts. 
We must take business away from the discount house at 
a fair price. When the discounter finds that his plan is 
not working, then he will look for another answer. It’s 
very easily said and it is not too easily done, but it is 
accomplished. 

I wish to emphasize that you need not follow our 
service program, but rather develop one that suits your 
company and the people in your organization. The serv- 
ice stationer on this side of the brick wall can save the 
customer thousands of dollars, while the price stationer 
is suggesting an economy of pennies. 

To illustrate the tremendous power of the service sta- 
tioner, we would like to relate an experience that some 


A stationer offering service 
to his customers instead of 
price alone has an advantage 
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continued 


PAPER WORK ... 





‘The service stationer offers the best 


of you may find hard to belli This is going to strike 
home because a so-called discount house in New York 


was selling one of the bett ounts in New Jersey. 


This firm decided to investigate further economies re- 
garding the purchase of office supplies. Ourselves and 
another stationer were invited to submit proposals 

By this chart we can illustrate the price comparisons 


placed before the customer 


Service Stationer $10,931.01 
See-Saw Price Stationer (at present) $10,667.54 
Heavy Cut-Rate Stationer $ 9,431.01 
The customer without hesitation preferred the higher 
quotation. Why ? 
A summary of the results of our analysis will answer 
the question. 


1. Inventory clerk eliminated $3500.00 


2. Obsolete goods returned 543.57 
3. Paper work reduction of purchase orders 624.00 
4. Interest on inventory reduction of $2195.47 131.70 

Total Savings $4799.27 


If we deduct $4799.27 from the cost of supplies of 
the service stationer we have a net cost of materials of 
only $6131.80. 

In truth, the customer is still buying at the lowest 
prices. We all are searching for greater economies. In 
our business, the real savings, for your customers, are 
acquired when you can reduce the clerical effort needed 
to produce the necessary paper work 

In order to call yourself a service stationer, in our 
definition of the term, it is ssary to reject discount 
selling completely. By removing the price factor from 
your mind, you are automatically force d to de velop serv- 
ices. A price dealer cannot ifford any extra expense and 
obviously has no need to promote anything but price 
This is not a halfway measure. Either you decide to be 
persistent and patient with plan or you will cast it 
aside. 

We recently published an 
sumption entitled “For a $50,000 Profit, Try Paper 
work Controls.”” We refer to our consumer presentation 


as “Paper Work Controls.’’ By discussing this article, I 


can more easily demonstrate the services we render to 


rticle for consumer con 


our customers and the type of service you can render to 
your accounts. 

Our packaged program of Paper Work Controls 
will seem very complicated to anyone on the first read 


ing. It is a plan developed 1 built over several years 


It is the type of thing that has to be experienced and 
not picked up in a morning. If we were to divide our 
business into six parts and concentrate on each part, un 
til all of them were mastered one by one, and then as 
semble the parts so that th ¢ saw fits together, we 


might describe the services j 
We have an unusual faith in the stationer. Unusual 


because we believe more it ts than you 
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do yourself. We know that deep down underneath, this 
veneer of price competition, there lies a source of ex- 
perienced knowledge waiting to be tapped. We are try- 
ing to drill a thought into each and every dealer in this 
room—the determination to become more service-minded 
and less price-minded. 

What is this stationery business that we enjoy? We 
show you a piece of paper and say to you that your en- 
tire business is dependent upon this piece of paper 


It's Your Business 

Controlling paper work is your business. The six 
functions under this heading constitute the service you 
can render to your customers. These services are an ob- 
ligation that the stationer owes to himself and his in- 
dustry. 

The things we prov ide customers are: 
@1. Mark or Alter the Paper. For instance, I can punch 
it; I can stamp it; I can write and erase on it. 
@ 2. Form Design. The next thing we notice is that the 
paper is printed. It is a certain size, and therefore we 
know that the printing must be planned and the paper 
shaped. 
@ 3. Housing. After this design is developed, we must 
house the paper in binders, folders, files, arch boards, 
etc. 
@ 4. Work Station. Now that we have the paper in the 
appropriate housing, we must organize the desk to con- 
tain this housing for a good work station, organized to 
hold all the working tools within easy reach. 
@ 5. Space Analysis. The work station is confined with- 
in a specific space. Each desk must have its own space 
analysis 
® 6. Over-all Space Analysis. We organize a general 
desk planning for an over-all arrangement of all the 


desks for convenient flow of paper \vork 


Where to Begin? 

Now let us assume that you want to study the six 
parts of your business. Where can you begin? Is it neces- 
sary that you start from the primary source in grade 
one? Why can't you use our program? The answer to 
these questions lies in the word “experience” 

Your education is dependent upon doing ... not 
listening or reading about the program. You and your 
neighbor can review the same problems, come up with 
the same answers and still arrive at these conclusions 
through a different approach—an approach that is best 
suited to you and your organization. We are suggesting 
that you begin somewhere, anywhere, but develop and 
build your program piece by piece. 

Over-stocking ties up money and is a frequent com- 
plaint. Thes« conditions are so common that companies 
accept them as necessary evils that can't be helped. How- 
ever, these problems can easily be ironed out by a service 
stationer 

To overcome these problems, you analyze an entire 
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INDUSTRIAL OFFICE SUPPLY Co. 140 WILSON AVENUE NEWARK 5, Wy. 1 MARKET 2.4203.4 
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PURPOSE OF SURVEY: 


The purpose of this survey is to Compare the existing cost of office Supplies with the cost or our 
Suggested method of “PLANNED OFFICE SuPpPLy BUYING”, 















| PLANNED OFFICE SUPPLY BUYING 










This program is designed to reduce paperwork and clerica] expense in the office, This most desir- 
able service ¢ an be paid for out of the norma] Profits derived from Supplying your Company with its 
necessary stationery Supplies, The question answered by this survey 's, “HOW MUCH TIME AND 
MONEY CAN BE SAVED WITH THIS METHOD AS COMPARED TO THE EXISTING MEANS 

i] OF BUYING OFFICE supp; IES”®, 




























UNIT COMPARISON 





Average Stationery order ie, ... 249, See $ ele 30 
} Your average Op eee etait sels en $ Q 4 

| Planned office Supply average Ns ey Nd $ 26 7.00 
| 

| YEARLY COMPARISON . NOw P.O.S.B, DIFFERENCE 
ost Of office supplies for 1 year $6792.27 $6675.17 $ 107.104 
{| Number of Purchase orders for 1 year 802 25 (777) 

i Average cost of purchase order $3.00 2406 00 75.00 23234 00 
Return Privilege of discontinued Supplies ao Oe 339 mt 5. 





|| 

I THE SAVINGS OF; (77.21 1S 40, 95% OF YOUR COST oF SUPPLIES, 

i OTHER ADVANTAGES THAT SAVE TIME AND MONEY WITH PLANNED OFFICE SUPPLY guy. 
I ING : 


1. A perfect iny €ntory contro] of your office Supply stock is maintained at our expense, 
| 2. Repeat items are never overstocked, 

3. Repeat items are never understocked, 
| 4. Rush orders are Virtually eliminated, 

5 





| Obsolete merc handise is immediately returned for Credit, 
I 6. Phone Calls, interviews and Waste of Purchasing time is tremendously reduced, 














We can now have time to research Products for additional] time-saving, 
i 8. We educate your employees to seek simpler and ©asier ways of Performing Clericai work, 
9. This Program leads to our next survey Concerning the control and design of business printed 
forms, This is & most fertile fiejg in which to Plow under the undiscovered Clerical expenses 
that grow like weeds in most offices, 
CONCLUSION : 
! We Sincerely believe that this Program is idea] for any business without Some scientific method of SURVEY REPORT 
reducing Paperwork in the office, This Service reflects a Cash Saving of 446 «21 anda Clerical form used by : In- 
i a 37.00, dustrial — 4 
I We would enjoy listing your Company among our many Satisfied Customers and look forward to your ply Co : oa top 
|| @pproval of our plan, the name att ae 
Sincerely, of the 7 it ; % 
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continued 


PAPER WORK CONTROLS 


gross. We are maintaining working level that never 


exceeds six gross of pencils. It's as easy as ABC. Do this 


with every item, and you have taken care of all of the 
everyday products. 
What have you accomplished for your customer? 


Small orders are no more. Rush orders do not exist. He 


is neither over-stocked nor under-stocked. All obsolete 


goods are returned for lit. Stock rooms are neater 
and more orderly. Costs are easily checked and main 
tained because the pre-printed price list shows the price 
of each item. 

If it is necessary to charge back departments, this 


over-all re 


The 


juivalent to a 


eliminates all references to invoices 
duction in paper work is 


in price. This is a labor-sav ing service that is worth re al 


30% reduction 
money to your customer and permits you to make a nor 


mal—fair—profit. 


Whole Program Outlined 

Our device for packaging the entire program is called 
the Paper Work Control Folder. I would like to describe 
it to you and tell you how it functions. It is composed 
of parts corresponding to the six areas just discussed 
One of the reasons that w 


are so fine is the functional re lationship of the material 


beli« ve your Opportunities 


covered in the folder. Specialists have deprived the sta- 
tioner of a great deal of business. They have also de 
prived the customer of a very important service 

There is excellent co-ordination if the 
master the six specialties ind perform the job better and 


statroner can 


in less time and at considerably less expense. For in 
stance, a given form of three parts must be prepared by 


the salesman and copies sent to the district sales man 


ager and the general sales manager. Each person has a 

different filing problem 
Copy one is in a multipl 

figured that one out, not a printer or a furniture man 


ring binder. A stationer 


Copy two is used in a file with special guides and 
cabinet. A 
selling office equipment is best qualified to do that job 


system filing, along with the fil stationer 

Copy three is designed with ledger stock of the 
proper grain for upright filing; a self indexing system 
was developed. A stationer was needed, a forms de 


signer-printer was required, and an man 
could be used. Combine all their knowledge and you 
have a service stationer, which could be. and should be. 


you. 


equipment 


Cash Saved for Customer 

Good all-round planning saved this customer over 

$500 on a $700 order. This is the sort of work a qualt- 
We don't 


army of specialists, but we do need thousands of well 


need an 


fied service stationer can perform 


trained general practitioners in the stationery business 
To continue with the folder, let us 
printed face. We have pre pared a specification area of 


the printed form. Underneath our specifications we have 


examine the 


a simple flow chart indicating the desk sequence as 


each copy advances through the office. We at each 


stop 
housing as this form ts re 


lling a load of 


desk and advise the proper 
tained at this desk. This is « way of si 
stationery. 


Think of it this way. A three-part form can travel 
around an office and stop at twenty desks. Each desk is 


pect for some type of housing. At the last stop- 


I 
ping point for each COpy we determine a retention pro- 


a pros 


( 
4 


gram and decide how long the copy should be stored. 

Inside our folder we find a forms check list prepared 
with “Yes’’ and ‘‘No” questions. A great deal of this 
material is found in the book “Design and Control of 
Business Forms,” by Frank Knox 

Under our check list is a printing code which will 
permit your customer to determine which forms can be 
ordered together for perhaps a 20% saving. 

On the following side we have coded functionally 
many different types of housing forms. By using only 
11 questions it is possible to determine quickly which 
housing is best for this particular record. The NSOEA 
manuals are our source of information. 

We cover our desk and space analysis plus the very 
important area for remarks and corrective changes. We 
can indicate economies and savings that we have effected 
and justify this program to management. 

What would happen if I called your best account with 
this proposal? Your customer would say to you, “Mr. 
Stationer, can you supply the service at a slightly higher 
price?” If the answer is yes, the competition ts wonder- 
ful because your profits increase. The type of competi- 
tion is constructive for all, whereas price competition 
reduces profits and destroys our business. 


Compare with Golf 

I would like to compare your game of golf with the 
stationery business. I attended a series of lessons about a 
year ago and learned several things during those lessons 
concerning your business. 

The first thing I was taught was to get a good grip 
on the club. I would like to suggest that you get a good 
Decide 
and make up your mind to do it. 

The next thing I learned, while approaching the ball, 


grip on your business. what you want to do, 


was to get into position. You must prepare yourself to 
be in position when the customer asks for service or you 


will be on the short end of the stick. 
We learned also that we had to have some power in 
our swing. The power that is available is in the manuals 


and in the manufacturer who produces the tools that 
permit you to make a living. Without this manufacturer, 
we would not be able to conduct our businesses 

We must meet that ball and give it d/rection. The 
direction you should think of in your business is to sell 
services; sell them again and again 

When we complete our swing we must have a little 
follow through and the follow through is obvious. You 
can’t stop selling services. You must sell them over anc 
over again and develop them all the time. Put them all 
together and start a swing. Let’s see what is going to 
happen 

The wall of price competition is going to topple, and 
let it topple. When it falls, the price stationer will be- 
come the service stationer. The price buyer will become 
the service buyer. There will be no wall between the 
two. Your business is going to make more profit, but 
more than anything else you will derive one of the 


greatest satisfactions while living the life of a service 


~ 


Stationer 
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Ss. C. Toof puts 
emphasis 

on display 

in the store 


MEMPHIS, TENN 
HEN S. C. Toof & Co., one of the larg 
est office supply, equipment and print 
ing dealerships of the nation remodeled, special 
emphasis was placed on in-store display. The 
results have been gratifying in increased sales, 
report officers of the firm Special emphasis 
was placed on making merchandise easy to han 
dle at comfortable waste-level height on coun- 
ters rather than the sloping shelves so often 
used. Space below in the cabinets is utilized for 
the storage of additional stock. One of the in- 
novations was the construction of a_ special 
counter for the purpose of adequately display- 
ing desk pads, a factor which has been of con- 
siderable value in stimulating sales. Special em- 
phasis was placed, too, on the gifts and acces 
sories department where perforated board allows 
the attractive placing of items for at-a-glance 
perusal by customers. In-store selling has in 
creased generally to augment the normal heavy 
volume gained through outside salesmen. 





p> 


THE GIFTS and accessories department at S. C. Toof & Co 


perforated wall board for attractive showing o 


inviting to the customer. Volume in this 
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DESK PADS get 
this preferential 
display treatment 
in special racks at 
S. C. Toof & Co 











OFFICE SUPPLIES are given top-of-table treatment for easy examina- 


Eye appeal is en 
hanced 





tion by customers. Extra stock is carried below the counter top. Note 
how leather goods are given display prominence 


ne 





I 


depart 


so” 


“- 


ment has mounted since remodeling of the store permitted 
this highlighting of specialty items of both office and gift 


nature 






























The 
Second in a series 
omplele | Swine 


selling of supplies, 


furniture, machines 





Dealer-4 


and systems for 


the office 
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rement problems is given by President John S. Latta, Jr. 





SHIRT-SLEEVED approach t 
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| lanagement _ 





The Key to Sales Success 
and Profit at Latta’, Inc. 


j HE management philosophy which guides the 
operation of Latta’s, Inc., complete dealership in 


Waterloo, Iowa, is best expressed by the old adage 


repeated by President John S. Latta, Jr.: 

‘A man doesn’t build a business, he builds an organi- 
zation and that builds the business.” 

Back in the '30’s he faced up to need for a decision 

either to maintain a small business or to accept the 
challenge of an expanding operation needing more man- 
power 

With the addition of personnel, mainly developed in 
its Own Organization which had its roots in the school 
supply business, Latta’s Inc. has grown into a supplier 
of all products for the office—supplies, furniture, ma- 
chines, printing and systems. It is the conduct of this 
“one-stop” source with which OFFICE APPLIANCES is 


concerned in this continued study of “The Complete 
Dealer 


These Policies Are Fundamental 

Basic business policies pursued by Latta’s, Inc. in- 
clude these which are considered fundamental to its 
sales success and profit: 

4# Management must be explicit in its direction of 
a business, from top to bottom. Responsibilities must be 
clearly defined: 

\# Management must direct sales policies, provide 
training and sales helps. 

t# Forms and systems selling moves out from a 
firm’s own use of these business aids. 

i” There must be little waste motion in the physi- 
cal part of processing an order. 

1 The primary idea of service must be the helping 
of a customer to solve his problems intelligently. 

i The biggest facet of service is the continuity of 
operation which comes with the continued handling of 
the same brands of merchandise. 

i Salesmen must have a daily plan devised on the 
philosophy of ‘Man with a plan has the wind and tide 
in his favor 


\” Community activities should be encouraged in 
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“I AM amazed at the short cuts I learn here,” says Herb 
Monson, store manager. 


order that firm personnel gains a better perspective, not 
only of people, but of problems. 

Management at Latta’s, Inc. is concerned continually 
with the development of time and energy saving and 
Small wonder that Herb Monson, store manager with 
Latta’s for less than two years, says: “I continue to be 
amazed at the short cuts I learn here.” It is a tribute to 
management that the firm saves $.15 to $.20 per order 
in handling and this could amount to $5,000 a year. 


What is the corporate setup? > 
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What ts the 


corporate setup ? 
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GENERAL SALES MANAGER 
Marvin Kiepfer 


SUPPLY MANAGER 


When Latta’s, Inc. was spun off on July 1, 1948, 
from the parent concern of J. S. Latta & Son, school 
supply organization, stock was sold to T. Wayne Davis, 
Robert Hill and other young men who had been trained 
in the college store and were rapidly assuming respon- 
sibility in the organization. Decision was made to go 
after the commercial office supply business, for which 
there had been no concerted drive. The new organiza- 
tion, a corporation, was set up with the following of- 


ncers 


John S. Latta, Jr., president. 
T. Wayne Davis, vice-president 
& general manager. 
Robert C. Hill, treasurer. 
Marvin Klepfer, secretary 
& sales manager. 


This group comprises the board of directors plus 
| I 
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FURNITURE MGR. 
SPECIALIST 





SALESMAN 





Robert Beach, college store manager 

As charted in this article, the organization setup 
proceeds from the officers and board of directors to T. 
Wayne Davis as general manager, who supervises a 
well-defined chain of command under Marvin Klepfer 
as general sales manager. Other key men are Herb 
Monson, Waterloo store manager; Ken Lauterbach, in 
charge of financial reports; Robert Beach, college store 
manager, and Bill Plantan, advertising manager. 

A separate company was set up in January of 1957 
Latta’s Business Systems. This organization is a corpo- 
ration designed to sell and service Thermo-Fax copying 
products, machines and supplies. John S. Latta is chair- 
man of the board, T. Wayne Davis president and gen- 
eral manager and Marvin Klepfer vice-president and 
sales manager. Ken Lauterbach is secretary and Robert 
C. Hill treasurer. There are three fulltime sales repre- 
sentatives covering 26 counties of northeast central Iowa 


Sales have been booming. 
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How does Latta’s spell 
out policy ? 


Successful management of the Waterloo dealership is 
to a large extent the result of agreement by the officials 
on spelled-out policies regarding selling, inventory, ware- 
housing, selection of employees, purchases and the pro- 
viding of service. In other words, management supplies 
a program for each phase of the operation, keeps close 
check on the results and by hard work on the part of 
each in command (you'll find top management at work 
at 7 a.m.) sets an example for personnel to follow. 

Salesmen are presented with the opportunity of mak- 
ing money, without limit, even if the commissions should 
exceed the compensation which is derived by manage- 
ment. 

Service at Latta’s, Inc. is interpreted as helping a 
customer solve his problems intelligently, in prompt 
delivery of merchandise, in the continuity of brands of 
merchandise and the “making right’ of defects. Says 
General Manager Davis in this respect: 

“A big facet of service is continuity of operation. 
Continuous promotion of a certain line means we can 
always look to it for additional materials and improve- 
ment of the product. We will still be able to supply our 
customers that item five years from now. Big companies 
buying from us want such continuous operation.” 

In assignment of salesmen the policy was changed by 
management a year ago. Formerly it was a matter of 
geographical location and all business within the con- 
fines of an assigned area belonged to one salesman. 
Now, Latta’s, Inc., has completely changed direction. 
Men with the best training and experience are calling on 
potential customers whom they can best serve. 


What ts expected 
of Latta’s employees ? 


In statement of business policy and operation meth- 
ods, Latta’s, Inc. tells its employees: “You are directly 
responsible to and will take orders from your depart- 
ment head. If you are working on a job under instruction 
from one in authority and get conflicting orders from 
one higher in authority, then mention the former orders 
so that they can be given consideration.” 

Employees have no guess-work regarding what they 
can expect from Latta’s Inc. in regard to compensation 
or fringe benefits and what the corporation expects from 


29 












°c 


“Complete 


© Systems * Supplies * Machines * Furniture 


them. These policies ure arly set forth in employees 


bulletin: 

WORK WEEK-—Six-day week with exception of 
summer months when it is 5! 

WAGES AND HOURS—AII employees paid on an 
hourly basis will receive time and one-half for all time 
worked in excess of 40 hours per week. Time record is 
kept on file and open for employee inspection. Normal 
hours are 8 to 5. 

VACATION—A credit of one-half day for each 
month of full-time work is set up for paid vacation, 1. e¢., 
an employee will get one week of vacation with pay 
after being on the job 12 months. After five years of 
service, the vacation credit is doubled, or two weeks 
vacation with pay. Management will allow employees to 
choose vacation time during the normal vacation period 
in order of seniority as established solely by tenure of 
employment. 

SICK LEAVE—A credit of one-half day for each 
month of full-time work is allowed for sick leave with 
pay. This is cumulative and any unused sick leave time 
which has accrued at the end of the year will be allowed 





to the employee as additional vacation with pay, or if 
he is needed on the job he will be paid additional for it. 

HOLIDAYS—tThe following holidays are allowed 
with pay: New Year's, Memorial Day, Fourth of July, 
Labor Day, Christmas and Thanksgiving. Because Labor 
Day falls in the beginning of the rush season, everyone 
may be requested to work on that day and double time 


is paid. 

INS RANCE—$1,000 double indemnity provided. 
Blue Cross and Blue Shield hospital and medical policies 
are paid without deduction. 

REST PERIOD—One in the morning and one in the 
afternoon, 15 minutes, on company time. 

PURCHASE OF STOCK—Stock in the corporation is 
available to full-time employees of Latta’s, Inc., who 
have been employed with the corporation for a period 
of 12 months. It is sold with the agreement that the 
owner of the stock, should he leave the concern, will 
first offer the stock for sale to the corporation. Stock 
cannot be sold to an outside party unless sale cannot be 


made to Latta’s Inc. 


How does Latta’s control costs ? 


In its record-keeping, Latta’s, Inc. leaves little to 
chance, providing basic report tools for its employees in 
the way of master control cards for every account, daily 
call reports, prospect cards, four-part sales orders and 
seven-part snap-out purchase orders. Employees selling 
business forms are well indoctrinated in their use be- 
cause the sales pattern volves around their use first by 
the selling organization 

Management can keep a close check on the trend of 
sales and profits through a system of regular reports 
from the corporation offices which are under the direc- 
tion of Ken Lauterbach who at 32 has already been 
employed by Latta’s for 11 years 

A profit and loss and balance sheet is provided for 


each quarter. In these reports the inventory is estimated 
instead of actual. At the end of the fiscal year an actual 
inventory is taken. The weekly indication of sales and 
labor costs makes possible a comparison with similar 
expenses for the same week of the year previous. 

Expenses are divided into two categories—adminis 
trative and selling. For the fiscal year ended March 31, 
1958, administration cost 14% total sales volume 
and selling expense comprised 1 ©. Thus the over 
all cost is 28.06%. Broken down item by item, the ex 
pense sheet for the last fiscal period reads 
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Administrative Expense: 


Association Dues, Subscriptions, etc. - . 16% 
Bonuses sini chaitaaaiae 1.01 
Depreciation-Furniture and Fixtures 50 
Depreciation - Leasehold Improvements 26 
Directors’ Fees ; 09 
Donations seams .10 
Electricity, Gas and Water 64 
General Expense 1 
Insurance — General . 43 
Insurance — Corporate Life .20 
Insurance — Employees’ Progra 11 
Labo: Office . 1.93 
Office Expense, Supplies, etc 43 
Professional Fees 08 
Packing and Shipping Supplies 05 
Rent 1.80 
Repairs and Maintenance 19 
Salaries — Executive . 2.32 
Taxes — Regular State & County 
Taxes Use Tax 
Taxes Payroll 
Taxes — Corporation Fee 88 
Telephone and Telegraph 45 
TOTAL ADMINISTRATIVE EXPENSI 12.14% 
Selling Expense: 
Advertising 1.57% 
Catalog Expense 26 
Commissions 1.06 
Labor Selling 10.21 
Postage 30 
General Expense 07 
Rent 20 
[Travel Expense 62 
Delivery & Warehousing 1.63 
TOTAL SELLING EXPENSI 15.92% 
OA-11/58 
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STORE MODERNIZATION award was 
en to Latta’s, Inc. at recent NSOEA con- 
ntion. Here, T. Wayne Davis, vice- 

president and general manager, receives 

$100 check 


‘We know the sales production per employee and the 


labor cost per dollar sales. This information is placed in 
the hands of department managers to determine if they 
have insufficient or too much help,” says General Man- 
ager Davis 

With every course ‘“‘compassed”, Latta’s Inc., man- 
agement knows where it has been and where it is going 

a fundamental reason why this complete dealership 
with over $500,000 annual volume returns a profit 
which is equal to or better than the industry average and 
perhaps why despite the recent “economic coffee break’ 


sales were up 15% over a year ago 


NEXT MONTH 


How does Latta’s, Inc. select, indoctrinate and 
train its salesmen? How are the} paid? What daily 
eports are used by management to help salesmen 

better and systematically? Why is sales 


Yaini Zi ntinuing process+ 
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Appraise Complete Dealer Series 


@ John S. Latta, Jr. (left), president of Lat- 
ta’s, Inc., and John A. Gilbert, publisher of 
OFFICE APPLIANCES, look over the October 
issue which introduced ‘‘The Complete Dealer’ 
series. Winning high acclaim at the NSOEA 
convention, the presentation was declared by 
dealers to afford them assistance in conducting 
their own operations, often similar to that of 
the Waterloo, Iowa, one under study. 
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1. Two original designs by Ben Rose. One is a light-figured 
one-screen design entitled “Windflowers’ No. 1138. Pattern 
features an 18-inch repeat. Pattern to the right is “Needle é 
work” No. 1130. Another one-screen design with a . 
four-inch repeat 











i) 


Strands’, shown at the top, is a casement hand 


printed on sheer Irish linen. In stone on silver, gold 
on natural, olive on aqua, and brown on beige. 
At bottom is “Museum Plaid’, hand-printed on a 
Fiberglas boucle. Exciting modern tones, all on white 
grounds. Both Greeff originals 


accessories of the month 


Drapery role important 


RAPERIES and casements for the office and 

reception area are vital to completing the 
decor. Until they are in place, properly picking 
up the color scheme and providing the necessary 
accent, the office has an unfinished look that can- 
not be ignored. The choice of drapery and fabric 
are often left to the customer. This can be a mis- 


take on the part of the retailer who wants to finish 





the office in complete harmony. The retailer who 





is wise can guide the customer into selecting the 


proper colors and materials for the office. On 











these pages are representative patterns by drapery 
manufacturers who, in most cases, have specialized 
in producing designs and textures which specifical- 


ly compliment office decor. 








3. Two designs by Knoll Textiles, Inc. At the left is 
Mira” designed by Ross Littell, a young painter on a 
Fulbright fellowship in Italy. It has been selected for 
exhibition at the Arts and Crafts Museum in New 
York City. Printed on heavy linen crash in ultra 
modern tones. At the right is Fibra’ designed by 
Eszter, a first award winner from the A.I.D. Available 

















on linen, on white sheer silk for casement, and 
in Fiberglas 
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5. From Herman Miller we left, 
derived from the free interpretation of handwriting so 





have, “Names” a texture 
that it becomes more pattern than legible. Available on 
linen, silk gauze and cotton batiste. At the right is “Ribbons” 
a colorful cascade of color overprinted to create an effect 
of vertical stripes. Both designed by Alexander Girard 























{. ‘International Exchange” by S. M. Hexter Co. 

Stylized interpretation of authentic old postage stamps 
of international origin. Stock and custom colors 

ble. Good for both contemporary and traditional 


office decor 


it to complete office 


Mars” linen, another pattern by Boris 





. Kroll Fabrics Inc. The idea behind the 

2 pattern is the canals which some believe 

\ to cover the surface of the planet Mars. 

: 

| ps 

} 

) 

‘ . “Abacus” is a hand-printed 
design especially suited for office 

f use by S. M. Hexter. Very effective 

\ if used where ceilings are low and 

d demand emphasis on the vertical 


line. Stock colors include coral 
and brown, blue, gold and tan, 
brown and beige 


e /f you wish more infor- 
mation about the accessories 
pr tured here, please use 





6. From Boris Kroll Fabrics Inc. The 


listincti Pharoah” pattern either on the inquiry card facing 
vicose or Bemberg. This is pattern No page 66 Y our reque sts 
KD 9108-4 which can be used effectively will be forwarded to 


nt 


in t porary oftice or with 





the manufacturers. 
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The ‘Average’ Dealer | fourth in a Series 





Systematizing 


---ftry it in your 


sales department 


Jacobsen 
Joins 
Investment 
Firm 
@ Harold W. Jacobsen, formerly presi 
dent of Horder Inc., ¢ izo. has be 
come associat Cruttenden, Podesta 
& Co., investment fit in its new busi 
ness development partment. The an 
nouncement was made by Robert A. 
Podesta, managing partner of the Chicago 
firm 
Mr. Jacobsen president of Horder’s 
and its subsidiary, Ass ted Stationers 
Supply Co., fror 53 t 958. Prior to 
that time, he was executive vice-president 
of United-Whelan. He is also a past 
president of the Wholes Stationers As 


sociation 


EALER after dealer has said to himself, and 
sometimes publicly: ‘My outside salesmen 
bring in the business. I’ve got to treat them right.” 
There’s no doubt about it! Without salesmen — the 
men that bring in $100,000 or $50,000 or $150,000 to 
the dealer no dealer could long exist; and, for that 
matter, no company in any industry can do without 
them 
But in the stationery industry the question has been 
raised as to whether the salesman not the sales de- 
partment, but the individual has been put on a pedes- 
tal that is too weak in its foundation for the good of the 
salesman as well as for the dealer. Perhaps it is because 
in so many cases the dealer started as a salesman him- 
self; or perhaps because the dealer fears a loss in sales 
will affect his already weak financial structure; or per- 
haps because the dealer has not sufficiently created an 
individuality in his company as strong as the personali- 


ties of his salesmen. 


What About Sales Philosophy? 


Whatever the reason, the ‘average deale r would do 
well to examine his sales philosophy, particularly as it 
affects his industrial, or outside, selling division and his 
specialty divisions — the furniture department, the ma- 
chines department or the so-called school supply con- 
tract division 

The dealer's salesmen are not at fault, if there is a 
fault. They must look to the boss for leadership, for 
training, for product knowledge, for advice and guid- 
ance. If they don’t get it, naturally the salesman will be 
selling himself instead of his firm, will give his cus- 
tomer the benefit of the doubt instead of his boss, will 
“personalize” his selling with the conscious or uncon- 


OA-11/58 





and 
nen 
the 
1 To 
that 
10Uut 


ror 
uid 
1] be 
Cus 
will 


icon 


11/58 


by HAROLD W. JACOBSEN 


scious thought that he can always switch dealers or go 
in business for himself. Naturally, too, he will fight to 
get the last percentage of commission regardless of 
whether it is sound for the dealer or for himself. 

My hat goes off to the stationery industry outside 
Most of them are independent, hardworking, 
resourceful, conscientious and anxious to please their 


salesm 


customers. Some, of course, may have had it too easy in 
the boom times since the war; others may feel that 
price’ is the only way to sell; some may look on their 
dealer-boss as only a convenience in carrying on their 
own business. But generally speaking, the salesman is a 
credit to the industry and if his position is sometimes 
shaky or if he sometimes rocks the boat too danger- 
ously it is the fault of the dealer and the dealer's sell- 
ing philosophy rather than the salesman’s. 

Delineating this point is difficult. Perhaps some ex- 
amples would better show what is meant 

A year or two ago I interviewed a salesman who 
wanted a job. I inquired about his previous compensa- 
tion, and he said it ranged up to 40% of the gross 
profit on his sales; that he made about $10,000 a year 
with which he was happy; that he fixed his own prices 
and covered the entire city in which his dealer was lo- 
cated. When asked why he was looking for a job, he 
said the dealer had gone broke! 


Something Was Wrong 
On another occasion I was asked to look at a dealer's 
figures and perhaps advise him as to why he couldn't 
seem to make any money. His inventory seemed to be 
all right; his operating costs were in line; his advertis 
ing was good: his sales appeared to be excellent but 
mostly from outside sales. His gross profit from these 
outside sales, however, was only 28% and he paid his 
salesmen 40% commission for a sales cost against sales 
of over 11%, leaving only 17% to cover warehousing, 
handling, delivery, overhead costs and profit. He had 
no pricing system, and each salesman covered the en- 
tire territory. The individual salesman’s average com- 
pensation, however, despite the high percentage com- 
mission was below the industry average. The advice he 
received is what this article is about. 
Most industrial or outside sales departments have 
growed” like Topsy without basic planning and even 
without co-ordinated supervision. Salesmen were hired 
with or without previous stationery experience, given 
some basic training through work in the work in the 
store or warehouse or both, given a catalog of some sort 
and told to go out and get business wherever it could 
be found. Three or four or more, sometimes up to 
dozens, cover the entire territory of the dealer, bring- 
ing in sales and new customers. The amount he earns, 
if he appears to be satisfied with it, sometimes seems to 
be of little concern to the dealer 
Fundamental questions may not be asked frequently 


OA-—11/58 


enough Is the salesman’s time used most effectively 
for himself and for the dealer (even though he is paid 
only on a commission basis) ? Is he guided or instructed 
correctly on the pricing of merchandise? Is the dealer's 
potential market fully covered? Are the sales records by 
customers, and the salesmen’s calls so systematized that 
they can be correctly analyzed? Are the salesmen really 
supervised by the dealer or a sales manager? Does the 
compensation method provide true incentives and the 
possibilities of better earnings for the salesmen as well 
as the dealer? 


Here's Ideal Set-up 

The most successful dealers appear to be those that 
have more or less fairly systematized their industrial 
sales department and their relationships with their 
salesmen. Briefly, but I hope, thoroughly, the follow- 
ing points may be descriptive of an ideal set-up: 

1. A compensation plan with varying percentages 
against gross profit, from which the dealer can earn a 
fair profit. These percentages can vary depending on the 
dealer's type of business and variety of accounts, as well 
as On current or previous compensation plans. As an ex- 
ample, but without advocating these percentages, the 
dealer might pay 35% for a 40% gross profit sale, 
30% for a 35% gross, 20% for a 25% gross and no 
commission for under a 15% gross profit. The objective 
should be to bring in the most gross profit dollars to the 
dealer and at the same time earn the highest possible 
dollars for the salesmen. 

An alternate suggestion would be a hard and fast 
pricing system with a single percentage commission — 
perhaps 20% with “push-money” and other incen- 
tives added. Perhaps a condition to either of these sys- 
tems would be the exclusion from commissions of 
orders of under $3 or $5 or even $10, some amount 
which recognizes the fact that neither the dealer nor 
the salesmen can make money on small orders. (Some 
industry figures indicate that the paper work, delivery 
and handling of the average order costs over $3. I be- 
lieve it is more than that.) 

2. A good insurance, vacation, sick leave and pension 
plan that is applicable to the commission salesmen as 
well as to other employees and that will make him feel 
he is truly a part of an organization. Tied with this 
should be a good communications system so he can 
know what is going on. And, of course, a continuous 
and regular series of training or sales meetings at which 
the salesmen can freely express themselves as trusted 
employees. 

3. Where feasible (and there are few places when it 
wouldn't be feasible) the dealer's natural territory 
should be divided into areas containing approximately 
the same number of potential accounts, each to be cov- 
ered by an assigned salesman. It is difficult to install 
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tire territory, but it can | 
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All of these comments 
specialty divisions, the “'p 
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The key word is “systemati 
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impressive one not 


necessarily elaborate but one that gives the idea of 
know-how A perspective drawing, a professional 
today if the 


layout, a good sales pitch are “musts 


profitable package deals are to be sold. Price becomes 
1 secondary factor if the buyer is motivated by the 
functional” or “beautiful” approach. The purchaser's 
ego is what the dealer is really selling 

In the planning of the dealer's furniture showplace 
the comments on store installation in a previous article 
are applicable here. If the dealer is going to sell func- 
tion and beauty he must be able to show it visually to 
the prospective purchaser. He must plan his display 
rooms, and his machine department as well, with the 
thought of creating a desire in the customer's mind im- 
mediately. Furniture manufacturers will be glad to help! 
There are consulting specialists in the field. By all 
means get professional advice if you want to get 
away from being a “desk peddler’’ you must get all the 
help you can. But again your remodeling need not be 
too expensive if you plan properly 


Has Its Own Problems 

The school supply contract division presents its own 
peculiar problems due primarily to the prevailing low 
mark-ons necessary to get business and the competition 
arising from manufacturers as well as the greater num- 
ber of dealers now in this booming field. The same sys- 
tematizing, of course, is necessary, as well as a much 
closer scrutiny of costs operating, shipping, install- 
ing, etc. It has been my impression from discussions 
with school dealers that more money is lost from the 
business unwisely taken than from the sales that are 
lost because of price. In other words, where the margin 
is so slim, an error, even in figuring shipping charges, 
can make the difference between profit and loss. But 


I 


again the business can be lucrative if properly super- 
vised and systematized. 
The fundamentals outlined in this article will seem 


trite and elementary to many. But sometimes it is the 


the little factors of an 


simple things that are overlooked, 
operation that should be scrutinized. The salesman may 
too often be taken for granted even though his motiva- 
tions, his satisfactions, his inner identification, or lack 
of it, with the dealer may be the important difference 
between a stable successful business and an unsuccessful 
one. It is important for the dealer to know that his 
salesmen not only appear to be happy and uncomplain- 
ing but that they are an integral part of his planned, 
supé rvised, and guided organization. The good salesman 


wants and expects supervision and guidance and the 


feeling that he belongs, as well as fair compensation 


and employment conditions 


Next Month: 
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MOODY CONVENTION CENTER in Galveston, Tex 





: Dealer equips 
convention hall 


FE ocal point of the new Moody Convention Cen 
ter in Galveston, Tex. is the unique chair in 


stallation made by the American Printing Co. ot 
that city. Goodform Nesting chairs, produced by 


General Fireproofing, were selected by John A 
s Rose, vice-president of purchasing, as being most 


appropriate for the installation. Design, comfort, 


ase in I yY ¢ r y “ ue le: IeTING 
Cas ] noving ind sto Ing ~— gq ialities W hic h SMALL MEETING room in Center 
were prime factors in Mr. Rose’s decision. 


: The mammoth Moody Center can seat 3,500 
and is completely equipped with stage, profession 
al lighting, dressing rooms, and facilities for TV 
and radio broadcasting. 


NESTING CHAIRS | stacked eight 
high when not in use. Storage was 
one of prime factors in choice by 
Center management 
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New format puts emphasis 
on divided exhibit and 
program. Dealers told 

population growth triggers 


great new market. 





Meet the President 


@ John B. Brain, Jr., newly-elected president of 
NSOEA, is president of Brain’s Store in Omaha 


Neb. and the Omaha School Supply Co. He con- 
tinues a business founded by his grandfather, I 
B. Brain, in 1893, and follows in the footsteps 
of his father, J. B. Brain, Sr., who guided the 
operation from 1924 to his death in 1950 

John joined the company in 1936 after gradu- 
ation from the Universit Nebraska. In 1941 
he and his father enter the retail business in 
a downtown location, an 5 years later move 
the store to The Cent shopping nter lo 
cated in Omaha. 

After returning from s e in World Wat 
II, he married Virginia Droste. They have one 
daughter, a little blue-eyed blond named Laurie 
Ann. John is a member of District Eight 
NSOEA. He is a past vernor of t district 
and has served for two years on the NSOEA 
executive committee. In 1957 he served as presi 
dent of the National School Supply and Equip 


ment Association and is presently on the execu 


tive committee of this 

He is active in the Omaha Lions Club, has 
served United Community Services, is a mem 
ber of the board of Nebraska Children’s 
Home Society and is member of Tangier 
Shrine Temple of On 





NSOEA Looks 


MPHASIS was on the industry potential for its deal- 

ers in a growing market triggered by population 
growth as the National Stationery & Office Equipment 
Association drew participation of 13,613 registrants Sep- 
tember 26-October 1 at the Conrad Hilton Hotel in 
Chicago. 

The new convention format put the emphasis on manu- 
facturers’ product viewing for three full days and then 
turned to a program in which such well-known national 
figures as Bennett Cerf, Mike Wallace and Arthur “Red” 
Motley were participants along with industry leaders. 

From the program came realization that the dealer's 
job of supplying the complete office has these interesting 
facets: 

A tremendous population explosion has supplied a 
new industry potential in which NSOEA dealer members 
now attain $1 billion in sales annually—Dr. Ralph D. Cies. 

The five-day seminars in sales management (Har- 
bridge House) will “offer a great step to help the dealer 
capitalize on enormous sales potential in the years ahead”. 

Dr. Paul Ignatius. 

“You have gained 550% in sales volume since 1940 
and here is a market where every third worker is a user 
of your supplies and equipment Charles M. Mortensen, 
general manager of NSOEA. 

‘The most salable quality of your business is news and 
what are you doing about it? Nine-tenths of your cus- 
tomers don’t know what you have to sell. Get the news 
around by advertising . Arthur ‘‘Red’’ Motley. 

Once again the Sunday morning service, held at the 
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to Industry Potential 


Eighth Street Theatre, was a welcome interlude between 
exhibit viewing. It was addressed by Dr. George K. Sch 
weitzer. U1 iversity of Tennessee, on the subject, “God, 
Man and the Age of Space.”’ His thought-provoking r« 
marks followed reading of scripture by J. R. Sheorn, T. H 
Payne Co., Chattanooga, Tenn., prayer by Walter Lennart 
son, editorial director of OrFiceE APPLIANCES, and ‘Ser 
mons in Art by Karl Steele, Wheaton College. Nathan 
C. Hubley, Jr., Carter’s Ink Co., directed the service and 

isic was furnished by the Glenn Welty Quartet, soloist 

mbers of The Northerners. 

The exhibits, departmentalized for the first time and 
sing additional space in the Grand Ballroom and other 


is, attracted near-capacity crowds for the first three days 


the convention. New products, demonstrations, priz¢ 
drawings and other attention-getting gimmicks contributed 


» the usual product excitement. 

This was a convention chairmanned by Bob Heck, Eaton 
Paper Co with John Fellowes, Bankers Box Co., co- 
hairman. NSOEA’s new general manager, Charles 


Chuck’”’ Morte nsen, presided at sessions for the first time, 
uong with President William R. Diehl, Jr. It was the first 


onventior 12 years which did not have at its helm 
Paul E. B ink, now director of special projects, and who 
nded on crutches following a tractor accident on his 
Main 
Elected ceed the Columbus, Ohio, dealer as presi- 


B. Brain, Jr., of Brain's Stores, Omaha, Neb 
Joseph B. Runnels, Commercial Office Furniture Co., 
Washingt D. C., was re-elected treasurer and Marsh S 
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Crowds thronged Grand Ballroom Exhibits 
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PRESENT for their election as officers of NSOEA were: 
FRONT—Neill Stewart, Jr., vice-president of distributors; 
Robert Sanford, vice-chairman of distributors; Charles M. 
Mortensen, general manager; REAR—Earl Collins, vice-presi- 
dent, field division; John B. Brain, new president; and L. G. 
Morris, vice-president of manufacturers. Absent were Norman 
Hanna, vice-president of manufacturers; Charles Hucke, vice- 


chairman of field division; Joseph B. Runnels, treasurer, and 
Marsh S. Marshall, assistant treasurer 



















“RED” MOTLEY . The BENNETI CERI 
salable quality about your \ ins need a sensé 


business is news 


--.- Gfter the 


Marshall, Ginn’s-Stockett-Fisk Washington, D. C.. as 


sistant treasurer. 
Elected to vice-presiden: y of the distributors’ division 
is Neill Stewart, Jr., Stewart Co., Dallas, Tex., whos« 


,7 


)26-2 


+ 


father served the associatior is its leader for 1 
term. New vice-chairman of the distributors is Robert 
Sanford of Sanford Hall Co., Jacksonville, Fla 

The manufacturers’ division advanced L. G. Morris of 
Eaton Paper Corp. from vice-chairman to vice-presidency, 
succeeding Edwin H. Mosler, Jr., Mosler Safe Co. Norman 
Hanna of Philip Hano Co. was selected as the new vice 
chairman. 

The field division in int ual meeting moved up Earl 
Collins, Rockwell Barnes Co., from vice-chairmanship to 
vice-presidency and selected Charles Hucke of Atlanta, 


Ga., manufacturers’ representative, as vice-chairman. Herb 
Morgan, National Blank Book Co., is retiring vice-presi 
dent. 





FOUNTAIN PEN and M 
in annual session at the S ton-Blackstone Hotel. Here 
see President C. K. Lovejoy, Scripto, address t roup. At 
his left is Frank D. W n Pen 1 at 
right, Frank L. King, ex 
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A popula CHUCK” MORTENSEN 


triggered Every third worker is 


DR. CIES 
tion increase has 


Vth ser of your supplies 


mom! 


exhibits 


These divisional meetings were held separately on Tues 
day forenoon, opening session of the formal program 

Retailers selected their officers after a forenoon of in 
teresting panel discussion, an interpretation of freight rates 
by Frank Cushman, NSOEA freight consultant, and an 
explanation of the new medical, health, and accident in 
surance program by Paul E. Burbank, NSOEA consultant 

Ivan Allen, Jr., presided as moderator for the panel 
which included William Kistler, W. H. Kistler Stationery 
Co. Denver, Colo.; R. P. Lewis, Sr., The R. P. Lewis Co., 
Flint, Mich.; Earl Story, Story-Wright, Inc., Tyler, Tex.; 
Charles M. Mortensen, NSOEA general manager; and 
Herb Colton, NSOEA legal consultant 

Diligent watchfulness and continued battle against 
freight rate increases was suggested by Mr. Cushman, who 
said that industries which do not put up such a fight are 
ontinually losing ground. New avenues of medical, health 
and accident protection through the new insurance plan 
were portrayed to the retailers by Mr. Burbank, who had 
1 dramatic prop in the form of the crutches he was using 


E. H. Mosler Speaks 


Edwin H. Mosler, Jr. presided at the manufacturers’ 
session and also spoke on ““The NSOEA Manufacturer As 
I See Him The Association's merchandising manager, 
Homer B. Smith, discussed “More Dealer Advertising of 
Your Products. 

Paul Mills, Oral Communications Consultant for Sales 
Power, New York City, addressed the field division on the 
subject, ““How To Put Sell Into Your Voice.” 

Speaker for the Tuesday noon luncheon attended by 
both the men and women of the convention was Bennett 
Cerf, president of Random House and ‘What's My Line?” 
TV panelist. Discussing changing styles in American 
humor, Mr. Cerf proved entertaining and inspirational 
both for an audience of nearly 1,400. 

The other general convention luncheon speaker was Dr 
George D. Heaton, Baptist minister and student of human 
relations. His topic was “Improving Performance by Im- 
proved Human Relations’. His message was primarily one 
to employers to understand their workers and provide the 
climate” which inspires them to better efforts 

President Diehl in ‘Looking Back, Looking Ahead" gave 
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PAU! BURBANK CARL PRIESING All 
Each otf t j 10) trees will ot us in a guessing con 
test f n ntory 








PAUL IGNATIUS DR. HEATON » ane 
The seminars will help you happy employee is a produc- 


capitalize on potential tive employee 


came programmed oratory 


report of his stewardship and also voiced pertinent ob 
servation on his favorite subject, ‘salesmanship.’ 

The NSOEA leader asserted that it has been his ob- 
servation “outstanding dealers are the men who go to 

gional meetings and then go home and do something 


wout it 

Declaring that what was needed is to give the sheer 
thrill of selling a real neat kick in the pants, President 
Dichl asked, “Have you ever stopped to consider that as 
our salesmen have become more and more low pressure 
ates that their prestige with the public has 
ulso dropped lower and lower? 


vidence indi 


We must face the fact that there’s no substitute for 
plain, hard selling. Market research and the like are nothing 
d to make the main stream of selling effort 

now mor lif tly 


but tools designe 


President Diehl asked his audience, ““Why, in this land 
of his birth, has the great American salesman seemingly 
i sh d ‘ei 
Prior t the recession or ‘economic coftee break’ we 


CONVENTION COMMITTEE chair 
n f t together’ witl 


NSOEA to discuss final plans fo 
ig tit Chairman Bob Heck 
Fellowes, both at tl 
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heard it said that times had been so good that salesmen 
hadn't been forced to sell. Well, there’s a lot of truth to 
that. Our depression of the 30's made salesmanship more 
necessary but at the same time it tended to freeze the exist- 
ing sales force. We tended to rely on the veteran with wide 
contacts in the trade and we closed the door on new talent. 

‘Then came World War II and with it such a reversal 
of the market that someone had to bring out a booklet on 
how not to sell gracefully 


Bad Effect from Boom 
In a way the post-war boom had a particularly bad 
effect. It was a seller's market but it provided an illusion 
of salesmanship to a whole new group of salesmen and 
sales managers. They were simply not equipped with 
many of the time-worn basic principles of selling. Many 
times they confused service techniques with selling tech- 
niques. 
What is needed, the speaker concluded, “is to join to- 
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NSOEA’s two elder statesmen, f p idents, listen to th 
Mike Wallace interview 
Ivan Allen, Si 


[hey NX St art «OS (left) and 


gether the services of NSOEA and the con pts of basi 


salesmanship If we fail lo this, we are in danger 
of becoming an army without infantry 

Following President Dichl to the platform was Georg: 
Greening of Lehman Bros., discussing “The Business Out 
look.” 

In telling the members of NSOEA what's ahead for thei 
business, the speaker said that the interesting thing about 


forecasts is that they might be wrong. Mr. Greening’s tore 
cast was an optimistic one, especially as cor ipared with two 
previous recessions—in 1949 and in 1954 The production 
index touched bottom in April, 1958, but it has risen 


quickly ever since, said the speaker 


Improvement Cited 


‘When it is compared with the consumer index, we find 
that we arc consuming thoroughly and that inventories are 
being liquidated at a goodly rate. For nondurabl 
both production and consumption have recovered but the 


inother story. We are a 


YOK rd Ss 


picture for durable goods 


long way from recovery in the production and consumption 
of durable goods,’ but Mr. Greening said that in the 
months just ahead there 1 spectacular improvement 
here. 

Using graphs, the analyst showed the trends of produc 
tion for the present recessio! 1 those of 1949 and 1954 


In 1949 there was recovery by th nd of a year, but in 
1954 it took longer. Indicatios he said, that by April, 
1959, the current recession will end as the recovery trend 
is sharply upward. 

Final speaker Tuesday aft 
Ph.D., on the topic, ‘Psychology 


1 was Dr. Bertrand Klass 
Applied to Retailing 


Store Has Personality 


A number of things g 1 store's personality, he 


said . . . the layout (is it cluttered and does it offer too 
much of a choice?) . the architecture (is modern fur 
niture and other equipment ing offered in archaic sut 


roundings ? ) 

“There is no one way ot 
store. Each retailer must decide for himself 
be. But color and decoration are important and they will 
differ in their effect and impact in different areas and at 
different economic levels,’ said Dr. Klass, adding ‘Thes« 
things must be taken int nt when the human factor 


rsonality structure for your 


what it should 


is concerned. 
“Another factor is adver g, Peopl 


transmitting cost and ould 
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.. Still active 


ON THE OPPOSITE PAGE- 


Claire Barker, G. H. Schumacher, Mrs. & 
Mavis, all Siekert & Baum Staty. Co., Mil 


Russell Barker 
Mit X illiam 

waukee, Wis 

Gene Wertz and A. Nevin Hoffman, both Commercial 
Office Supply Co., Camp Hill, Pa.; Mrs. W. R. Spencer and 
Chet Gross, both Spencer Rubber Products Co 

Mr. & Mrs. Maynard F. Westring and Zane E. Gray, all 
Mid-City Stationers, Inc., Rockford, Ill.; Mr. & Mrs. Byron 
Johnson, Byron Johnson's, Kankakee, Ill 


George W. Whiteside, Ben Wachtel and Ed H. Wold, all 
Parker Pen Co.; Harvey A. Ward, Jr., Herring-Hall-Marvin 
Sal C ¢ 


Baker, Harry L. Goff and Harris 


Robert S. Ross, Ingham ( 
E. Adriance, all G. & C. Merriam C 


Mr. & Mrs. Ben Cohen and Mrs. & Mr. Bernard Busch, all 


Regency Thermographers 

Nicholas Picchione, Sandy Lipn Don Lipman, all Dome 
Publishing Co., Inc Milton Goldhair, Harmill Offic 
Supply New York City 

Norman Hanna, Philip Hano Co., Inc.; K. F. Blankenship 
Secretary of State Office, Springfield, Ill.; Dave Hinkley and 


Willia 
Mr. & Mrs. O. R. 


H. Colvin, both Philip Hano Co., Inc 
rhrelkeld, Mr. & Mrs. Ben Stapleton and 
l Ports 


Ben Stapleton, Jr., all Stapleton Oftice Supply Co 

ith, Ohio 
John F. Carroll, Dorothy Carroll, Betty Carroll and Mrs 
John F. Carroll, all Carrolls, Galesburg, Ill 


Mr. & Mrs. A. C. Finger and Mr. & Mrs. W A. Sennet 


ill S. J. Olsen Co., Milwaukee, Wis.; Mrs. & Mr. F. J. La 
Mar! LaMarre Pen Co Milwauk Wis 
Mad Spowart and Jess Sutton, bot! W oodb Book Co 


Danvill Ill Frank Curtiss, Neva-Clog Products, In 

Merritt L. Ober, Stationers, In Indianapolis, Ind.; A. R 
Spowart, Woodbury Book Co., Danville, III 

Mrs. & Mr. A. J. Hudak and Miss S. Juskevich, all Service 
Office Supplies, Melrose Park, II! 

Leonard Clark, Columbia-Hallowell Div. Stand 
Steel ( Mrs. & Mr 
ply Shop, Kingston, Pa.; Al Scott, Colur 
Standard Pressed Steel Co 

Mr. & Mrs. Earl A. Davis, Davis Office Equi 
Davis, Robert § 


Pressed 
Elmer E. Steinmetz, Paul Cook Sup 
bia-Hallowell Div 


nt & Sup 
Davis 


plies, Jacksonville, Ill.; Robert §S 
& Co., Chicago, III. 
W. H. Silberstort, G. J. Aign Co.;: J. V. Bertrand, Ber 


trand’s Office Supplies, Concordia, Kans.; G. Max Keating 
EI Krumwiede & Associates, Kansas City, Mo 


Walter H. Miller and Anthony Paul, both Otto Ulbrich 
Co In Buftalo, N. Y H. A. Holmlun Scrantom's 
Book & Staty. Co., Inc., Rochest N. Y 

Dick Runyan, Harter Corp.; Ed Sasser, Jr., Office Supply 


Co Atlanta Ga.; Clem Haine La port Fox Prell, & 


Dolk, South Bend, Ind 
Front row—Rick Skibbe, Roy Skibbe, Jr., Michael Mertes 
Back row Roy Skibbe Rita Murphy and George Mertes 


all Beloit Office Supply, Beloit, Wis 

Hudson Ireland, Chattanooga Office Chatta 
nooga Tenn Joseph F Dussault Dussault Staty. Co.. Inc.. 
Miami, Fla.; John M. Robinson, Alli Carbon & 
Ribbon Mfg. Corp 

Mark J. Kenna, Venus Pen & | il Corp.; Ray Williams, 
John J. Kerns, Stationers Loose Leat Co 
Martin S. Kahn and Harry Yag both David Kahn, Inc 
Ed. Rihan, David Kahn De Mexico, S. A. De C. V 

John J. Whalen, American Pad & Paper Co.; W. R. Naylor, 
W. R. Naylor & Co., Inc., Little Rock, Ark.; Rus Ragan 


Supply Co 


South 


mirs. rep 


American Pad & Paper Co 

A. B. Hoppe, H. E. Middlesworth and Albert H. Harris, 
all Gallup Map & Staty. Co., Kansas City, Mo 

Don Rosen, Don Rosen & Associates, Los Angeles, Calif 


yrhees, Riteform Chair Ce Inc 


Ray Vo 

Mr. & Mrs. Douglas Russen and (daughter) Dean, Zac 
Smith Staty. Co., Birmingham, Ala 

Frank M. Doblmeier, Eaton Paper Corp.; Joe C. Strauss 
Angler's Co.; Joseph F. Yates, Joseph F. Yates, In New 


Haven, Conn 
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. autograph time 


f 


Russell 


Owens! Ky.; 
| Pp I 


ON THE OPPOSITE PAGI 
| Mf Ir Oftice Equip £4 


( 5 Ohi 

H« \X shoter. Watson Mt ( Ir 

M M D. L. Burns, Manst iter & O 

Sup} ( Mansheld, Ohio 

G Campbell and James C. ¢ bell, both Ce 
Staty. & Supply Co., Chattanooga, Tenn 

X Fr. ¥ Sengbusch Self-Closing Inkstand Co.; H. W 

Barnes. R neton Rand 

Woody M tt, Westland Staty. Co., Silver Spring, M 

lim B E. M. Bryan Co., Washington, D. ¢ 

Jack S t Spencer Rubber Products Ce 

Flem: Phngstl, Acteon Corp., Copenhagen, Denmark 

K. Nielson, Weaver's, In Sheboygan, Wis 


Ant n 
D: 1 McMillin and H. B 





VanDorn, bot! 


All-Rite Pen, Inc.; D Homad, Ted H 


Joseph Di 


Hor s ilenbur ind ¢ I Bodeen, both Commer 


Staty. Co.. Chicago, III 


Louis Ros nd Adolph Rose, both Rose Ribbon & Carbos 


Brosk Oftice Supply 
Richard D. Ps 
ely shia Pa 


Brosk 
Charl I Schatter and 
Po antz & Co., Philad 
R. G. Drinkuth and ( I 
Equip: t Corp 
Mr. & Mrs. W. I 

f tstone, Lightstone Sales Co 
Green, Arrow Fastener (¢ 


Morris, Morris Bros 
QO); { i R 
}. | Berkeley Survey 
Wentworth, Allied Carbon 
Cort W. H. Kerr, Panther City Offi 


Art | ( f nd Jack Stern, both Horder 


Willian 


Edw 4. Cotton, Cottonsmith Furnitu N 
Bill J. | s, Alexander Honolt 
Nyler rn Nyl n Co Honolulu Hawall 
Ri A. Jonas, Jr. and W. I. Th p 
Filing S vy Co., Inc 

Bil H ‘ tl Bartlesville Staty Co Bz 
National Stationers, Phil 
Mrs & Mr James R Rice Hor ler's, It ( 
Racine Office Supply, Gre« 
A rtl G. Schaefer and Henry Riegel, b 
Closir Inkstand Co 


Bros 


‘ ind daughter Gaal. G ]. Al 
Mervin Huras and George Stephens 
Oft Supply Co., Ltd., Windsor, Ont., ¢ 
W. G. R nd Gerald Meigs, both St. Pa 
I Minn 
Andi A. Huth, mfrs. rep 
I H. R n and Dominic Curro, botl 

[ Ohio 
Mrs. M Da 





Holmes, W. J. Saund 


Jerry Fleishman and Jackie D'Elles, botl 
Product ( 

Wayne B. Preston, Ward H. Silliman, Dal 
Mrs. & M Lou Blair, Blair Office Supply 
Mi 

Scott | nd Sue Purvis. both Jos ph 

Ci 

Mr. & M W. Fletcher Prull, Maple Leat 
Alberta M. Barnes and William K. Kerr, b 

It 


Kenosha \ 


Henderson, both Security Ste 


ckton, Calit 
Inc., Mont: 
O Inc 


Berkeley, Calif 
& Ribbon Mfe 
Supply, Ft 


W ortl 
s, Inc., Chicage 
rs & Co., In 
h Redi-Recors 


llas, Tex 


Dixon Crucib!l 
Mtg Co Inc 
{te. Co 

Hawai; A. R 


both Oxfor 


rtlesville Ok; 


lelphia, Pa 
hicago, Ill 


n Bay, Ws 


Sengbusch S« 


gener Co 


both Dominios 


nada 


| Book & Staty 


roco Industries 


idson and Edw | n, both Pert 
Rubb Seat Cushion Co 
Mrs. & Mr. Karl W. Schultz, Horder’s, Inc., Chicago, III 
Miss B. Miknis, Keuffel & Esser Co., Detroit, Mich.; Chas 
E. \ 1. W. Faber-Castell Pencil C 

i Louis | nsky, Atlas Stationers, Los Angeles, Calif 
i M id Bill Burt, both mfrs. rep 
Ros Silver and Ira G. Silver. both Silver Office Sup 
Detroit, Mich 


erantz, both A 


Co St. Louis 


ith Changepoint 





while 


President Bill 


Mosler 


address 


BENNETT CERF has a smile for Ed 


luncheon 


signing 
iutographs at the close of 


Diehl is at uppe 


left in this candid shot 


transmit the personality of the retail operation as well, 
of the product.” 

How the people who work for the dealer dress and act 
is important, the speaker stated. ‘They are a part of your 
organization's personality which cannot substitute for price 
and quality but is over and above these factors. 

A distinctly new departure for conventions was the 
“Mike Wallace Interview’’ conducted Wednesday morning 
Presiding was the TV artist and provocative questioner, 
Mike Wallace, quizzing Robert S. Jerue, McClain Hedman 


& Schuldt Co., St. Paul, Minn.; Carl W. Priesing, Venus 
Pen & Pencil Corp., and C. F. Ogden, vice-president of 


purchasing, Detroit Edison Co. 

Touchy subjects in the dealer-manufacturer-purchasing 
agent relationship were discussed and the audience lates 
joined but the conversation was in the main pleasant 
and not embarrassing to participants. 


Direct Sales Attacked 

Under fire at the onset was the question of whether a 
manufacturer should protect his 
direct to consumers. 

‘The manufacturer has the privilege of stating his 
policy,’’ said Mr. Jerue. “If he says it is to sell to dealers, 
then he shouldn't sell to consumers in that area 
he commented in regard to manufacturers’ 

“The manufacturer should find out what we went 
some of the material is not geared to the market and is 
unsuitable. The manufacturer could do a better job if he 
would ask us what we want 

Audience reaction was one of laughter to a complaint 


dealers by not selling 


Likewisc 
sales literature 


some orders are sent to us on scraps of paper and postal 
cards’. Commented Mr. Jerue, “I never heard a manufac 
turer complain about an order I sent him in any form.’ 


In Dealers’ Hands 

Manufacturer Priesing said he didn’t condone a dual 
policy of selling to a dealer and selling direct but added, 

There are many competitive lines so part of the solution 
is in the hands of a dealer who can make 
manufacturer.” 

Regarding complaints of not delivering merchandis« 
on time, the pen and pencil manufacturer said, ‘All of 
us are In a guessing contest to an extent. The manufacturer 
must guess as to what he will sell and it doesn't always 


his choice of 
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manutacturers wet probably 


that 
caught short during the recession 


work out way. Many 


that some salesmen are ill 


The job of training 


In rebuttal to assertion 
equipped for their job, Priesing said, 
salesmen is probably the most perplexing one we have 
It isn't easy I am sure that not all of us are satisfied 


with the salesmen we have and that applies to the dealers 
as well as manufacturers. 

Purchasing agent Ogd sarried with Wallace and his 
audience, making such obs it1ions as 

“Far too often a salesman demands a premium for 


isn't quality 


Salesmen Ask Too Much 

“Dealers complain that purchasing agents don’t allow 
their salesmen to reach all persons in our organization. It 
we were to have the salesman 
think what it would do to our 
policy. 

“Some complain that purchasing agent 
favors but remember that takes two to make that bar 
gain. It is easier for a salesman to give two tickets to a ball 
game than it is to leave a constructive idea with us 

Asked by Leonard Wilcox what major fault discovered 
with “our salesmen’, Mr. Ogden They're lazy 
They like to talk about rday’s ball instead of 
giving us constructive ideas 

After listening to the charges and counter charges dur 
ing audience open forum, Mike Wallace I thought 
we had problems in TV but now I find that many ar 
similar to yours. I offer you my sympathy and best wishes.’ 

Dr. Ralph DeArmond Cies, NSOEA research consultant, 
followed the Wallace interview, concerning himself with 


quality goods when it really 


nning all over our concerns 


organization and long rang¢ 


s want gifts and 


said 


pame 


said. 


46 


right) to the n 


... Mike 
at the 
‘mike’ 
to probe 


industry 


MIKE WALLACE (upper left) 

Onducts interview with (left to 
ight) Bob Jerue, C. F. Ogden and problems 

Carl Priesing. This discussion stim- 

i response ron the floor 

ich leads Edwin Eriksen of 

Eriksen’s In ‘Toledo, Ohio, (low- 


uicrophone 


results of the 1957 Association operating cost study and 
additional new figures giving a clue to: 

1. Where are we? 

2. How did we arrive here? 

3. Where can we go? 

The industry, Dr. Cies pointed out, was a $1 billion 
one selling $393,000,000 in office supplies, $280,000,000 
in office furniture, $72,000,000 in oftice machines, $118,- 
000,000 in printing and office forms and other items to 
make the $1 billion figure. 

The population explosion triggered the free enterprise 
system to supply the greatest economic growth ever known 
in world history, asserted the speaker. 

Office population using the office supply and equipment 
industry's products has grown from 28% in 1951 to 31% 
in 1956 and 33% in 1957, he said. In addition, it was 
suggested that there are many self-employed persons such 
as farmers who need an office 

Asked Dr. Cies, “What can we do about the future?’ 
One billion dollar market of NSOEA dealers is only one- 
fifth of current estimated purchases of office supplies and 
Can we get a bigger part of that market? 
There is factual evidence in certain that we can 
sell more and remember we become successful by 
becoming a service type of organization.’ 


( t ¢ 
equipment 
areas 


have 


Gross Margin Down 
From his charted figures it was indicated that the aver- 
age NSOEA dealer does between $400,000 and $500,000 
business annually and his gross margin during the so-called 
recession has gone down 1% while operating profit before 
taxes has suffered no change. While the average dealer 
operated in 1957 at a profit, 17% of the dealers operated 
at a loss. Average gross margin of profit for the dealers 
1%, 
Discussing manufacturers’ figures which he analyzed 
in the past year, Dr. Cies commented, ‘‘As manufacturers 
you are closely wedded to the dealer operation. Small 
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GREAT LAKES annual pre-convention 
luncheon again attracted many early ar- 
rivals. The guests of honor included the 
NSOEA officials and staff members and 
governors of the 14 districts 


BOARD OF CONTROL members includ 





rillion ng gzove rs of the 14 districts, NSOEA 
10.000 fficials and staff members and pub 
$118 ishers e trade press met for dinner 
f ing t nN ntion 

rpris 

cnNOoOwI! 

pa 

» 31% 


Ss Si h 
tul 
y Of 
es and 
irket , 
lark SALES MEETINGS such as this one held 
ve can by Cushman & Denison Mfg. Co. were 
LK, 
ful by much in evidence prior to the opening 
day of the convention. This firm had 
special significance this year, hailing its 
) Down 75th anniversary. Included in the group 
iver here are President David L Parke; 
00.000 Robert E. Gooley, sales manager; and 
T } James P. Dwyre, advertising manager 
-CaAliCU 
betore 
de aler 
nerated 
y rated 
ae ile rs 


valyzed 
acturers 














Dixie breakfast... 





FOURTH DISTRICT Breakfast Vays an annual convention 
event, was enjoyed by many of the Dixie residents at the meet 
ing. Here we see a table wit ft, Gov. (¢ vell Harper and 
and Mrs. Harper, Harper Bros., Greenville, S. ¢ James Smit! 
and Doris Jean Lepp, P. K. Smith Co., St. Petersburg, Fla., and 


George Slater, mfrs.’ rep 


manufacturers and independent dealers have found a way 
of working together to get the market 
Paul R. Ignatius, vice-president of 
Encino, Calif., opened the fast-moving Wednesday after 
noon business program, making the initial detailed an 
nouncement of the five-day seminars 
planned for 1959. He told of the importance of attendance 
and the rush to sign up for attendance was in evidence 
Dates of the seminars are 
Jan. 11-19—Georgia Center for Continuing Education, 
Athens, Ga. 
Jan. 18-22—The Shamrock-Hilton, Houston, Tex. 
Feb. 1-6—Del Monte Lodge, Pebble Beach, Calif 
Feb. 8-13—Harrison Hot Springs Hotel, Harrison Hot 
Springs, British Columbia, Canada 
Feb, 22-27—Oberlin Inn, Oberlin, Ohio 
March 1-6—Town House, Omaha, Nel 
March 15-20—Hotel Hershey, Hershey, Pa 


Harbridge House, 


management 


sales 


Attendance Limited 


Registration for the full five days is $150. Hotel rooms 
and meals are extra. Attendance is limited to 30 to each 
session, of whom not mor¢ 
turing. 

“This is a great step to help the dealer capitalize on 
enormous sales potential in the years ahead. I dont know 
of any program so resear hed I commend it to you 
with enthusiasm and conviction,’ declared Dr. Ignatius 

Speaking on ‘NSOEA As I See It’’, Charles M. “Chuck 


his impressions of 


than 10 may be trom manutac 


LS this 


Mortensen, now general manager, gave 
the Association and the industry at th 
first three months in th position 

“It is an industry which has creative and imaginative 
r Mortensen. ‘This industry 

ld your place on Main St, 
of selling technique. You are 
and happiness 


completion of his 


selling,” said General Manag 
has a personality, too. Yo 
because you have knowledg 
an industry concerned with the well being 
of people. On you, as supp of office furniture. rests a 
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ON THE OPPOSITE PAGE 


G. J. “Chief” Aigner and friend, G. J. Aix ( 
Eugene H. Kathl and Euevgen L. K both Stark Ca 
Inc 

3. Barbara Lader, Frankel Mfg. ¢ 


je Luckett, Loose Leat, Lt loronto, Ont., Cana 
Joyce Aigner and Al Aigner, both G. J. Aigner Co 


Dick ar Jess Musgrave, mfrs 
David H. Leyshon and Robert J. Murphy, both Everett 
Wad vy Co., Richmond, Va 
J. Kip Edwards, mfrs. rep k Moo Acco Produ 
In 

8. Edward | Davis, Sue's Staty Kahului, Maui, Hawau 


9. Marshall Silverman, Norval P. Waldo and Lou 
Kriloftic Inc., Chicago, II] 

Gardner N. Soule, American Ribbon & Carbon Co.: D 
Leslie L. Allen, Labelon Tape Ce 


Pat Patterson, mfrs. rep. and Cal Long, mfrs. rey 
Mrs. Mildred Youle and Mr. & Mrs. Jack Coleman 
Coleman Office Supply Co., Wichita, Kans 


13. James E. Lombardi, Patrick & Co., San Francisco, Calif 
+. Wayne Fulton, Heller Products Mfg.;: Perry Waldner, D 
Waldner Co., Inc., Mineola, N. Y.; Walter Johnson, H-O-N 
Cx 
Fred L. Abdon, Jr., Transylvania Printing ¢ Lexington 
Ky Herman Bos, Old News Printers, Holland, Mich 


Henry Chesick, The Century Press, New Cast! Ind 
Don Carter, mfrs. rep 

7. Arthur Hubert, Jr., John H. Harland Co., Atlanta, Ga 
Mrs. & Mr. Allan Murray, Victor Safe & Equipment 

8. Mrs. A. Howard Hall, Park Ridge, III 

9. Corinn Serlig, Joseph West James Schiebs ind 
Hochman, all Acro-Adroit, Inc., Chicago, Ill 
Lee Lowe, Browne-Morse Co.: Robert J. Derbes, Jr Jette 
son Stationers, Inc., Metairie, La 


Carol M. Venberm, Globe Office Equipment & Supplies 
Inc., Cincinnati, Ohio; Bill Aylward, The Globe-Wernick 
Co 


Mrs. & Mi 
Allis Office Supply, Inc 


Lester Eichholz, Mary Ann and James, all West 
West Allis, Wis 


23. Ed. Mason, Mason's, Almond, N. ¥ 


4. Mrs. L. Hochman, Mildred West and Arlene Schieber, all 
Acro-Adroit, Inc., Chicago, II] 

5. Harry R. Sheppard, The Pittsburgh Staty. Co., Pittsburgh, 
Pa.; McCluer Brewster, Ennis Tag & Salesbook Co 

6. Mr. & Mrs. John R. Doolittle, Dorson Corp 

7. Milton Stone, Stone-Newman Associates, New 
Leventhal, Biddle Purchasing Ci New York City 
Hedberg, Hedges Mfg. Co 

8. H. C. Watkins, Jr., Standard Printing Co., Hannibal, M« 

9. Chris Edmisson and Bettie Edmisson, both Micropoint, In 
John Reichart, C. S. Hammond & Co 


York; Ed 
Harry 


30. P. D. King, George L. Glenn Co., Chicago, Ill; Ber 
Sanders, Ben Sanders Co., Ltd., Toronto, Ont., Canada 

31. Bill Goodhew, All-Steel Equipment, Inc.; Theodore Olive: 
Oliver Office Equipment Co., Knoxville, Tenn 

32. Mrs. M. Stein, Stein Bros. Mfg. Co.; Evelyn Fisher and W 


44. Ga M 


35 Robert I 


39. Richard 


33. A. E. Simons, Diocesan Purchasing Comr 


M. Fisher, both Ace Fastener Cory 

Pittsburgl 

Pa 

Denny Russ Tho npson ana Alb McDow cit 
all Transylvania Printing Co., Lexington, Ky 
Austin B. Thompson, mfrs George 
Morse Co 
R. S. Farrell and Dan Krsanac, both Anthonson & Kin 
Associates, New York City 

7. Mrs. Jeftie Fulton, Fulton Staty. Co 
L. Bansemer, Stationers Loose 
rep., Montreal, Que., Canada 
Birch, Swingline, Inx 

Marshall, C. Howard Hunt Pen Ci Norma King 
APPLIANCES; Al Collatz, C. Howard Hunt Per 


Scott Brown 


OFFICI 
Co 


10. Harry Sills, Commercial Staty. Co.. New York City: Ric 


ird Karasik, Frank A. Weeks Mfg. Co 

Alan R. Carlson, Ideal Office Equipment, In 
Fla H Barshaw H. Barshaw Office Syst 
Que Canada 

Gordon J. Kickels, Mary Kay and 
Co 


Clearwater 
Montreal! 


Dolores, all Smead Mfg 


43. Ted Reichard, Cardinell Corp 


1 


t 


4. A. G. Frost, R. N. Woods and R. M. Graff, all Esterbrook 
Pen Co 


5. Mrs. Jack Linsky and Arthur Carrow, both Swingline, In 
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GENE CONNELL (left) is presented HERB MORGAN receives watch in ap- MRS SLIM SUMMERVILLE _s gets 
Dealer Salesman of the Yea ward by preciation of his efforts for the Field silver platter award for best advertising 
Ivan Allen, Sr. Division program 


... many awards for service, ideas 


job like that of the architect in planning houses—you must 
provide better offices which provide an environment for 
happier people. Just as a cluttered, unsightly, old-fashioned 
office produces cluttered minds and inefficient people, so 
a good office:is a challenge to its occupant. 

‘You have heard from Dr. Cies that this is an industry 
of great potential. You have gained 550% in sales volume 
since 1940 and here is a market where every third worker 
is a user of your supplies and equipment. 

What's ahead in NSOEA? Mr. Mortensen listed: 

1. Need to do even more research. 

2. More field activity in district meetings and sales ral- 
lies. 

3. An opportunity to tell the story of the industry's 
products—their value, comfort and prestige 

Inspiring as always, Arthur ‘‘Red’’ Motley, president of 
the Parade Publications, gave such challenging statements 
as these to the afternoon audience: 

Too many places of business have the aura of funeral 
homes. 


Employee Must See Growth 


Your job is to sell your employee completely that he 


has opportunity for growth and potential . you must 
make sure that the climate in your place of business is good 

cut out that Monday morning meeting . . . hang up 
that blacksnake . . . create the right kind of climate and 


you Il do business. . . 

‘Make your service department part of the selling 
process. 

Mr. Motley asserted, “The most salable quality of your 
business is news and what are you doing about. Nine- tenths 
of your customers don't know what you have to sell 





get the news around by advertising . . . by news . . . by 
; meetings . . . don’t wait for the seminars, do it today.”’ 

1 » Gene : ~ r Co igalr tz aeale 4 . “ 
“* ro a = eo — ¢ ealers with Business program followed with Mike Runnels giving 
avish buftet dinner at the Sheraton ackstone nm upper pi . : . ‘ “ 
; ‘ * pper | the treasurer's report in absence of his father. L. R. Add- 

ture. Mr. & Mrs. E. A. Purnell are the center of attention. M1 

ington presented the budget committee report in absence 


Purnell is president of GF. In lower picture Larry Miller (left) 
and Mrs. Miller (right) circulate among the tables in their role 
as genial hosts for the enjoyable occasion. Mr. Miller is man 


of Howard Gunlocke. Walter Miller for credentials com- 
mittee reported total registration of 13,613 as compared 


ager of dealer sales with 13,656 a year ago. William Fletcher as chairman 
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GOV. AL PICKAR receives gov BOB HECK, convention 


sth = district mat ives plaque of appt 





NEW HONORARY members of NSOEA are (from left) 


Morris E. Hensel, New Orleans; Paul B. Buckwalter, National 

Blank Book ¢ and Adrian H. Pembroke, Salt Lake City. Hon 
in absentia were also presented to Grant 

Howar Joseph C. Runnels 

stated th esolutions committee had been tendered no 


solutios S 

Harold Shively, publisher of Modern Stationer, presented 
the necrology ceremony. New officers, as mentioned pre 
viously in this report, were elected and presented and the 
formal program was adjourned for the annual banquet 
ght to follow in a few hours 
hose with ideas for the Association and the industry 


ind award 


nd those whose success was judged most noteworthy 
basked in th limelight at the colorful annual banquet 
which o} d with the grand march to the head table and 
nvocation by Walter Lennartson, editorial director of 
OFFICE APPLIANCES 

Honored w 

Fred Pfaff, Wichita, Kan.—Garvin-Wolcott $100 award 
for the “best idea for the improvement of the industry.’ 

Latt $100 Illinois Booksellers Association fund 
iward to retail member judged to have done the most 
OA—11/58 





ecia- ciation, given to Junior Achieve new 





ED MOSLER gets gift of appre- JOHN B. BRAIN, 
president, 
ment pledges earnest effort 


..- happy moments 





MADE HONORARY members of NSOEA for their devoted 
service are Paul E. Burbank and Rose Cushman (left); Billy 
and Betty Diehl receive plaudits and gift for their home. 





FRED PFAFF (left) wins Garvin-Wolcott award for his idea 
benefiting NSOEA and Emil Contreras, president of Metro- 
politan Travelers Club, receives Travelers Club trophy. 











... it happened 


outstanding job of store modernization. Award accepted 
by T. Wayne Davis, vice-president and general manager 

Gene Connell, Albuquerque, N. M.—lIvan Allen, Sr 
Revere Bowl for “Dealer Salesman of the Year 





} iy 
_— Mrs. Scott Summerville, Akron, Ohio—William ( 

‘ “ a oe sanel : las ] L, " r ] . 
eager peg gee on res =7 kite “0 jr Clegg sterling silver award to dealer member submitting 

ar left). At the table ftror ft ar illias stl enve! = ; 
R P <b “1 Flint. Mict Rael St . Fel : " ~ " the most outstanding advertising program for the year. 

. . . > « ° A I iti ( \ Vi¢ x é 2) ’ . 

. ] . ' "4 >; } trict 2 S) er wap 
Colton, NSOEA legal counsel, ar Chuck” Mortensen, NSOEA Al Pickar, Governor of Distri 13 ilver cup for 


NSOEA governor whose district showed the largest per 
centage increase and the largest numerical increase in 
dealer members 

Metropolitan Travelers Club, New York City—Travelers 
Club trophy to club amassing the greatest number of points 


general manager 





OUTSTANDING SALES performance won a wrist watch for 


Morgan Parrish, right, salesman for the Western Mfg. Co GOONEY BIRDS a gift of the Bert M. Morris Co. intrigued 
Presenting the watch is Robert Bentson, president of Western many of the convention visitors. Here Mrs. Jay Burgess, But 
The scene was the annual pre-convention dinner for members gess Anderson & Tate, Zion, Ill., and Bonnie Wheatcraft of 
of the sales force and management Thatcher's Inc., Topeka, Kan. try out the hand puppets 


VISUAL PRESENTATION _ reviewing 
the development of VPD visual presenta- 


tion products was made at the annual 
sales meetin ot the Joshua Meier Co 
Inc. during the NSOEA convention. This 
meeting commemorated tl 25th anni- 
versary of tl founding ot the firm 
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Forest, wher is Mr. Burbank explained, Benedict Ar- 
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months. Acc pted by | | Contreras, pres 
n mberships went to Joseph C. Runnels, 
D. C., (accepted by his son Joseph B. Run 
E. Hensel, New Orleans, La.: Grant How 
Ariz (accepted by Fred Stofft): Paul B bd 





cd oe 


National Blank Book Co., and Adrian H MANUFACTURER'S Division retiring vice-president, Ed 

Salt Lake City, Utah. Mosler (center), Mosler Safe Co., is flanked by the new vice- 

feature was the awarding of two additional chairman Norman Hanna (left), Philip Hano Co., and new vice- 
mb« rships to veteran servants of the Associa president L. G. “Risky’’’ Morris, Eaton Paper Corp 


Rose Cushman, editor of the National Stationer, 
IV set on this 30th anniversary of service to 
d Paul Burbank, retired general manager still 
Association in special project direction, was 
th a plaque and 4,000 trees to replace those 
y Hurricane Hazel sweeping over his Friendship 
Maine 


Trees Are Friends 
will be attached to the gate of Friendship 


for one of you on a hillside of the coast of 
pt Dy the sca breezes To Mr Burbank also 

bo k of Friendship Letters 

tion of their devoted efforts for NSOEA, Re- 


1 B. Wilcox with Friendship Book of Letters 
lf of the Association with a carpentry project 
sult in building of French door leading to 
Columbus, Ohio, residence 
Manager Mortensen, presiding at his first THREE TOP MEN in the Ivan Allen Co., Atlanta, Ga., are 
inquet, also presented General Convention photographed here. From left are Ivan Allen, Sr., W. H. Glenn, 
Jr., and Ivan Allen, Jr 





ING FOUNDATION members met in session at 





Kstone in advance of t onvention. The 

in address by President Albert G. Frost 
chairman of the board of Esterbrook SALES TECHNIQUE is demonstrated in the Hamilton Mfg 
Black, pictured left ice-president of the Co. space by Dan Brisk. Other Hamilton personnel watch his 
Co. Mr. Black reported on the Netherlands demonstration with apparent enjoyment. They are, left to right, 
Foundation recently forn Mrs. Al Stein, Marion Winterberg, Neil Friend, and Bill Clark. 
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SMITH-CORONA DEALERS 
HERE IT IS! 


LEARN TO TYPE AT HOME WITH THE NEW 


-SMITH-CORONA 


ms 2S vaue 
FREE 


WITH ANY SMITH-CORONA 
PORTABLE 
TYPEWRITER 


Two 12° 0 

EQUCAT ORE 

ey TE sae canon 
XOLUSELY sue: 


“4 
j 
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Yours to offer FREE with any 
Smith-Corona Portable Typewriter! 
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‘The first promotion ever offered 
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LOOK*AT THIS GREAT PROMOTIONAL SUPPORT! 


jMORE THAN 200 MILLION SELLING MESSAGES FROM NOW ‘TIL CHRISTMAS 


to help y you SELL more portables! 


The-tnly promotion ever designed 
to’ create new prospects for 
portable typewriters! 


Yes, here it is— the greatest promotion in portable typewriter history! A true consumer 
promotion designed to help you sell portable typewriters. 

Tried and proven effective in five of the nation’s top markets, this exclusive Smith- 
Corona offer gives you a once-in-a-lifetime opportunity to reach out into the vast, 
untapped market of people who don’t know how to type, and convert them to live, 
active portable typewriter prospects! 

Backed by one of the most powerful advertising campaigns in Smith-Corona history, 
the new Smith-Corona Ten-Day Touch Typing Course is a bona fide $23.95 value, 
yours FREE with every Smith-Corona portable you buy, yours to offer FREE with any 
model in the top-selling Smith-Corona line! 

So cash in — tie in— with this powerful portable promotion and stock the world’s finest 
and fastest portable! promote this sensational Smith-Corona typing course offer! 
AND SELL more portable typewriters than you’ve ever sold before! 





LIFE MAGAZINE! Full page ads on October 20th, October 27th 
and December 8th! Total number of impressions: 90 million! 


THIS WEEK! Full page ads on November 2nd, November 16th 
and December 7th! — with total impressions of 60 million! 


PARADE! Circulation, 40,000,000— three full page insertions 
on October 26th, November 9th and December 7th! 


SUNDAY MAGAZINE SECTIONS! New York News, Chicago Tribune, 
Philadelphia Inquirer! SIX full page insertions in October, 
November and December, reaching 15 million readers! 


COLLEGE RADIO! More than 3700 commercial messages on more 
than 60 important college radio stations to help you sell the 
student market! 


STUDENT PUBLICATIONS! Ads in College Newspapers, American 
Girl, Scholastic Roto, Seventeen, Mademoiselle and Boys’ 
Life will carry news of this wonderful offer to more than 
34 million readers between now and Christmas! 


A complete, coordinated package of promotion material now 
available to you from Smith-Corona! Window Streamers! 
Counter Cards! Platen Cards! Newspaper Ad Mats and Radio 
Scripts! Direct Mail! Yes—a complete promotion package to 
sell more Smith-Corona Portables for you! 











... Keeping informed 








CHECKING ESTIMATES on the number of parts in the new 
WESCO desk is John A. Gilbert, publisher OFFICE AP 
PLIANCES. Mr. Gilbert found that Roy Utne of Farnham’s in 
Minneapolis, Minn. came the closest in his guess, so he was the 
recipient of the Stone Marten fur piece. Watching Mr. Gilbert 
here is Robert Bentson, president of Western Manufacturing 
Co 


Chairman Bob Heck with a plaque, Retiring Vice-President 
Herb Morgan of the Field Division with a watch, and 
Retiring Vice-President Ed Mosler of the Manufacturers 
Division with a sum of money which he in turn donated 
to Junior Achievement. 

New president Brain in brief remarks pledged continued 
efforts in behalf of the industry and NSOEA 

Highlights of the program for the ladies included 
participation in the Sunday morning service, the reception 
and tea on Sunday afternoon at the Gold Room of the 
Congress Hotel, luncheon and style show by Bramson’s 
at the Grand Ballroom of the Sheraton Hotel, the luncheon 
addressed by Bennett Cerf, bingo in the Boulevard Room, 
the annual convention party with entertainment arranged 
by Merriel Abbott, dancing to Norman Krone’s orchestra, 
matinee performance of ‘My Fair Lady” and attendance 
at the annual banquet. 

These events, painstakingly arranged by Chairman Ben 
Philbrick, Pelouze Mfg. Co., and co-chairman Kemp Huber, 
fitted in well with the convention format and provided 
the ladies an opportunity to attend many of the pro 
grammed events with their husbands 

Manufacturers contributed generously 
tributed by committee headed by Chairman Elmer G. Rahe, 
The Globe-Wernicke Co., and Co-Chairman Clarence W 
Clemen, G. J. Aigner Co. One of the busiest committees 
was that superintending exhibits, headed by Ralph T 
Lowe, Minnesota Mining & Mfg. Co., and Co-Chairman 
Robert M. Cleary, manufacturers’ representative 

The annual kick-off luncheon was held Friday noon at 
the Boulevard Room of the Conrad Hilton under sponsor 
ship of the Great Lakes Travelers Club with Benny Allen, 
Venus Pen & Pencil Corp., chairman and Don Sharpe, 
Reyburn Mfg. Co., co-chairman. An entertaining talk was 
given by “Red” Hackett, veteran Chicago court bailiff 

(More Pictures on Pages 58, 62, 64) 


to the prizes dis 
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READING THE DAILY, the DAILY OFFICE APPLIANCES 
that is, are Mr. and Mrs. James G. Whitrock of Hawthorne 


Office Equipment, Wheaton, IIIl. Reading the DAILY at 


breakfast is now a convention habit 





ik 





SOCIAL SECURITY was the topic of attention at the Dome 
Publishing Co., Inc. space. Here President Nicholas Picchione 
appears with Miss Sandy Lipman, the young lady who passed 


out the social security folders to the visiting dealers 


INTRODUCING “Sheerline” to the NSOEA convention was 
Art Metal Construction Co. Here Charles Simpson, sales pro- 
notion manager, personally explains the features of the new 


R. J. Coyle, Forrer Equipment ¢ Milwaukee, 


ne to il 


Wis 
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Herring Hall: Marvin Safe Co. 


HAMILTON, OHIO 


WARREN MOSMAN 
PRESIDENT 


TO ALL OFFICE EQUIPMENT & OFFICE STATIONERY DEALERS 
THROUGHOUT THE WORLD: 


Announcement was recently made of the sale of our wholly- 
owned subsidiary, Herring-Hall-Marvin Safe Company of Canada, 
Ltd., to another maker of protective equipment. This, we 
are pleased to confirm. 


Now to our astonishment and dismay, we have learned that 
reports have been circulated to the effect that the operations 
of our parent company will be affected by this sale. We have 
no way of knowing whether these false reports were deliberately 
made or whether they were due to a complete misunderstanding of 
the facts. 


The purpose of this open letter is to affirm, with all 
possible emphasis, that the sale of our Canadian company will 
in no way affect the ownership, operation or policies of the 
parent company. HERRING-HALL-MARVIN SAFE COMPANY is today 
owned, controlled and operated by the same management which, 
through the past 15 years, has brought our company to its 
present position of leadership in the record and money 
protection equipment field. 


Your inquiries for fire-resistive and burglary-resistive 


equipment are cordially invited and will receive our usual 
prompt and careful attention. 


Respectfully submitted, 











Warren Mosman 
President 
WM/gl1l 


Se BUILDERS OF THE U.S. SILVER VAULTS AT WEST POINT 
Main Office and Factory, Hamilton, Ohio. Branch Offices in: New York, Chicago, Washington, D.C., St. Lovis, Atlante, 
Boston, Heuston, San Francisco, Philadelphia, Kansas Cty, Denver, Dallas, Detroit, Minneapolis 
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GREETING OLD FRIENDS in the A. W. Faber-Castell Pencil Co. booth 
was Mrs. B. J. Powell (second from right), wife of the veteran salesman 
of the firm who has been incapacitated by illness. Others in group from 
left are Arnold Barnes, Advance Office Equipment & Supply Co., Kansas 
City, Mo.; Mr. and Mrs. Chet Smith, A. W. Faber-Castell, and Mr. Barnes 























HOW TO SAVE on secretari 


Miss Sec-Tray’s demonstration. Aided by the just pub 
lished Salary Savingram, Mi: Sec-Tray shows how 
this Globe-W’ernicke stationery compartment for desks 


eliminates the told time tretching, reaching and 
twisting to get stationery fron lest 


















HOOP IT UP says Indian Maid Mary Evenson at the 
Protectall Safe space. Mary claims this is the first time 
she has tried the Hula Hoop. Everyone around thought 
she should Keep it up And she did! 













LOOT A’PLENTY ithered at this show. As 
testimony we present M nd Mrs. George A. Bakes 
Baker's Office Equipment, Elyria, Ohio, who have 
dolls, apples, flowers f nd t rest 
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your company is judged 
by the office you keep! 








Cole’s Modular Stee! Desks... 
With good office space 
v4 premium, expanding firms are us 


? 
* A (ole Steel tO gain greater per square foot 


4 efficiency out of existing quarte) 





Cole Modulars are designed \ 


" + ace] cr ] t | | 
interchangeable tops, panels and pedes 


In a wide range of sizes a 
to meet changing offic 
. ) 99 . . > ; . ,7 
(reate a “new look” for vour office—with Col: send tor oi (iT ¢ 


Te £4 EQIP MENr 
MADE im 


nn - 
« COLE- TEEL-) Cole Steel Equipment Co., Inc. - 415 Madison Ave., New York 17, N.Y. - Canada: 329 Dufte 
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let us show you how to 
increase Filing Supplies Sales 


| Guicte-O.fe ber 


Pat. Pending 





DEMONSTRATE! Just one demonstration makes the 
sale! The facility, ease and accuracy of filing and finding 
with Guide-O-folders, will cut your customers’ costs as 
much as 30°. The adjustable metal tabs enable Guide-O- 
folders to fit right into all existing systems no addi- 
tional housing costs required. But you do have to dem- 
onstrate Guide-O-folders. When you demonstrate, you sell. 


Trademark 


Transfile 


DEMONSTRATE! Don’t let your customers bundle up 
their inactive records and toss them into a storeroom. 
Demonstrate the economical TRANSFILE Files’ way of 
keeping all these valuable and costly records right at 
their finger tips. Made of fibreboard, TRANSFILE Files 


are so reinforced by steel that all the weight of drawers 





is supported on steel. In 3 styles and 13 sizes. When you 


demonstrate. you sell. 


Manufacturers of the GUSSCO COMPLETE LINE OF FILING SUPPLIES 


=== Gude, 

















FILING SUPPLIES GUSSCO now gives the dealer 

GUSSCO — the complete line. Hig] a source of supply for this long 

in quality —— competitive in price popular > é le 

99% of your requirements can be popular Bem. Available =” 33. 
filled from stock. Ask for the com manila, kraft and _ pressboard 

plete GUSSCO catalog today folders. Send for samples 
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“Stack ‘em as high as you 
like, the bottom drawer 
slides as easy as the top one.” 





e System unt Supply Co. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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convention 
lens-lites .. . 





MOSTLY MILWAUKEEANS HERE. From left L. R. Ricketts and Earl 
Hanson, Tiffany Stand Co.; Mrs. Art Finger, Erwin Doepke and Art 
ll of S. J. Olsen Co., Milwaukee, Wis 


Finger, all 


AT THE KICK-OFF—Pictured at_ the 
head table for the Great Lakes Travelers 
Club kick-off luncheon are, from left: Bill 
Miller, president of GLTC; Don Sharpe 
co-chairman; Benny Allen, chairman; and 
Red” Hackett of the City of Chicago court 
system, speaker at the luncheon who re 


lated many humorous experiences 





APPLES, not for the teacher, but for V 


ginia and George Jones, Noll’s, Berwyn, 
are presented | K. A. Breitzke at the 
Dennison booth. The big red apples fron 
Dennisons have become a feature guaran 
teed to keep the doctor away and provide a 
‘lift’ to jaded conventioners 
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SAFE, EASTER CLIMBING! 


office, factory, warehouse, store, home 





RMI BO POE EER eg SP Me, 4 





STOP-STEPS tock te the tioor 


e PAY FOR THEMSELVES OVER AND OVER 
IN VALUABLE FLOOR SPACE SAVED! 
Safety engineered. Constructed from 
tubular aluminum. Side protectors; 
safety treads on steps. Baked-enamel 
finish in silvertone and a wide variety 
of colors. One to six steps. Greater efinaiin 
heights available on special request. —_Top Step Ht. 27” 








OTHER MODELS: 








~ Model No ~ Top 5 
No. Steps Step Ht. 
$S-10 1 i 
$S-20 2 18” 
$S-40 4 36” 
SS-50 5 45” 
Handrails available for 4, 5, ond = Exclusive, spring-mounted 
6-step models. “Anchor Cup” wheels roll 
easily, quietly, lock se- 
curely to the floor ot the Model SS-60-DH 
lightest step. Top Step Ht. 54” 





y NEW i 
a 
Wwe it : 
Kerr TEP, s a KIK-SEAT, too! 


ROLLS WHEN YOU KICK IT! 
HOLDS WHEN YOU STEP ON IT! 


ECONOMICAL! Buy one or more for 
every office or home. Sturdy steel. 
Height: 14”. Attractive colors. 





Hidden, non-marking, 
spring-mounted casters 
retract with pressure, as 
base “grabs” floor. 





PATENT PENDING 
tilapia Ee, ath SiR UT Rt GERI 8" ih it le 


SEE YOUR DEALER pte eS 














OR WRITE... : sills 
POSTURE CHAIR COMPANY, INC. 
STANDARD OF THE 625 ADAMS STREET 
OFFICE SET KANSAS CITY, KANSAS 
J CP—58958 
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BREAKFAST WITH AIGNER—Seen at 
the head table ring the G. J. Aigner Co 
sales meeting n breakfast are fror ert 
J. George Aigne yresident of Aigner In 
lex Co.; G. J Chiet Aigner, Clarence 
W. Clemen ar Bi Silberstorf of the 
G. J. Aigner ¢ 





_— 


convention 
lens-lites ... 





MR. ELDER, a tough buyer, is being pitched to by an office equipment 
salesman in this scene from ‘Dear Boss’’, a new cartoon-type film whicl 
was premiered at the WOFI exhibit h 


NOT AN UNDERTAKER’S CONVEN 
TION but the full dress cabinet meeting of 
the Swingline, Inc. All the boys look like 
the dolls that Swingline had for dealers 


and the d §s look familiar too 
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ROYALS NEW KIND OF PORTABLE 
MAKES DRAMATIC FALL DEBUT 


\ 


Most intensive campaign in Royal history 
introduces the new FUTURA...and opens 
new opportunities for Royal dealer profits! 


Look for excitement this Fall when Royal tells your 
customers about the new FUTURA. 

The FUTURA ts big news! It’s the first and only 
typewriter with all the advantages of a regular port- 
able 


standard office machine. 


blus all the practical convenience features of a 


Every big feature of the new FUTURA is an impor- 
tant sales point for you: the fully standard keyboard 
with Royal’s finger-flow keys and comfortable key- 


board slope... famous Royal Touch Control®... 
exclusive new Twin-Pak® ribbon... handy Magic® 
Margin ... foolproof Line Meter... Magic® Column 
Set ... and one-piece, unitized construction. 


OA-—11/58 


The complete story of the new Royal FUTURA will 
be told in full-color advertising in LIFE and THE 
SATURDAY EVENING POST, SCHOLASTIC and 
SCHOLASTIC ROTO, starting in October... with special 
emphasis during your big Christmas selling season. 

And Royal has prepared an easy-to-use Merchan- 
dising and Promotion Kit—available to all Royal 
dealers. Point-of-sale material, ad mats, local radio 
and TV spots... everything you need for an out- 
standing selling campaign. 


Your Royal Representative wi!! be in soon to tell 
you more about the new FUTURA. Watch for him. 


CYA , portables 


Product of Royal McBee Corp., World's Larg« 








Manufacturer of Typewriters 
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New Products 





MODULAR FURNITURE 
BALL PEN AND ERASER 


. 


All 
thi: 





; oo 

<a : NOf OE, a tril to 
you 
sim 

Eberhard Faber on 

Pencil Co. will 

Crestwood, Wilkes-Barre, Pa 6 

The “Cliprite’ (No. 2335) is an extension of the company’s Great Lakes Furniture Co. 

growing line of Noblot ball pens, and it is similar in design to 86 Whittlesey Ne 

the Erasatip, introduced earli Equipped with a sliding metal Norwalk, Ohio 

»cKet-clip < a pli oint-protecto > com 1 7 { 

a = clig ind bt lastic : caer niga . 1 hae: E TI yates: x? won [The No. 700 Modular line recently announced by the To « 

writing olor 2. Te green, anda Diac - p arre . . 

. ‘io a a hit 1 ” \ ! : x 1¢ get 7 con pany is being produced in commercial grade with new 

is i re traditional yellow and the int-adapter is 

- r yo E cofored genuine walnut plywood or with plastic tops, self-edged key 

indicate the color of the writing. The point is extra long fot ; : ‘ 

ae , i [he unit shown consists of desk top, file drawer pedestal, res 
more effective operation wit! ruler or straight edge. Th ‘ height st t. book nd tl lrawer F 
: | ] } ypewriter 1e1i2gn su or DOOKCASC ana nree- awe . 
white eraser tip was especially ympounded to handle erasures pt 1 | ' . A) 1] ith j righ 
. > > ®) } ) y a 
of ball pen writing pedesta t 1s equipped with square metal legs with ac forv 


Inquiry Card No. 16-—— justable glides. Interiors are of oak, and file drawers are 
on full suspension steel ball bearing runs. Hardware 


omes in satin brass or chrome finish 5 | 


—Inquiry Card No. 17— 


To o 
man 


FILE FOLDER LABELS issue 


FASHION PENCIL right 
signe 


prom 


RING BINDER 


Nev 








To ol 
lists 
numb 
sponc 
Dennison Mfg. Co. Catal 
Framingham, Mass forwa 
[The PRES-a-ply file folder labels are 
being introduced as a new filing ef 
iency aid. Company states that the 
labels prolong the useful life of file 
folders in that old labels may be *This ry 
rathy overed in a matter of seconds salers j 
Joshua Meier Co., Inc. [he pressure-sensitive gumming facil 
601 W. 26th St. itates the task. The color band at the 
New York 1, N. Y. top also saves filing time. The prod 
ian eae WEED leinders , uct comes in nine colors: including W. A. Sheaffer Pen Co. 
“Gold Frame” and “Gold Spat vhite. The self-sticking labels are Fort Madison, lowa 
fee pac kaged 248 to the box. : 
ter” (the latter is shows ' hae Gaal the. 20 Sheaffer is promoting its new offering 
combine appearance and long oe - of Lady Sheaffer mechanical pencils 
lasting protection of DuPont's as the first line designed as women’s 
Mylar lamination. The iting DELUXE FILES fashion accessories. Styled to match 
of transparent Mylar acts as an Ba the line of Skripsert fountain pens 
invisible shield against scuffing Red Rope Stationery Inc launched last spring, the pencils com- 
stains, and wear. Gold-plated 70 Washington St. bine design, patterns and colors to 
ring mechanisms in either 3 Brooklyn 17, N. Y. produce a high fashion effect, com- 
ring or multo-ring sty! witl A new deluxe line of files called “Im pany states. May be sold individually 
opening and closing boosters perial’’ features a covering of plasti (or in ensembles with pens) in gold, 
are also featured. Binders have xtending over the entire gusset as silver, jet, white, periwinkle, and 
heavily padded, simulate t] well as the flap and front. The line mandarin red. Patterns in the finishes 
er covers with gold-embossed consists of the Home file, the Budget, include tweed corduroy, paisley, tulle 
frame design; color matched Valuable Document, and Check files moire, brocade, satin, petit point, da- 
linings are of pure silk taffeta They are available in black, brown mask, and Matelasse. Precious jewelry 
The one shown comes in ma gray, maroon, and palomino. All are look is achieved through gold, cloi- 
roon: the other model y be zift-boxed and may be had in matched sonne enamel effects, silver and rhine- 
had in brown or charc: ombination sets stones 
—Inquiry Card No. 18— —Inquiry Card No. 20— —Inquiry Card No. 21— 


For More Information Use Inquiry Card Facing Page 66 
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QUICK SER VICE | eee cc 


INQUIR y CARDS* | Please ask the manufacturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 


This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 


»A's 





Accessories of the Month 





ACCESSORIES OF THE MONTH 


All accessories illustrated and described in 


this issue in the section carry key numbers 1 123 45 6 7 8 ¥ 1 tt 12 13 14 16 
to 15 duplicated on the card at the right. If NEW PRODUCTS 

you are interested in an item or several items, 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
simply circle the corresponding key numbers | 34 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
on the card and mail at once. Your inquiry 46 47 48 49 50 5i 52 53 54 55 56 57 5B 59 60 


61 62 63 64 65 66 67 68 69 70 7i 72 73 74 75 
76 77 78 79 80 81 62 83 64 85 86 87 88 89 90 


SALES STIMULATORS 
New Products 

101 102 103 104 105 106 107 108 109 #110 
To obtain more information about any of the itty ee ee ee) ee) ee 
it new products in this issue which carry the NEW CATALOGS 
ie peemers 16 cae raped yp os ' $21 $22 123 124 125 126 127 128 129 130 
responding key numbers on the card at the | 131 32,«133 134135136137) —«138 139140 
right and mail at once. Your inquiry will be 
forwarded without delay. 


will be forwarded to the supplier immediately. 


November 1958 issue of OFFICE APPLIANCES, 
Card void after January 1, 1959 





Sales Stimulators 


To obtain more information about any of the \ 
manufacturers’ sales aids described in this 





























issue, circle the key numbers on the card at — rT i ae 
right which correspond to the numbers as- . Company 
signed to the Sales Stimulators. Mail the card Business Address — 
promptly. | GP anus aiguiela 
New Catalogs 
To obtain copies of recent catalogs or price a 
lists described in this issue, circle the key 3 $ é j i 
numbers on the card at right which corre- : £ ° “ 
spond to the numbers assigned to the New . ! f 6 
Catalogs. These requests will be promptly ¢ | = 
forwarded to the manufacturers. a a 
a > 
*This service is restricted to dealers and whole- | | <c @) g 
talers in the office equipment and supply field. | 3 : of LJ LJ L] a 
| | 7 a | 
| . F3 ro 
& CJ ° ca —-nw 86 
_ | mivs<=<x-~=<x m™ 
The handy subscription card at | | s - ees 
the right is enclosed here for ¢ Q¢ a a > 
your convenience. Use it to le 2 — v 
| | . 
enter or renew your own sub- é 43 v 
. . . o Land 2 V7~ ——_ —_~ rf 
scription, or tear it out and 3 Rze=Nw = 
° ° . 
give to a friend, salesman or | = 5 ie Mincallinnie > 
employe active in the retail | | g¢g a 3 3 3 z 
office stationery, machine, or | & 3 +o 22 2 @& ° 
: 2 : a $ é $ >> > 
furniture business. at a oo m 
: Either way you will be helping | | “ 3 f_-.: -a ” 
. | 2 se vw 
OA to be of greater service to i o #Z & s & 
the industry ‘ $ = S o ® ® = 
z> CLS v3 
| ae $F 
| wo = “é 
= wmwmw is 
| | Loe ? FS $3 
| | © 388s 
| 
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What does 
LYON offer 


the dealer? 
Check the 


BIG 


I A Highly Profitable Line 


coches —— g » A Repetitive and High 
| 7 Unit of Sale Line 


























‘3 A Complete Line 
*" for Many Markets 


A A Printed Sales Policy 
»» A Printed Discount Policy 





IS 


STORAGE CABINETS SN 
MT 
<= 

\ 


6 Shipment from Stocks 


3 Dealer Slanted 
National Advertising 





A Continuous Dealer 
Promotional Program 





9 Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 
General Offices: !!28 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York. Pa. 


SORTING FILES 


; 
HOPPER BIN 


SS" 






NOW ... OFFICE DESKS! 
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single source for 5000 items increases net profits 
because it means — standardized selling .. . 
simplified inventories... 
concentrated purchasing... 
load discounts . 
ing with one supplier... 
makes better informed salesmen. 


less capital invested... 
quantity and car- 
.. better service ... account- 


one line selling which 


MCE atim §=6This is the most 
complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


Only the Enormous 


Shaw-Walker Franchise 


gives you ALL 9 





profit-makers* 





cee mm To dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 


extra profits for you. 





, Built Like a 


CR Seah a ee seesaw Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


5 Flow of Sales Helps 


productive, — extra profits for you. 


ICC meee ietiaes Lo the buyer, 





Shaw-Walker sup- 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 


the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 





GHAW-WALKER 


HOME OFFICE—MUSKEGON, MICHIGAN 





CMC Chaim Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


*Right now there are a few cities in which we 
are willing to make a change. Yours may 
be one of them. Write Muskegon today. 


68 


POCO uentee $ For your 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 
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NYLON POST BINDERS 









LOAD EASIER 


No more rigid steel posts. Flexible Nylon bends 
for convenience and speed. 














READ EASIER 


Sheets lie flat. No hidden entries 
...no wasted margins. 
















HOLD MORE 


Up to 3000 sheets 
... without protruding posts. 


OLD NEW 










a pa 
your 
. Advertisements like this are telling your customers with tab departments 
aln- . ; 
F about these wonderful GrayLine Nylon Post Binders every month. 
= Let them hear the complete story from you. 
egi- 


WILSON JONES 


TABULATING FORMS-AND BINDERS 









Whatever line of 

conventional 
duplicating products 
you now handle 

















among the 
world's finest 
duplicating products: 


Flagship patented metallic 
back carbon paper 


+ Flagship carbon paper ribbons 
Offset ribbons 

os Tabulating ribbons 

: Addressograph ribbons 
Diazo ribbons 

% Hotel Register carbons 
eo Artist transfer carbons 


School packs 


Spirit carbons 
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are you ready to fill the 
NEW NEEDS 
of today’s customers? 


Revolutionary changes and improvements in typewriters and 


duplicating machines now call for the carbon, ribbon and duplicating 





supplies that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 


has developed a whole new concept in specialized products. 


Take, for instance, one example: 


THE NEW ALLIED RIBBON 
COUNTER DISPLAY 





Your ribbon sales and prof- — aT 
its will get an extra lift with H es 


the new Allied counter dis- on sctbacceions 
play. Used alone, or in mul- 
tiple units back-to-back, or 
in triangular or square for- 
mation, it secures attention 
at the important point-of- 
sale. Aside from its serve- 
yourself feature, it doubles 
as an impressive wall storage 
unit, which speeds service 
and provides a quick per- 
petual visual inventory of 
every item. Write today and 
find out how you can obtain 
one or more of these dis- 
plays without charge. 








Better still, let the Allied man show you this display and other sales helps 
that are available to you as an Allied Dealer—without charge—and you'll begin 
to appreciate the value of an Allied franchise. 


cotesecee SAL. LG EE WD carson ano ripson MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
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Have you seen it? 
The new Swingline 
+99 stapler for home 
and office use. Avail- 
able in 5 attractiv 


e 
colors. Retail $2.95 
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And no wonder! What a deal he’s got for 
you! It’s your opportunity to set up a 
complete Stapling Department...com- 
pact and compelling...all at no extra cost 
to you. In one great combination, you get 
enough merchandise to stock the depart- 
ment plus this beautifully-finished wood 
cabinet. Greatest part of it all is this: 
you get the merchandise at your lowest 
discount... you get the cabinet absolutely 
free! 

Won’t you help us bury the President 
...in orders. You'll profit, too, with your 
own Stapling department and increased 
sales. Write today for complete details 
and prices. 


PRESIDE 
OF. 





~ HIS NECK 
IN ORDERS 












ee. 


Just look at the special features this self- 
selling cabinet has: 

« Illuminated, back-lighted plastic sign 
carrying your own store name. 

e Front or back-opening storage shelves 
so you can place the cabinet anywhere! 


w Self-dispensing staple chute for Speed- 
point staples. 


a Test areas for staplers and staple guns. 
# Special slot for test paper. 


s Individual “good housekeeping” slotted 
shelves for merchandise with descriptive 
copy under each machine. 


s Easy-to-change plastic strip for prices. 


22 _ INC. 


Long Island City 1, New York 


In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
World's Largest Manufacturer of Staplers for Home and Office 
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STANDARD TYPEWRITER 





NEW PRODUCTS «0 inved 





FOLDING CHAIR 





Alma Office Machine Corp. 
34 E. 30th St. 
New York 16, N. Y. 


The new Everest “Standard 9 


typewriter is a 46-key (92 chara 


machine equipped with fully 
matic margins and automati 
injector and ejector. This mod 
has a “‘no-hold” tabulator bar 
interchangeable carriages: 12 
22, and 27 inches in width. It i 
able in a wide selection of typ 
including Imperial, in a 
gray, smooth finish. 


—Inquiry Card No. 22— 


EXECUTIVE CHAIR 


The Taylor Chair Co. 

Bedford, Ohio 

Promoted as a new departut 

ture chairs, the Vanguat 

482914) executive chair can b 

vidually adjusted for comf 

user. Back, arms, and seat are « 

rubber covered with leather 

upholstery. Finish is oil or 

This chair is scheduled for 

the NSOEA Convention; it 

ready for late October shipm 
—lInquiry Card No. 25— 





Krueger Metal Products Co. 
1056 W. Mason St. 


Green Bay, Wis. 


Lt latest addition to the cor 
panys widé range of metal 
folding chairs is this wood seat 
| called No 902-E Of 
tubular frame construction, the 
air features a 7-ply, 5/16 
inch thick selected hardwood 
meer seat, rivet-secured with 


in a tubular steel frame. Other 





features include a leep con 
tour shaped back rest heavy- 
cauge steel frame; one-motion 
yiding operation, rigid cross 
braces, and molded Super-Dy- 
lan feet. Priced for the budget 
minded 


—Inquiry Card No. 23— 


ADDING CALCULATOR 





Control Systems, Inc. 
5 Beekman St. 
New York 38, N. ¥ 


A new “Plus” adding calculator with 
Magic Multiplication” is presented 
is the “first major development in 
key-drive calculators in more than ; 

neration Called the Plus-O 
Mati the machine embodies all of 


the regular features of the line but is 


istinguished by the automatic multi 
plication lever. The new ultiplyins 
vice aftords faster calculat 
liminates thousands of key depres 
sions per working day. Models ar 
ilable in Simplex and Du} 


>/1 


styles and in 9/10 and 12/13 capaci 


—Inquiry Card No. 26— 


TYPEWRITER SHELF 





ual 








< 








The Globe-Wernicke Co. 
Norwood 
Cincinnati 12, Ohio 


An auxiliary typewriter stand and a typewriter 
shelf are the new offerings of the manufacturet 
With this stand the Streamliner flat top metal 
lesk can be converted for permanent or tempo 
rary use as an L-shaped unit. 7 auxiliary 
stand gives the secretary an extra drawer and 
storage compartment usually occupied by th 
typewriter. The shelf (illustrated re) slides 
easily and securely into the space occupied by 
the top box drawer, thus allowin full use of 
the two box drawers. As with the stand, it may 
be installed in either the left or right pedestal 
Both products are finished in choi of seal 


gray, cOpper tan, and sea green 


—Inquiry Card No. 24— 


DICTATION UNIT 





Scribe Distributors Co. 
6949 W. North Ave. 

Oak Park, IIL. 
This division 
Corp. is now distributin 
SI 50 Scrib combination recorder 
lictation 


of Genera Sintering 
the new 


transcriber magnetic tape 
unit shown above. The machine is 
fully automatic an tely red 


signed, one of its features being the 
new ‘Miracle Mike” which electroni 
cally actuates all operations fro! the 
microphone handle, once the machine 
is turned on. Tape is housed in 
magazine alled the Scribe Pak 
which can be slipped on and off the 
machine in seconds and ich neve! 
need be handl by tl operator 
Electronic relay yields instant stop 
ping in either forwar f 
Other features may be cit 


—Inquiry Card No. 27— 


For More Information Use Inquiry Card Facing Page 66 
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VINYL UPHOLSTERY SUE MUL Sg Leer gL 
—-~ DECORATIVE COMFORT WITH 
Art Metal CHAIRS COVERED IN 


Te) (LEK 


VINYL FABRIC 









NATIONALLY 
ADVERTISED 


Millions of Tope 
MANAGEMENT & 















READERS 


OF 


= # s% | 
BUSINESS = Fa : | | 
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AND 





IT’S EASIER TO 
SELL TOLEX 
UPHOLSTERED 
OFFICE CHAIRS 
TO PRE-SOLD 
PROSPECTS. 


IF YOU’RE A 
CONTRACT DEALER, 
BE SURE YOU HAVE 

TEXTILEATHER’S 
COMPLETE 

SAMPLE KIT OF 
VINYL FABRICS FOR 
BUSINESS FURNITURE 


Please send me a free sample kit 
for business furniture 





THE GENERAL TIRE & RUBBER COMPANY « T 
NAME TITLE FIRM 
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new colors 





snap-on arch 





mylar wrap 


Only EVER READY gives you all these for greater sales in ’58! 


With the addition of Ever Ready’s new colors, Mist fills, are two more powerful selling features. 
Green and Desert Sand, you have a desk calendar 
base color for practically any color scheme. These 
colors were created to keep pace with the trend to 


These new developments in desk calendars were de- 
signed specifically to help you make a better profit 


, , for 1958. 
color in modern office design. or ie 


If you do not have a copy of Ever Ready’s colorful 
And Ever Ready’s new, exclusive ‘Snap-on’ arch, “50th Anniversary” Stationers’ Catalog, ask your 
coupled with Ever Ready’s new Mylar wrapped re- supplier for one, or write us. 


EVER READY CALENDAR MANUFACTURING CO. 


750 BAY STREET, JERSEY CHTIY, NEW JERSE 
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STEEL FILES 





Haskell of Pittsburgh 

P. O. Box 5273 
Pittsburgh 6, Pa. 

line of budget 


files introduced at the NSOEA 


drawer units with and without 


rust-resistant, phosphated furni 
bake 
enamel; they are fitted with 
matched set of custom-design 


us 


construction, 
thumb latches, and guide 


chure on this line available 
the trade at above 
—Inquiry Card No. 28— 





Griffin Mfg. Co. 
191 Lyndhurst St. 
Rochester 5, N. Y. 


pointing out its universal application the 
in the office, factory, stot 


room. It is said to be especially useful 


knife. The precision aluminun 


safety feature is the 
—Inquiry Card No. 





EXECUTIVE CHAIR 





Carlton-Surrey, Inc. 
1516 Blaine, S. E. 
Grand Rapids, Mich. 
Designed by 
‘ leather and wood executive furniture 
this Tarry Chair is one of the com- 
ol panys new offerings for executive 
offices. Of contemporary styling, the 
chair features simple, sculptured lines 
[The exposed arms and legs are of 
solid walnut; upholstery is top grain 


| 


specialists in custon 


leather which is double welted and 
banded. Dimensions are: 2514-inch 
. width, 27-inch depth, and 27-inch 


height. The chair is equipped with 
44-inch brass swivel glides 


is 


Has —AInquiry Card No. 29— 


' 
irk 


IMPROVED WALL URN 





Smo-King Products, Inc. 
111 Pioneer St. 
Brooklyn 31, N. Y. 


its No A new mounting, easy to handle, is 
narket being offered in this wall urn with 

Presto-Top.” The top is non-re- 
hobby movable and hinged, making it drop- 


proof. No complicated locking devices 


tk, gold interrupt the contour of this model 

ike-ready The stainless steel trap-door ash tray 
holder receives the burning stubs readily. 
lip. A Model No. 601-SC is of satin chrome; 
blade No. 601-BB is of brushed brass 


— —Inquiry Card No. 32— 
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MODULAR FURNITURE 










<p 


Art Metal Construction Co. 
Jamestown, N. Y. 


A new line of “Modulars’’ consisting of 130 
major components, designed to inter-member 
and interchange to form every conceivable 
type of work station and executive office, hag 
been introduced by Art Metal. The line of4 
fers desks, work-tops, file and storage ped 
estals which may be combined or arranged 
with free-standing movable partitions. Thé 
units are available in a wide range of fin 
ishes and harmonizing colors 


—Inquiry Card No. 30— 


ADJUSTABLE TRIANGLE 


If yo 
mountir 
be inte: 
and mc 
filing sy 
in minu 
guard’s 
any filin 

Safeg 
System t 





up filing 
Alvin & Co., Inc. 
853 Palisado Ave. 
Windsor, Conn. 
A “top quality” professional fluores- guard Sy 
cent protractor triangle for greater 
speed and accuracy is being offered to 
the trade. This adjustable instrument 
is fabricated from optical grade Plexi 
glass which eliminates distortion. All 
edges reflect an orange light, and thé 
beveled protractor edges eliminate thé " 
possibility of parallax lines. Made of 
rigid, shatter-resistant material, thé 
triangle will not darken, decomposé : 
or warp, the company states. Come 
wrapped in polyethylene sheath, sy 
dividually boxed. An 8-itich model = EN 
No. 108F is shown. Other sizé 
are available, clear and fluorescent. 


—lInquiry Card No. 33 
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Here's how Safeguard eliminates your 


customers’ waliting-fime irritation ! 


If your customers have ever waited for a vital paper while 
mounting minutes played havoc with their good nature, they'll 
be interested in Safeguard, Globe-Wernicke’s engineered, time 
and motion-saving, color-keyed filing system. Five different 
filing systems, each so simple anyone can learn the procedure 
in minutes, tailor Safeguard to all your customers! And, Safe- 
guard's components (letter or legal size guides and folders) fit 
any filing drawer or cabinet with no special equipment needed. 

Safeguard’s exclusive features assure your customers a filing 
system that provides instant, automatic record control, speeds 
up filing and finding, cuts down on errors, lowers clerical costs 
for increased office productivity and efficiency. 


As a Globe-Wernicke Franchised Dealer, you sell the Safe- 


es- guard System as well as the most complete line of metal business 


11 /FOut guides’end missing papers too!” 


gs 
di -_ 


4 SAFEGUARD is my choice, because 


any information or correspondence I 
Beed from the files, gets to me fast. 


“ SAFEGUARD is my choice because it’s so 
simple to follow that it takes less time to do the 
filing. Safeguard’s color-keyed tabs flag in- 
stantly just the folder | want.” 


equipment in the world. A dynamic, year ’round national ad- 
vertising campaign in leading news and business magazines and 
a power-packed Sales Aid Program develop local impact for 
you. Write today for information on all the advantages of se- 
curing a valuable G/W Franchised Dealership that can lead to 
an entirely revitalized business for you. 


THE GLOBE-WERNICKE CO. * CINCINNATI 12, OHIO 


remember . . . success depends on the strength of your line 


“ SAFEGUARD is my choice, because 
it keeps our files under control at all 
times, and makes it easy to expand 
our filing operation.” 











Four profit-making advantages are enjoyed by 
Olivetti franchised dealers. Exclusive features: The 
Olivetti Electrosumma 22 adding machine, for 
example, has an automatic credit balance indicator 
and an automatic date printer. A big line, one of 
the biggest in the industry. A 50-year record of 
successful innovation and reliability. Intensive ad- 
vertising that, this Fall, includes full-page ads in 
TIME every 2 weeks. An Olivetti franchise may be 
available in your area. Write Olivetti Corporation 
of America, 375 Park Avenue, New York 22, N.Y. 
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j 
Yes, Sure-Rite Ball Pens can really cut of- 
zc fice supply costs. They’re economy priced 
Om ...cost even less than most cartridges. They 
2x write for miles. Give you a selection of 
a a points for figures, dictation, reproduction. 
e { 


Sure-Rite’s unique “ink-guard”’ cap protects 
shirts, blouses, fingers from stains and 
smudges. And just look at these other qual- 


WRITING NEED. ..PRICED AS LOW AS 39¢ 


ity “Sure-Rite” features: Rigid, plastic bar- 
rel with tapered grip « Precision engi- 
neered, stylus-type point won’t leak...can’t 
work loose « Full-length ink chamber « 
Popular colors: Red, blue, green, black, 
brown, lavender—non-smear, permanent 
ink. No cartridges to replace—you start 
with a new pen everytime. 


Order a supply today for home and office! 
} 


Four models...now available at your Sure-Rite dealers! 


ITE 


39: 


“LAUNDRY MARKING” 


: ““ALL-PURPOSE”’ “IMPERIAL” 

= 

Ds 

oO 
o> Q 
z= Medium point a 
pe 2 sizes »- sins 1. 
ame King or regular " kk 
nea For any kind 

= of writing 

z= 

n 

o 

For samples, send name 


2714 WALNUT STREET 


R PANAMA BEAVER MAN —ALWAYS A LIVE WIRE. IN THE EAST 


on Company letterhead to: 


American Stencil Mig. Co. 


¢ DENVER 5, COLORADO 


CALL TRYE-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N. Y. 
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TYPIST’S CHAIR 





Riteform Chair Co., Inc. 
301 Oak St. 
Quincy, IIL. 
A low-priced, adjustable meta! 
typist chair has just been in 
troduced by Riteform. This 
Model 100 chair has four ad 
justments: up and down back 
control, in and out back con 
trol, up and down seat contro! 
and self-conforming back rest 
All controls are located for 
easy access. The chair has 2 
inch ball bearing wheels, ful! 
length scuff plates, positive seat 
height screw adjustment, an 
full size formed steel seat. Cov 
ered in elastic-backed U. § 
Naugahyde, this new model 
comes in yew green, brown 
gray, and maroon. Frames ar 
medium gray. 

—Inquiry Card No. 34— 


NEW BINDER LINE 





National Blank Book Co. 

Holyoke, Mass. 

A new line of binders designed to 
house bursted or unbursted multiple 
punched forms for reports produced 


by tabulating departments fron 
punched cards or tape. They may be 
had with black plastic covers and 
tough nylon posts which bend, or in 
ressboard covers with metal posts — 
both equipped with the new “Clip 
It’ mechanism (see inset). Also, a 
post bar binder with ‘‘Press-to-Lock 
mechanism and black plastic covers 
capable of holding a large amount of 
material in sandwich fashion with no 
posts protruding above the covers, is 
available. 


—lInquiry Card No. 37— 








DUPLICATING 


NEW PRODUCTS (ovtinued 


INK SLANTED CASH REGISTER 





Print-O-Matic Co., 

724 W. Washington 
Blvd. 

Chicago 6, IIL. 
Print-O-Paste is the 
name given to a new 
free-flowing paste type 
duplicating ink de- 
signed to overcome 
the drip of over-ink- 
ing when liquid inks 
ire used. It is a pig 
ment with all the flow 
characteristics ot a 
liquid but gelates to 
a paste on contact 
with the cylinder. It 
will not clog cloth 
pads, will not sepa- 
rate, offset or smudge 
vet produces sharp 
black “pressroom” im- 
pressions. May be 
used on any closed o1 
open brush-type single 
cylinder duplicator. It 
comes in a plastic dis- 
penser tube. Catalog 
sheets and prices may 
be had by writing the 
company 


—Inquiry Card No. 35— 


BALL PEN 


Gardner Rubber Stamp Co. 
166 S. Washington St. 
Wilkes-Barre, Pa. 


A ball pen called ‘“Penci-Pen” is available 
imprinting with dealer's name. The one-line im- 
print is limited to a maximum of 40 characters. 
A gross of these 6-34 inch pens so imprinted will 
be boxed in one-dozen lots, with space f 


rubber-stamp imprint of dealer's name 


dress provided on each box. Equipped with 


ball-point pen eraser, this pen comes 
n, red, and black 
—Inquiry Card No. 38— 


the side 


may be 





Sweda Cash Register, Inc. 

7313 N. Harlem Ave. 

Chicago 31, III. 

The Sweda cash register has been built into the conven- 
tional stand at a slant and angle which follows the nat- 
ural position of the checker’s arm and hand. Said to re 
duce fatigue, the new Slant, because of its reduced height, 
affords better visibility in the check-out area. The cash 
drawer can be separated from the register and built into 
‘ the check-out stand (see cut) its operation 
or electric. Machine may be operated 
from sitting or standing position. A three-position swing 
stool is available, and it may be adjusted to individual 
comfort. New Slant is available on all Model 46 Sweda 


cash registers. 


—Inquiry Card No. 36— 


AUTOGRAPHIC REGISTER 





American Register Co. 
564 E. First St. 
Boston 27, Mass. 
The company has introduced this new 
portable autographic register, called 
the POP model to supplement its 
other portable and crank models 
After writing a form, the operatot 
uses a pencil as a starter to move the 
form forward enough to _ provide 
gripper space for extracting and teat 
ing off the completed set. Simultane 
ously, a storage drawer pops opét 
automatically. Drawer may be ren 
dered inoperative. Machine is mad 
in four form widths for forms up t 
814 inches in length. Literature | 
available 

—Inquiry Card No. 39— 


For More Information Use Inquiry Card Facing Page 66 
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= Aart Matal “modulars’. . . 
the rearrangeable work-stations and partitions 
that multiply your profits 





Automatically —the modular idea as developed by Art Metal makes every 
prospect a more profitable prospect than before. Here you have the 

magic of modulars in full . . . “‘made-for-each-other”’ modular office work units 
and modular office partitioning. Both are rearrangeable. With this 
‘“‘go-together”’ combination you are in a position to make one sale—two profits. 


laiitaiabin’ a» 


Just show your customers how the efficient, attractive Art Metal offices you 

. create for them today can be changed and redivided overnight, to keep pace with their 
_ changing needs. The complete line includes sizes and styles for every 
purpose—executive and general offices— private, semi-private and open 

working areas. Art Metal Construction Co., Jamestown. N. Y. 
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Modular worktops and All equipment can be rearranged 
. storage units are easily installed in almost endless variations to suit 
with or without partitions. new working needs. SOeae a 


... the franchise that makes more office equipment easier to sell 
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CALENDAR REFILL 





Ever Ready Calendar Mfg. Co. 


150 Bay St. 
Jersey City, N. J. 
Two new multi-use desk calen 


dar refill pads, designed to re- 
duce the dealer's stock numbers 
from five styles to two, have 
been announced by the manu- 
facturer. Known as Every Ready’s 
31314 (shown here) and the 
4441/,, these new pads will re- 
place the old 3131, 41414, and 
5151, style series and the 44414 
and 55514 style series. A new 
slot-shaped drilling permits 
these styles to be used on any 
type base similar to the com- 
pany’s 313, 414, and 515, or 
444 and 555, respectively. 
—lInquiry Card No. 40— 


AUTOMATIC ADDRESSER 





Speed-O-Print Corp. 
1801 W. Larchmont Ave. 
Chicago 13, III. 
A full-sized metal plate-frame ad- 
dresser priced for economy is now 
available to accommodate the most 
used “B’” style metal frame and 
plate. Machines that handle either 
the “E” or “CB” style frames and 
plates may be had on special order 
Ribbon inking assures clean handling 
With this machine plates can be 
skipped or repeated as often as de- 
sired without breaking sequence 
Completely portable Finished in 
baked beige and brown enamel with 
chrome trim. 

—Inquiry Card No. 43— 





PORTABLE TYPEWRITER 





Royal Typewriter Co. 
Div., Royal McBee Corp. 
Westchester Ave., 

Port Chester, N. Y. 


The Futura portable typewriter, com- 
pletely new in design, has all the 
practical features of a standard office 
typewriter. The linear styling of the 
completely enclosed machine is ac- 
cented by a two-tone color scheme 
available in four combinations: gray 
with cocoa brown, with meadow 
green, with periwinkle blue, or with 
mist gray. New on this model is the 
“Magic Column Set,” providing com- 
plete tabulation from the keyboard, 
and deep, finger-curved keys on the 
fully standard keyboard. Carrying case 
is simulated cowhide bound in brass. 
A luggage tag and a tailored, trans- 
parent dust cover also accompany 
each Futura. 


—Inquiry Card No. 41— 


CHECK WRITER 





Faymus Div. 
Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. 
Chicago 13, IIl. 
Designed to capture the market need- 
ing a dependable, low-cost, safe and 
accurate check writer, Model H check 
protector and check writer is being 
presented by its manufacturer as a 
precision-engineered unit capable of 
lifetime service. Engraved brass num- 
bers indelibly imprint and perforate 
check amounts which cannot be 
altered without cetection. The ma- 
chine has no moving parts to wear 
out or get out of line. Weighted base 
has rubber feet to provide non-slip 
footing. Comes packed with extra ink 
pad, bottle of ink, and dust-off brush. 
—Inquiry Card No. 44— 





NEW PRODUCTS continued 


ADDING MACHINE 





National Cash Register Co. 

Dayton 9, Ohio 

The company has announced an 
‘Economy” line of adding machines 
which complements its regular line 
featuring Deluxe models with Na- 
tional’s exclusive “Live” keyboard. 
The new models include a 10-column 
electric machine with addition and 
subtraction; an 8-column electric with 
addition and subtraction: an 8-col- 
umn hand-operated machine with ad- 
dition and subtraction; and a 6-col- 
umn straight adder with a 7-column 
total. All economy models are 
equipped with large “Answer Dials,” 
barrel-type keys, and stair-step key- 
board. Each machine has a full year’s 
guarantee 


—Inquiry Card No. 42— n. 
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Lit-Ning Products Co. e ideal 
3907 Duquesne Ave. . 
Culver City, Calif. 9 appli 
A new vertical add-on file has beeyckin C 
added to the company’s line of steé g 
office accessories. Half-moon cutoul most s 
on dividers facilitate insertion an 

removal of papers, catalogs, and tele 

phone books. Rubber feet protect th 

desk to which the item may 

matched in colors of desert tan, mi 

green, office green, and gray. File ca 

be shipped in standard sections whit 

are quickly and easily assembled | 

any width desired. 


—Inquiry Card No. 45— 
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nead's new file folder labels. 


‘e ideal for many other label- 





9 applications. Self - adhesive 
, begcking offers excellent adhesion 


utou§ most surfaces. 
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Smead's Tell-!-Vision System 
The scientific filing system. Simple 
to operate—flexible—serviceable 
—durable. Available from 25 
divisions up to 10,000. 








| eee 


Smead file folders are available in 
available in a wide variety of cuts, tabs, sizes, weights and materials. 





=SM 
PLi 


Smead's Vertical File Folders — single tops or Two 


standard height and guide height (system folders). Th 
The material used # 





folders and the precision in Smead manufacturing assures you of the best obtainable in filing 






































Smead's Primary Guides 25 
First two positions of 1/5 cut. Available 
in a wide variety of tabs. Large index 
on inserts for quick reference. 


Made of 


to 200 divisions, 


divisions available 
ongle insertable celiuvloid tabs 


] 
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Smead's Miscellaneous Folders 


heavyweight moterial From 


to Z larger 
tabs or rite- 





a Smead's Individual File Pocket 

' Drop front, 5 piece construction. For 
use when correspondence is bulky, or 
referred to frequently. Redrope or 
Leather-Like material 


e 







Ce 

Follow-# 

With sliding signal che 
sliding signal channe 
setting of signal to mo 
month and day when ® 
up folder should com 
the file for attention 





Whether you are selling a complete Tell-l-Vision system, or separately the integral parts that make up the Smead Tell-l: 
system, you can be sure that there is no finer quality and no greater choice than that found in the Smead line. Eve 
items such as guides, folders, pockets, etc. are available from Smead in many finishes, colors, sizes, expansions and tab 


But . 


one of the most profitable advantages which the Smead line gives its dealers is found in the fact that the 


hundreds of special items, for special types of filing, which are included in the Smead listing of over 4,000 items for the 
and container fields. In addition to items shown in the catalogs, Smead can furnish you with jobs built to the specifi 


of your own customer. Smead invites dealers not stocking these items to write for free sample. 


Smead MANUFACTURING CO. - HASTINGS, MINN. « Locan, oHi0 - cHicaé 


No. SA-958 


BUILDERS by Sea } 
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How to help your junior executive customers get ahead faster! 
















A. Storage partitions 

B. Junior executive swivel chair 
C. Junior executive arm chair 

D. Armless swivel chair 

E. Bookcase 

F. COLUMBIA/Meridian VII unit 


Introduce them to COLUMBIA furniture . . . designed especially for young 
executives on the way up. Furniture to help alert people do a more efficient job, 
more quickly. COLUMBIA Steel Office Furniture is functional, colorful, 
durable—created to complement the office and the man. For more information, contact: 
COLUMBIA-HALLOWELL Division, SPS, Jenkintown, Pa. 
or SPS Western, Santa Ana, California 





Standard Pressed Steel Co. * The Cleveland Cap Screw Co. ® 

Columbia Steel Equipment Co. ® National Machine Products Co. 

© Nutt-Shel Co. © SPS Western © Standco Canada Ltd. ® 
Unbrako Socket Screw Co., Ltd. 


§ Jenkintown « Pennsylvania 


OA-11/58 85 








Flegant 
Simplicity 


for 


oli-Tel al iaalial-aanare 


otfice 
appointments... 


Stanley's 





executive 
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line 





MANUFACTURING COMPANY 
2310 N. MAIN FORT WORTH, TEX. 


*% Illustrated is Stanley's *B-8060 exemplary of the styling, quality and craftsmanship that 
is always yours to sell with Stanley. 
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“most economical transportation’ 


R. H. Rosen, owner of the H. M. Rosen Office Machines 
Co., is sold on his Volkswagen Panel Delivery Truck. “It 
is the most economical transportation for my business 
that I have ever experienced,” says Mr. Rosen, “plus the 
fact that I have more area for advertising. It is easier 
to park, load and unload. I will probably be buying 
Volkswagens for many years to come.” 










The economy and dependability of Volkswagen performance are backed up by the Q service organ- 
ization. Every mechanic is kept up-to-date through a continuous factory service training program. 
Speed in servicing is assured by immediate availability of Genuine Q) Spare Parts through 370 
completely-equipped service centers covering all 49 states. 

Ask your Volkswagen dealer to show you operating costs for a Pick-up Truck, Panel Delivery, or 
Kombi Station Wagon. He will prove that Volkswagen savings add up mile by mile and year by year. 


VOLKSWAGEN 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 
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SIDE CHAIR 
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t - 
Stylex Seating Co. 
911 Walnut St. 
Philadelphia 7, Pa. 
A swept-wing designed side 
chair with rugged all-welded 
frame is the budget-priced offer- 
ing of Stylex for a variety of 
office functions. The angled, 
one-piece back frame is a wall 
saver, and the 18-gauge squar« 
tubing construction is meant to 
take heavy use. Steel seat pan is 
saddle-shaped and seat cushion- 
ing is bonded latex rubber. Tuf- 
flex is used on the steel back- 
rest. Upholstery is Elastic Nau- 
gahyde in a choice of 12 colors; 
frame finish comes in_ three 
colors. This Model 730 weighs 
18 Ibs. 

—Inquiry Card No. 46— 


ADDING MACHINE 


ne — : 


Remington Rand Dealer Sales 
Div. of Sperry Rand Corp. 

315 Fourth Ave. 

New York 10, N. Y. 


An electric adding machine designed 
to fit into the most modern office 
combines “‘traditional excellence with 
company 
states. The ‘“handspan” keyboard and 
balanced feature-key placement give 
freedom of movement and speed. This 
new Model 93 is available in mist 
green, desert sage, white sand, and 
dawn gray. Company has also an- 
nounced a new line of non-electric 


innovations in design,’ 


adding machines suitable for less de 


manding uses. Full-color brochure, 


A-1163, is available. 
—Inquiry Card No. 49— 











STEEL SHELVING 
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Supreme Steel Equipment Corp. 
53rd St. and First Ave. 
Brooklyn, N. Y. 
Bolt-less and adjustable Uniflex steel 
shelving is labeled “universal” by its 
manufacturer. Each starting unit has four 
upright posts; each additional unit at- 
tached to the starting unit requires only 
two upright posts, resulting in easier and 
less expensive installation. The open type 
(shown) is favored for boxed merchan- 
dise. The semi-enclosed type, closed type, 
bin divider, and ledge type shelving are 
illustrated in Supreme’s color catalog. 
—Inquiry Card No. 47— 


BALL POINT PEN 





Venus Pen & Pencil Corp. 
500 Willow Ave. 
Hoboken, N. J. 
Grant Stinchfield, director of the com- 
pany’s fountain pen division, dem- 
onstrates the new Venus ‘365.’ This 
automatic ball PEN-cil is said to 
carry the world’s largest replaceable 
ink cartridge and the first guarantee 
to write a full 365 days without re- 
filling. It looks like a pencil but 
writes like a pen. Comes in eight 
decorator colors and retails for $1.29. 
Refills in medium or fine ball point 
with blue, red, green, or black ink 
retail at 79c. 

—Inquiry Card No. 50— 


NEW PRODUCTS continued 


STORAGE UNIT 





Dolin Metal Products, Inc. 
315 Lexington Ave. 

Brooklyn 16, N. Y. 

The Dolin Tab-Stor unit shown 
above stores 12 tab card boxes, 
arranged four wide in three 
openings. These units are de- 
signed to interlock for quick 
expansion as illustrated in the 
lower photo. Units are avail- 
able with four caster bases for 
mobility in the work area. Con- 
structed of 22-gauge steel and 
reinforced with triple bend 
shoulder front, they are finished 
in gray baked enamel. Model 
No. 212 is 33 inches wide, 14 
high and 1414 inches deep and 
has a capacity of 24,000 cards. 
A style with 36,000-card capac- 
ity is also available 


—Inquiry Card No. 48— 


PHOTOCOPY PROCESS 


Cormac Photocopy Corp. 
80 Fifth Ave. 

New York, N. Y. 

A new photocopy 
“PolyCopy” has been announced by 
the company as “‘a new dimension to 
photocopy quantity An_ infinite 
number of copies from just one mas- 
ter may be produced at low cost pet 
copy. The basis of the process is 4 
chemical invention which re-utilizes 
the negative sheet, customarily dis- 
carded in ordinary processes, and 
makes it the master from which any 
number of additional copies may be 
made. All types of originals in all 
inks and colors are reproduced black- 
on-white, and the copies are perma- 
nent. PolyCopies are produced by 
means Of an accessory, developed by 
Cormac engineers for the process, 
called the Polycopier and which re 
tails for $79.50. The company will 
market its PolyCopy Paper and Poly- 
Copy Developer in conjunction with 
the Polycopier. 


—lInquiry Card No. 51— 


process called 


For More Information Use Inquiry Card Facing Page 66 
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smoother - finer - easier 


H-O-N CARD CABINETS 


WITH TILT-BACK FOLLOWER 


SMOOTHER quiet action because H-O-N units 
are equipped with nylon glides on drawer tracks 
and bales. The nylon glides eliminate binding and 
grating even with fully loaded drawers. 


FINER appearance and styling with improved 
drawer pulls and label holders. A choice of four 
handsome colors: gray, green, sandalwood, spruce. 


EASIER to use with time-saving efficiency of the 
tilt-back follower. Just trip a release and the cards 
recline. This provides room to see, select and han- 
dle without digging. Only H-O-N card cabinets 
have this feature. 


SMALL GOODS 


All Newly Designed — 
All Greatly Improved 


they're better . . . to help you sell more! 


H-O-N 
STEEL 
CARD FILES 












H-O-N UTILITY BOXES 


All units have automatic safety latch and key lock. Hi- 
impact plastic coin tray is optional. Standard colors in 
Gray, Spruce, Sandalwood. Sizes: 4x8; 4x6; 2x6; by I! 


wide, 


H-O-N 


OFFICE EQUIPMENT 


For 3x5, 4x6 
Order the complete package of And 5x8 Cards 


H-O-N small goods from the fac- 
tory or from your regular dis- 





—<——_= tributor. Style and a firm stability distinguish these units. Available 
‘ in 10 models for 3 card sizes; capacities up to 1200 cards. 

The H-O-N Co., Muscatine, lowa Three standard colors: Gray, Spruce, Sandalwood. 
OA-11/58 89 














MORE SALES PUNCH 55 
Much More 
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i Although improved and expanded each 
or year since the first kit was offered in 
a 1955 costs have been held down due to 
. greatly increased sales volume. The sav- 
ings are yours! 
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Newspaper Advertising 
7 attractive ad mats — 9 copy ideas 
9 suggested layouts 





Direct Mail 
2 suggested direct mail letters 





fer your family 
for your friends 


Radio Advertising = 
7 spot commercials ranging from 20 to e/ | 
45 seconds. 


Ad Reprints 















A reprint booklet of every business gift ad Gj 
featured in OFFICE APPLIANCES’ Business Gj 
gift issue. 

Procedure Manual ‘ 

: Posters The complete merchandising program 1n- “a 

28” x 36 cluding timetable ready for you to use. n 

} a 
a 

. - . tut 

Designed for either window or in-store use these oa 

huge inviting display pieces will help get the point TA 

across — Shop your store for business gifts. v 

TA! 


3 Banners 


















13” x 36” 
BUSINESS : 
PEOPLE 
- +. for your family r ehear 
» «+ « for your friends we gr 
display, 
™ OA—11 /58 








THIS tS YOUR 
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family od 
friends 
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Creased to hang over a 








wire, this gay piece doesn’t 

use any valuable mer- 

chandise display space. 

to 
j €x 
1€SS \ BIBLE 

DANY IOURNAS 
DICTIONARIES 
NOTE BOOKS 





a 
AT 
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SCRAP BOOKS 


in ENVELOPES lo 

_ PERSONALIZED NOTE PAPERS |) 2< 

Ls > 4 ~~ 
x<HOOL SUPPLIES 


ADDRESS and ENGAGEMENT BOOKS 











ASH TRAYS 
BLOTTER SETS 4 
ar ELECTRIC DESK a 

MEMO DISPENSERS 

PENS ond PENCILS - 

PERPETUAL CALENDA 

TABLE LIGHTER 

ST FINDERS 

MAPS and GLOBES 

TAPE DISPENSERS 

ad y ROOK CASES 
DESK ond CHAIR: 

4 FILES ond CABINETS 

C¢ FOLDING CHAIRS 
PORTABLE TYPEWRITERS 
PLANT STANDS 
BASKETS 

UORESCENT DESK LAMPS | 

WALL CLOCKS 

BRIEF ASES 

KEY CASES end WALLETE 

GAGE 
HUMIDORS 
POCKET MEMOx 
New this year - i ili 
uS year an illustrated list 


of popular business gift items. De- 
signed for either window or in-store 
display. 
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BUSINESS 
For Business People 


6 Pennants 
8" x 83,” 
2 sides 


Lists 


FAMILY 


e For the fourth consecutive year OFFICE 
APPLIANCES is providing dealers with a 
complete Business Gifts for Business People 
Merchandising Kit. 

This year’s kit is by far the most ambitious 
yet produced. You get everything necessary 
for the entire business gift mer- 
chandising program. All the 
creative work is done, the ex- 
pensive-looking display pieces 
are ready to put up and the 
whole merchandising program is 
outlined for you to follow. 

The posters, banners, pennants and sug- 
gestion lists are actually printed in green and 
red, although the green is represented as 
black here. 

The 1958 Business gifts for Business 
People Merchandising Kit is truly comparable 
to a complete, professional advertising agency 
service. It can't be duplicated anywhere for 
the low price of only $10. 

But experience has proven that the most 
successful business gift promotions are those 
started early. So order your kit today. Just fill 
out and mail the coupon below. Your new 
1958 Business Gifts for Business People 
Merchandising Kit will be sent by return 
mail. Of course, order now, pay later if you 
prefer. 


6 Suggestion 
6" x 191," 


Your money back if not 
completely satisfied 


® FRIENDS 





BUSINESS 











3 Mobiles 


Completely strung — 
ready to hang 








a 
for e.g 
PEOPLE... 


Another new and 
exciting addition 
tothis year’s 
business gift 
merchandising 
kit. Printed in 
two colors by 
silk-screen proc- 
ess. A sure atten- 


tion getter! 
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OFFICE APPLIANCES ' 
600 W. Jackson Blvd. ' 
Chicago 6, Ill. | 
Please send my Business Gifts for Business People Merchandising Kit ; 
...+ $10 check enclosed ..-.+ Please bill me. i 
! 

i 

Name Title ' 
I 

Store 
I 

Address City Zone State i 
| 

ad 


meee == =< = oe oe oe ae oe oe oo co cee a a Ge 











CLIPBOARD ATTACHMENT 





a 

J. E. Kroviak Co. 
21 E. 5th Ave. 
Naperville, Ill. 


This clipboard attachment may be 


used on clipboards of various dimen 
sions to secure them firmly in posi 
tion on either arm, leaving both 
hands free for other purposes than 
holding the board or writing on it 


Has pen or pencil holder which keeps 
writing instrument handy when not in 
use. Elastic arm strap is equipped 
with plastic buckle for adjustment t 
proper tension. This device is esp¢ 
cially helpful to those whose work 
requires note taking in precarious po 
sitions and in inventory and stock 
room functions. It also will help the 
student and those engaged in field 
study. 
—Inquiry Card No. 52— 


LIGHT DUTY CASTER 





The Bassick Co. 

437 Howard Ave. 

Bridgeport 5, Conn. 

This floating hub caster provides 
shock absorbing action for lighter 
loads than was previously possibl 

company claims. This is accomplished 
by virtue of its very light duty spring 
The 514-inch wheel caster can handl 
loads between 50 and 150 lbs. pet 
caster. Designed for careful handling 
of delicate equipment, electronic in- 
struments, liquids, and other fragile 


loads, the caster has soft rubber trea 
and ball bearing wheel. The spiral 
spring enables the hub and wheel to 
“float” over bumps and depressions 
with no jolting or vibration to th 
truck. 


—Inquiry Card No. 55— 





UTILITY STEP 


% 





Cramer Posture Chair Co. 

625 Adams St. 

Kansas City, Kansas 

The “Kik-Step” is a handy, new util 
ity step for use in reaching high cup 
boards and storage areas which the 
company is offering for safety and 
convenience in the office, home and 
store. It can be rolled to wherever 
needed with the nudge of a toe 
When weight is applied, the spring- 
loaded casters retract and the base 


gtabs” the floor so that the device 


cannot roll when in use. Clover-leaf 


design allows clearance for the toe 
when stepping up or down. Suitable 


also as stool. 


—Inquiry Card No. 53— 


LECTURER’S EASEL 





Anco Wood Specialties, Inc. 
71-08 80th St. 

Glendale 27, N. Y. 

Chis Anco No. 350 Presentation 
Easel was designed and built to 
meet the demand for a well- 
constructed, attractive yet inex 
pensive lecturer's easel. It fea 
tures a 28 by 36-inch washabl 
chalkboard with pad _ holder 
two 28-inch chart trays (the 
second for storage), easy height 
adjustment from 44 to 80 
inches, metal braces for stabil- 
ity, compactness, portability, 
and handsome finish. 


—Inquiry Card No. 56— 


NEW PRODUCTS ¢0vinued 


MAGNETIC INDEX 





Autopoint Co. 

3200 Peterson Ave. 

Chicago, IIL. 

Operating on a new magnetic appli- 
cation, this magnetic index chooses 
the right card in one easy operation. 
Three lid styles, each equipped with 
the lifetime Alnico V Magnet, are 
available: No. 304 Standard; No. 304- 
1 with Fabricoid insert; No. 305 in 
high style vista dome. The lid lies 
back flat for ink entries, and cards 
slip out for typing. These indexes 
come in brilliant telephone colors: 
jet black, oxford gray, mahogany 
brown, rosewood beige, sunlight yel- 
low, mistletoe green, and _ classic 
ivory. 


—Inquiry Card No. 54— 


LETTER OPENER 
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vas 








New Canaan Engineering Co. 
P. O. Box No. 53 
Springdale, Conn. 
Called the ‘“‘Secretette,”’ this 
type bar letter opener is being 
promoted as “‘the ideal gift’ for 
home and office use. Designed 
specifically to meet the needs of 
the small business and profes- 
sional office, this device opens 
a letter at a time with speed 
and safety. The letter is inserted 
into a slot with one hand and 
the type bar is pressed with the 
other. Cutting blade is heat 
treated and precision ground. 
Has hinge-style trap door for 
easy disposal of scrap. Fitted 
with non-skid rubber feet and 
flanked (or not) with ball point 
pens in matching color 
—Inquiry Card No. 57— 


For More Information Use Inquiry Card Facing Page 66 
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DUO-TANG 


LOOSE-LEAF COVERS 


YOU SELL MORE COVERS 
WHEN YOU SELL 





*The ORIGINAL 
Loose-Leaf Cover with 
Built-in Fasteners 





0. Here they are—the ‘cream of the crop” 
of loose-leaf covers—DUO-TANG. These 
this distinctive, popular creations provide a 
ing real combination of color and quality, 
ae plenty of natural consumer appeal with- 
s of out premium price. 
on With the most complete range of colors 
and materials of any loose-leaf cover line, 
sere DUO-TANG offers your customers a wide 
th selection for all their loose-leaf problems. 
ane Simple briefs—elaborate presentations— 
for utility covers—fancy covers—catalog 
itted covers—instruction manual covers. All 
oint at down-to-earth prices. 
Contact us and let us show you how this 
“imitated but never duplicated’”’ cover can 


play a great part in your sales picture. 


pens 





200 South Peoria Street, Chicago 7, Illinois 
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EXECUTIVE OFFICES 
Distinctively different 
furniture for the 
president or the man 


on his way up. 


GENERAL OFFICES 
Beautifully designed 

and styled, 

engineered to do every job 


in every office 


ee 


= 
on 


4 
. 


| 


nt 


STEELCASE 


The most complete line of fine steel office furniture in the world . . . for every of- 
fice, for all your clients. For full details on our valuable dealer franchise plan and 
a copy of our new illustrated brochure, write: Steelcase Inc., Dept. O, Grand 
Rapids, Michigan. In Canada: Canadian Steelcase Co., Ltd., Don Mills, Ontario 


i 
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Dignity, Efficiency, Elegance — This Neoclassic presentation of Wood phn Furniture by Aime 
is the ultimate in creating an atmosphere of the successful business. Subtle contours aes 


‘iam 
SH s 


of beautifully finished Cherry and Walnut Woods makes an office of distinction. 








Sales Stimulators 
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Venus Pen & Pencil Corp., 500 Wil 
low Ave., Hoboken, N. J has { 
out a three-dimensional counter 
chandiser to promote its new 
PEN-cils. It features three dozen PEN 
cils and copy about the company’s 
year-long writing guarantee for tl 
product. 

—lInquiry Card No. 101— 
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Leathercraft, Inc., 2320-26 S 
Western Ave., Chicago 8, Ill 

is making this counter o1 
window stand available to deal 
rs in briefcases and_ similat 
products. It will display in a 
small space a brief bag, attache 
case, zipper case, or ring binder 
Company's 1958-59 catalog may 
be had for the asking 


—Inquiry Card No. 102— 


The pen +o buy... The pen to give 





WRITES serr 


ER - LASTS 


All-Rite Pen, Inc., 241 Hudson St 
Hackensack, N. J.—has launched a 
Crystal-Clear presentation package 
for its Hidden Helix ball pen. The 
new item, called ‘Solitaire 
shipped in dozen lots as a compa 
counter/wall display. It requires a 
space of 9 by 3 inches and measure 
10% inches in height. Printed sur 
face is in black and gold. The tran 
parent acetate box may be re-used a 


ict 





The George F. Cram Co., Inc., 
730 E. Washington St., Indian 


a container in the home or office . ; : , 
—Inquiry Card No. 14: apolus . Ind. — has issued a 

new complete catalog ot 

globes, maps, and atlases 

Called No. 68, it uses full col 


Stempel Mfg. Co., 2830 Roberta St or and offers a complete rang: 


Dallas, Tex. has a new clipboard of sizes, styles, prices and col 
display series which emphasizes its ors. Write company at P. O 
product’s ‘1001 uses.” Three point Box 426 for the catalog 

of-sale display pieces feature cartoon —Inquiry Card No. 106— 


sketches suggesting clipboard 
These pieces can be used in 
ways on the counter and in t win 
dow to attract customer attention 
Space for price and dealer 
provided. 

—Inquiry Card No. 105— 
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Wilson Jones Co., 209 S. Jeffer- 
son St., Chicago 6, Ill 1S 
offering its “Buddy Jr.” staplers 
on bubble-pack display cards 
which can be hung on peg 
board displays or racks. A cleat 
plastic bubble holds the all 
metal stapler and 1000 staples 
in a re-usable plastic box. The 
back of the card lists scores of 
ways in which a_ pocket-and- 
purse stapler like this can save 
time 


—Inquiry Card No. 103— 





C-Thru Ruler Co., 827 Windsor St., 
Hartford, Conn is offering a new 
8-page folder designed to serve as 
precision-made ruling and drawing 
devices, illustrated with full descrip- 
tion. Space on front cover is for 
dealer imprint. Available on request 
statement enclosures. It features eight 
without charg¢ 


—Inquiry Card No. 107— 


For More Information Use Inquiry Card Facing Page 66 
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MARSH 
MARSH 


MARSH 77 


FELT-POINT PEN 
MARKS ON ANY SURFACE 
WITH INSTANT-DRY INK 





ee [aie eae] 
MARSH. 77 


FELT-POINT PEN 
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EASY TO USE—EASY TO SELL 
MARSH 77 FELT-POINT 
PENS AND MARKERS 


Marsh 77 Felt-Point Pens and 

Squeezo Markers mark anyplace, on 

any surface .. . with a smooth, continuous flow 
of quick-drying, smear-proof ink. 


They are used in factories, offices, 

stores, schools and homes for drawing, 
lettering, marking, and a growing number 
of other purposes. 


The items you see here move fast and 

make quick, easy profits for you. . . boosted 
to all your customers by our aggressive 
national advertising and convention 

exhibit demonstrations. 


Order your stock today and make your mark 
in this ever-expanding market. 


No. 2 Kit with Cleaner *4.95 


Marsh 77 Felt-Point Pen, 4 oz. ink, 
4 oz. cleaner, 1 doz. extra Felt-Points, 
in attention-getting self-display box. 


To order, specify doz. #2 kits. 





No. 4 Drawing and 
Lettering Kit ‘12.00 


Perfect for sketching, posters, etc. 

Contains: 4 Marsh 77 Pens with colored barrels 
to match ink; 4 cans ink (black, red, blue, 
yellow); 1 doz. extra assorted Felt-Points. 


To order, specify doz. #4 kits. 





No. 1 Personal Set °3.25 


Marsh 77 Felt-Point Pen, can of ink, 
two extra Felt-Points, in attractive box. 


doz. +1 sets, 





To order, specify 
Assortment A, B or C. 

Assortment A—Colored barrels and black ink. 
Assortment B—Colored barrels, ink to match. 
Assortment C—Black barrels and black ink. 
Standard assortment of colored barrels — 

4 black, 4 red, 2 blue, 1 green, | yellow. 


New Squeezo Marker 79¢ each 


Contains water-color ink for drawing, 
lettering, coloring on porous surfaces. Feed 
ink to the Felt-Point by squeezing flat sides 
of plastic bottle. Gives months of marking. 
A “throw-away” with no refills. 


To order, specify doz. Squeezos. 
Packed in solid color dozens or standard 
assortment dozen. Colors: Black, red, 
blue, green, yellow, orange, violet, brown. 


MARSH 


Marsh Co. 
83 Marsh Bldg. 


Belleville, Illinois, U.S.A. 
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Vanguard by Maria Bergson Associates 





A man’s own chair personally adjusted 
to fit like a well tailored coat... 
Sustained comfort of genuine 
foam rubber back, seat and arms. 
Walnut in oil or lacquer finishes. 
Leather or fabric all over 


or leather with a fabric seat. 


THE Taylor CHAIR COMPANY «+ Bedford, Ohio 


Los Angeles: 3424 San Fernando Rd., Tel: Clinton 70646 
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How INVINCIBLE’S 
beauty-protected desk tops 


protect your profits and service costs! 
































Invincible beauty complements a 
multitude of features for extra strength, 
efficiency and salability. For example, 
exclusive stainless steel binding is an- 
chored to desk top edge for lasting pro- 
tection against chipping, cracking, 
warping and dirt-in-under. Eliminates 
repairs, servicing, or costly replace- 


* 


In Caneda: 





A.R.D 





ments. This square edge binding also { 


pany, Lid., 
1162 Caledonia Rood, Toronto 10, Canada. 












helps make possible perfect-fit align- 
ment of Invincible modular groupings. 

Square-edge tops available with finest 
Textolite or linoleum coverings... 
molded edge tops (upper right), with 
finest linoleum,. Both types are inter- 
changeable to permit maximum “cus- 
tom” selection from a minimum space- 
saving inventory of basic desks. 





Graceful molded-edge tops, 
too, have stainless steel bindings 
(plus corner caps) to prevent scuff- 
ing, warping, etc. Handsome lino- 
leum coverings overlap generously 
for firm agchoring under bindings. 








Top rigidity doubly assured 
by W reinforcements (above) exclu- 


sive with Invincible desk tops. And 
any shock to top is transmitted 
harmlessly to floor by pedestal 
framing structure in desk chassis. 











Be the Invincible Man with the 
office plan — as featured in In- 
vincible’s smashing full-color ad 
campaign in the magazines your 
prospects read. Write Dept.811 for 
Office Planning Kits now! 
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(Illustrated above) 
CLIX MODEL 3 — 3-HOLE PAPER PUNCH 
For 3-ring binder sheets 11” x 82”. Punches all 3 holes in one 
fast operation. No gauges to set or places to mark. Weighs less 
than 20 ozs. LIST $4.00 







MODEL 32 — For 2-hole or 3-hole sheets as 
required. Adjusts instantly by snap button. Takes 

sheets from 6” to 12” long. 
LIST $6.50 







CLIX 
2-HOLE 






MODEL 2 
Punches 2 holes spaced 2%” on centers for 
sheets from 5” to 12” in size. Gauge-marked 
in Y2” graduations. LIST $2.50 









MODEL 7 — Some size and precision action as 3-hole style, but 
punches 7 standard holes in 3-1-3 order for 11” x 8%” sheets. 
LIST $7.50 
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AMERICA’S biggest selling, most popular 
line of three-hole paper punches. Hundreds of 
thousands in use by nation’s top industrial 
concerns, insurance companies, U. S. Gov- 
ernment departments and armed services. 
Completely dependable and trouble-free con- 
struction. Durability and efficiency proven 
by 20 years of constantly expanding sales. 
Display and merchandising aids available. 
Get more Paper Punch business — feature 


the famous line of CLIX Paper Punches! 





NEW ENGLAND 
PAPER PUNCH CO. 
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BARKLEY surevies 


FOR OPEN SHELF FILING 


. are the result of wide experience in this field, tempered with 


continuous contemporary surveys to guarantee installations geared 
to today’s demand for maximum record-handling efficiency. Behind 
this modern approach is traditional Barkley quality in both crafts- 
manship and material. You will find no finer line of filing supplies. 


WRITE FOR CIRCULARS, PRICES, 
AND ADDITIONAL INFORMATION 


Cc. L. BARKLEY & COMPANY 
1220 W. Van Buren St. « Chicago 7, IIilinois 
Dept. 0. A. 























a FILE FOLDER for every purpose 


Over 200 different file folders to choose from — 
single top, double top and system folders of 
highest quality sulphite stock for strength 
and durability. 





ASK FoR BARKLEY 


and get the BEST 
in Filing Supplies 
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TABULATOR 
CARD GUIDES 
INDEX CARDS A complete assortment of top 
quality Bristol and Pressboard | °*” 
Of finest card stock. 300 line and 200 Tabulator Card Guides for all “ ™ 
line ruled and blank cards in a variety applications. Blank guides fo 
of colors. 3x5, 4x6 and 5x8 sizes. vertical filing also carried. 















PRESSBOARD FILE FOLDERS 


Heavy pressboard file folders with stroy 
expansion “W” shaped cloth gusset to hj 
great bulk of file matter. Self Tab, Metal 
or Barkley Tab. 











Gummed Folder Labels 





Cc. . Barkley & Co. e \ 
j 3* Le, tossceren it., toago) | 





—_—_ 





Jl ' 
1, ALLIED TIRE COMPANY 


Perforated and typewriter - 
in pads of 500, your choice of 
colors. Colored labels or whi 
with colored border. 
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CARD GUIDES—INDEXED 


A complete selection of card guide VERTICAL FILE GUIDES 

sets of Bristol and Pressboard in all 

standard sizes. Includes sets of A-Z Pressboard and Manila File Guides with 
index with from 25 to 3000 div., 25 to 3000 A-Z div., also Days, Months 


Days, Months, and States. and States, All popular sizes. 

















FILE FOLDER SETS 


High grade Leatherette for greatel 
durability. A-Z set with 25 div., Days 
and Months — each in a different colo 


REPORT FOLDERS iGuaa 


Spanish Grain Leath- 
erette report folders 
with embossed border 
and panel available in 
8 colors. Universal fas- 
tener for 2 or 3 hole 
punching. ‘ 
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PORTABLE 
BOOKCASE 


COMPTOMETER ¢ _, 
DESK ¢ 









SPEAKERS STAND 


TABLE MODEL 
LECTERN 
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MAGAZINE RACK 
(Small Size Available) 





ALL-PURPOSE DUPLICATING 


MACHINE STAND AND National advertising will appear in leading publications to 
STORAGE CABINET 





PORTABLE LECTERN 








wemre § Here is how Smulh System 


helps build your sales— 


NeW OFFICE FURNITURE 


A line of metal furniture that is functionally designed for these 
| huge markets. Durability and quality combined with style and 
colors to appeal to the modern discriminating taste ... A 
versatile approach to the specialized needs of these markets. . . 
Steel furniture with lasting finish and work surfaces of Fiberesin 
give long—long wear on Smith System products . . . even under 
extremely harsh conditions. Priced in a range to appeal to 
economy minded buyers. 


NeW EFFECTIVE SELLING AIDS 


acquaint your customers with this exciting new line of Smith 
System furniture. Direct mail, envelope stuffers 
describe products. Cataloging service to help 
you sell. All selling aids are available to Smith 
System distributors. If you have not already 
introduced this line to your market—Act 
now — let us supply the full sales building, profit 
building Smith’s distributor program to you. 


i 





—“-MAIL COUPON TODAY=- 


Ss th SINCE 1905 
System MANUFACTURING COMPANY 
212 Ontario St., S.E., Minneapolis 14, Minnesota 


- I am interested. Please send me full distributor information along 
with samples of sales promotion aids. 


| 








Name Title 
Company 

Address 

City_ State 
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The Bradley Corp., P. O. Box 1340 
Grand Central Station, New York 17 
N. Y¥.—has announced the avail- 
ability of a new folder entitled ‘‘Cash 
Sale Ideas.’ It was designed to help 
stationers who are looking for addi 
tional self-selling cash sales _ in 
stationers’ specialties, deck acces 
sories, and other of the company 

line. 

—Inquiry Card No. 108— 





Penco. Div., Alan Wood Steel Co., 
100 Brower Ave., Oaks, Pa has re 
leased Bulletin No. B-70 which illus 
trates and describes four styles and 
ten sizes of Penco bookcase shelving 


[This 4-page, two-color piece gives 


omplete, detailed dimensional draw 
ings for simplifying, planning and 
lering. Ask for it by number at 


ibove address 


—Inquiry Card No. 109— 


New Catalogs 








Krueger Metal Products Co., 1056 W 
Mason St., Green Bay, Wis.—has pub 
lished a new general line catalog, No 
800, which illustrates and describes 
the company's line of steel folding 
chairs, tablet armchairs, portable t: 
bles and other products. Requests on 
business letterhead will be filled 
—Inquiry Card No. 121— 


Gardner Rubber Stamp Co., Wilkes 
Barre, Pa.—has just released its 
1959 catalog which fully illustrates 
and describes the firm's line showing 
type sizes and styles of both stock 
and custom-made stamps, daters 
time stamps, and automatic number 
ing machines. A special section is de 
voted to personalized pencils and 
“Penci-pens.’”’ It is available to the 
trade along with price list 
—tInquiry Card No. 124— 





The Georgia Co., Inc., Dept 
S., 276 Fifth Ave., New York 1 
N. Y announces the avail 
ability of a color booklet on 
Saranspun, the drapery material 
which is adaptable to any in 
stallation. Swatches in the col 
ors now available are included 
Booklet may be had by writing 
the above address 


—Inquiry Card No. 122— 


Reliance Pen & Pencil Corp., Dept 
PC. 22 S. Sixth Ave., Mount Vernon 
N.Y for the first time in_ thirty 
years has published an _ all-inclusive 
illustrated catalog, describing in de 
tail every item in their line. It fea 
tures a wide selection of black and 
colored lead pencils, specialty pencils 
ball point pens, erasers, and related 
items. This 32-page two-color book is 
vailable free to all stationers and 
jobbers 


—Inquiry Card No. 125— 








SALES STIMULATORS continued 


Gardner Rubber Stamp Co., 166 §S 
Washington St., Wilkes-Barre, Pa. 

is packaging its new Penci-Pen in lots 
ot a dozen in a red-yellow-and-blue 
cut-away box which carries space for 
the dealer's name. The manufacturer's 
name does not appear on the box. 
Penci-Pens may be imprinted to deal- 
er's order in a single line up to 40 
characters 


—Inquiry Card No. 110— 


Filing 
Supplies 


Stationery 
Specialties 


The Weis Mfg. Co., Monroe, Mich. 
~ has published a new price list 
(September 1) covering all of the 
company’s products. The company’s 
hling supplies are illustrated in this 
68-page booklet 

—Inquiry Card No. 123— 


Art Metal Construction Co., James- 
town, N. Y has put out a catalog 
in color on its Modulars. Work sta- 
tions “tailored to fit every office posi- 
tion” are shown and described in de- 
tail. Layouts also are given 


—Inquiry Card No. 126— 


For More Information Use Inquiry Card Facing Page 66 
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The FINEST BLACK COPIES 


will come from your Customers’ Duplicators 
when they use CODO BLACK-0-GRAPH 


¢ Exceptionally Clean To Handle 













¢ Leaves No Stains on Hands or Machine 
e Easy to Erase and Make Corrections 
® Does Not Require Special Fluid or Copy Paper 


¢ Gives Sufficient Copies for Average Requirements 


SPIRIT 
DUPLICATING 


OX G 








CODO MANUFACTURING CORP. 
Dept. OA 


| 

| 

| Leetsdale, Penna. 

7 Send us samples of Codo’s Black-O-Graph 
| Master Units 

| 

, NAME........ 

| ADDRESS 

: CITY STATE 

| 


Lo — MANUFACTURING CORP. — 


Factory: Leetsdale, Pa. 


NEW YORK CHICAGO PITTSBURGH 
79 Madison Ave. 564 W. Monroe St. 401 Wood St. 
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The Bank of England Series... by Boling 





AA 


6712 6713 


i Aptly named, the Boling Bank of England Series lends 
an impressive air of dignity, of prestige, to any office 
| decor. Ideal for reception rooms, institutional offices. 
: Boling Bank of England chairs are time-tested favorites, 

6700 preferred because of their fine construction and enduring 
style. A continuous U-type, steam bent box rail, and 

SERIES securely fastened one-piece, steam bent back posts insure 
; long, satisfactory wear. Available in Walnut, Mahogany, 
Light Oak or Softone finish. 


ee rh 


OUR 54th YEAR 


BOLING CHAIR COMPANY 
SILER CITY, NORTH CAROLINA 
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NU-KOTE 
PULLS PROFITS 
UP- 


INVENTORIES 


DOWN! 


/58 OA—11/58 





The original plastic-base type- 
writer carbon, with a brand- 
new kind of cleanliness 
and durability 


When NU-KOTE goes on your shelves, down goes 

your space-wasting, capital-freezing inventory! 

Here’s a one-weight, one-finish typewriter carbon 

whose new printing press principle of making 

impressions is exactly right for any typewriter and 

just about any copy job. 

Also your sales staff can forget about complicated 

weight and finish facts—and merely concentrate 

on this short, sweet selling story: 

e NU-KOTE copies won't smudge. They stay 
clean, keep typists’ hands clean. 

¢ NU-KOTE outlasts ordinary carbons 3 to 1. 

¢ NU-KOTE copies are sharp, clear all the way. 

Yes, a profit-puller plus, as you'll discover at first 

hand as a NU-KOTE dealer! For details plus a 

free sample of NU-KOTE, send in the coupon 

without delay. 


P.S. Another profit-puller plus: fast selling 
Burroughs adding and cash machines. 


SEE US AT THE NSOEA CONVENTION, BOOTHS M-12, 13 
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FREE SAMPLE! GET DEALERSHIP FACTS! 

DEALER SALES DEPARTMENT 

BURROUGHS CORPORATION, DETROIT 32, MICH. 

C) Without delay send me a FREE SAMPLE of new NU-KOTE 
Typewriter Carbon 

0D Also information on how I can become an M&V NU-KOTS dealer 

OA-91 
NAME 


FIRM NAME 
FIRM ADDRESS 


CITY ZONE STATE 
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In Other Lands 





Manchester Exhibit 


Attracts Interest 


By S. E. Rhodes tancashire Press Agency 


267-269-271 The Corn Exchange, Fennel! Street, Manchester 4, Englana 


There was much interest shown the latest Business Effi 


ciency exhibition, held at City Hall, Manchester, from Septem 
ber 22 to 27. 
This was the largest exhibition 


office equipment ever held 


outside of London. Even so, the available space was not ade 


quate to meet the requirements of all intending-exhibitors, and 


this in itself is an indication of the rapid growth of the offic 
equipment industry these days 

One range of unusual design was that of Carson Bros. (Pro 
ductions) Ltd. In less than 10 years two brothers, Alex and 
Michael Carson, aged 25 and 20 respectively, have built up a 
thriving business. They are shortly moving into a new modern 
factory at Basildon, Essex, which cost $80,000 to build and 
equip. 

The range of Cambridge Office Furniture was unusual in so 
far as it was in teak — a wood, it is believed, which has neve: 
previously been used for a general range of office furnitur 


The suite, for use at managerial lev omprises a desk, writing 
table, side-table, cupboard, bookcase. chairs et: 

At this stand was a ‘New Look” in office desk design. The 
top of the desk exists without visible means of support. It is 
suspended several inches above the pedestals by means of spe 
cial holders. The pedestals are detachable and may be used in 
dependently as side-tables. 

Another firm of office furniture 
(Southall) displayed a six-sided, fre 
mahogany, measuring 108” by 42” 
the right hand pedestal and two box drawers on the left, pro 
viding ample writing space for six 
at once. 

Adapta-Charts Ltd., which includes among its 
U. S. Air Force, produced a new picture wall chart on the door 


of which was mounted a print treated with a plastic finish for 


inufacturers, Abbott Bros 
conference table in 


snaped 


fitted with filing drawer in 
executives to meet togethe 


customers, the 


easy cleaning. When the door opened a complete wall chart 
was revealed, but when closed not only was all the information 
concealed, but the wall decoration was complete and informal 

Broughton and Co., (Bristol) Ltd 
Britain of the new German Rheinmetall calculating, adding and 
invoicing machines. 

From Dacron (Plan-O-Matic) came a desk with the Plan-O 
Matic system built on. In addition, there were many examples 
of the company’s wall boards, the basis of which is rotating 
discs, each numbered from 0 to 9 and in six colors making a 
compact system which enables as many as a thousand stock 
items to be traced on a panel 25 by 58 inches 

Olympia Business Machines Co., Ltd., showed for the first 
time in England, the newest and clai: 
date electric typewriter, the SGE as well as a wide range of 
equipment in the various ranges produced by the company 

Ellams Duplicator Co., Ltd 
cator, which uses an entirely new method of reproduction, it is 
claimed 
Copies are reproduced by means of a chemical reaction in 


sponsored the debut in 


ed to be the most up-to 


exhibited «a dry process dupli 


It employs no ink, stencils of liquids of any kind 


the special copying paper used. All the materials needed for 
duplicating are contained in a small wooden box 

The firm's Hector Spirit Duplicator also marks the company’s 
entry into the spirit duplicating field. The Hector incorporates 
semi-automatic damping and automatic copy counter in its fea 
tures. 

New from Chubb and Son's Lock and Safe Co. was a fire 
resistant unit designed to protect between 1,500 and 2,000 double 
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Automatic Typewriters . . . have been introduced in Britain 


Here Mrs. U 
of Cusson 


M. Armour demonstrates a machine at the firm 
ns & Co., Ltd 


elephant Or antiquarian size plans in Irawings in on cabinet 


Remington Rand Limited demonstrated a new fire-resistant 
desk of the 


| 


two-pedestal type with four drawers each deep 


enough to accommodate a safe ledger tray of cards 


Evertaut Seating Limited showed specially designed ad 


justable chair which has the mechanism enclosed in oil and 
thus squeaking is prevented while th echanism is maintained 
in good ordet 

Double and single-pedestal desks with nylon glides for thé 


box drawers and rubber stops to eliminate noise came from G 
A. Harvey and Co. Ltd 
The old-established company of Percy Jones (Twinlock) 


Limited, demonstrated adjustable mailing trays with spring- 
loaded arms and tilt plates set at an angle for good visibility 
Snap-Apart’ sta- 


tionery. Multi-part stationery inter-leaved with one time carbon 


One newcomer to the Twinlock range is 
zum tipped and perforated at the head, is being used more and 
more in the modern office. They increase efficiency and Save 
time and specimens of recent multi-part stationery were on 
show 

Another new line exhibited for the first time by this firm was 
the Plastic Zipper Ring Book. A quality production made of 
P. V. ¢ 


handsome appearance, the zipper is ideal for business men or 


well-known for its long and hard wearing qualities, of 


women who carry notes or papers in connection with their 
profession 
The RUI 


typewriter to be linked to an adding machine or addling/listing 


organisation displayed a unit which enables a 


machine and any figures typed in certain selected positions on 


the typewriters platen are registered automatically on the add 
ing machine 
[he automation of commercial offices in Britain has pro- 


ceeded at an accelerated rate in recent years and another big 
step forward’ is the introduction into Britain of the auto-typist 

The sole distributor for this equipment in Britain is British 
Equipment Co., Ltd., who markets it through the Auto-Typist 
Auto-Typist into the 


North of England was marked by a press conference organized 


I 


Division. Recently the introduction of the 
by Geo. Crichtons (Business Machines) Limited, who is handling 
distribution in the north 

The conference was a great success, and in view of the rapid 
growth of mail order business and the need for personal letters 
to be sent on an ever increasing scale by business houses, it 


would appear that the Auto-Typist is likely to find a rapidly ex- 


if naing irket 

Che relaxing of the regulations regarding dollar imports into 
Britain, too, is likely to be another factor which will tend to 
speed-up t ipplication of this machine in Britain 
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Here’s your free ticket to 
our GRAND STAND 














And it is a grand stand—-a handsome, 
strong, all steel stand finished in 
cocoa to match the Hercules Vaults. 
Furthermore it rides on casters—can be 
moved easily without unloading. 
That’s a real advantage. And it takes 
only 3 sq. ft. of floor space. Included 
with it at no extra cost is a metal 
holder containing 200 Home Vault 
folders which attaches to either end 
of the stand. 


And you can have this grand stand 
free by ordering approximately $150 
worth of Hercules Home Vaults at 
your cost. How about it? Christmas 
is coming, remember! 


it 
‘ EIL JN Producers of the most complete line of insulated products: A, B and C label safes, insulated files, 


money chests, vault doors, home VAULTS®—as well as business machine and typewriter stands. 





| MEILINK STEEL SAFE COMPANY + TOLEDO 6, OHIO 
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Industry Meetings 








Woman Gets Top Award Mrs. Lorraine Werler, Chas. E 
Stott Co., Washington, D. C., receive 
Year award from Bob Johnson. president of the 


Dealer Salesman of the 
Pe nm Mar Vo 
Travelers Club 


Woman Chosen Top 
Dealer Salesman of the Year 


Mrs. Lorraine Werler, Chas. E. Scott Co., Washington, D. ¢ 
was selected as Dealer Salesman the Year from the Balti 
more, Washington, and Richmond areas. She was honored at 
the second annual sales rally sponsored by the Penn-Mar-Va 


Travelers Clubs in njunction with the Baltimore 
Richmond and Washington Stationers Associations 
and held at the Elks Club in Washington, D. C. on 
September 18. Runner-up for the honor was Frank 
Thacker, Everett Waddey Co., Richmond, Va. Third 
place went to John Mobberley, Woodhouse Staty. Co 
Washington, D. C. 

An enthusiastic crowd of dealers, dealer's salesmen and man 
ufacturers enjoyed an hour of good fellowship and then lined 


report 








Second-Place Winner Frank Thacker, Everett Waddey Cc 
Richmond, Va., gets his award from Bob Johnson 


up for a fine buffet dinner. Karl Koops, S.E.&M. Vernon Co 
chairman, did a fine job as toastmaster keeping the affair run 
ning smoothly 

Homer Lay, manager of NSOEA, gave a f summary of 
the record of sales rallies throughout the ntry and explained 
the basis of the awards 

Fred Milner, Jos. Dixon Cr le ¢ offered si valuabl 
suggestions on selling and salesmanship. Giving a new mean 
ing to the fundamentals of salesmanship, he reminded his 
audience of the necessity for keeping selling methods up-to 
date. The need for definite sales oals was stressed; successful 
salesmen can't rest on past laut H nthusia s 
a most important sales ingredient. When sales t right 
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Third-Place Honors . . . go to John Mobberley, Woodhouse 
Staty. C Washington, D. C 
lon't bla the target improve Ut im he oncluded 
Charles Mortenson, NSOEA general manager, earned a full 
round of applause with a short but meaningful talk in which 
he reminded his listeners that the industry ofters sales oppor 
tunities unlimited. He stated that serving basic needs of busi 
ness calls tor high type ot salesman hip to perfor the mis 


sion successfully 


Fred Richardson, national sales manager, Co ercial Prod- 
ucts Div., Minnesota Mining & Mtg. Co., presented an in- 
spirational address, the theme of which was expressed by his 
closing admonition Business is good if we are willing to 


expend the 
He cit 


a turn for the 


ffort to get it 


napter and verse to show that business has taken 


better. He introduced figures, pointing out the 


tremendous opportunities ahead Salesmen who are fully in- 


formed and fully trained are getting the business, he said. 


He believes it is essential for salesmen to spend a minimum 


of 5 to 10 


they sell. No 


inutes every day learning more about the products 


vocation offers greater opportunity than sales, but 


the salesmen must have the attitude, and believe, that business 
will be good if they are willing to go after it, he concluded 
The awards to the dealer salesmen were presented by Bob 
Johnson, president of the Penn-Mar-Va. Travelers Club 
Metropolitan Travelers Club in Session 
Emil J. Contreras, Joseph Dixon Crucible Co., the new presi 
dent of the Metropolitan Travelers Club, got the first meeting 


ot the season off to a rousing start by hosting pre-dinnet 


cocktail session at the Gramercy Park Hotel Tuesday, Septem- 
ber 9. Toasts were drunk to Herb Gray son, secretary and treas 
urer, Ace Fastener Corp., upon having reached his 40th year, 
vice-president Jim Hurley, Oxford Filing Supply 
been made a grandfather last September 1 


esident George Nicklaus, 


and to second 
Co for having 

Tribute was paid as well to Past Pt 
sented with a token of th lub’s 


who was pri appreciation for 


the services which he rendered during his term of office 


The major order of business of the evening was the up-com- 
ing Eastern Commercial Stationery Show being held in October 
Show Chairman Milton Stone, Stone-Newman Associates, re- 
ported on ti progress which had been made so far and 


Moldow, Martin M. Moldow Associates 


Martin M chairman 
of the sal ommittee, filled in on rent booth sales to date 
J. L. May Co. Holds Annual Outing 
NEW YORK CITY 
J. L. May Co., division of May 1 & Label Corp., New 
York City, held its annual outing recently. More than 250 en 
ployees, relatives and friends participate 
Among tl ays events were th isual cook-out baseball 
foot race bingo and other contests. TI factory feated the 
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RECORD STORAGE BOK 


STAXON STEEL 


TRANSFER Fite 





For Accessibie Drawer-style Storage 
of Inactive Records 


“Builds Its Own Stee/ 
Framework” 


4 ways 


to low cost tandem + 


. eeek Ff tet 5 FILE 


record storage 





Sell this foursome of perfected prod- 
ucts for full coverage of the record 
storage market. Each fills a particular 
phase of efficient, modern filing for 
your customers. For further facts and 
features on these Bankers Box prod- 
ucts and how they can fit your profit 










picture, write today for complete in- For Efficient 2-Way Supplementary Storage 
formation and dealer packet. “One Size for Either Letter 
or Legal Filing” 
XERS 
S\hy* 
- BANKERS BOX COMPANY 
IN? Specializing in Record Storage Equipment Since 1978 
INU 2607 N. 25th Avenue: Franklin Park, Illinois (Suburb of Chicago) +» GLadstone 5-7700 
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Offureps Launch 
Seminar Series 


NEW YORK CITY 

The first fall seminar of a ri sponsored by the Offurey 

Club of New York for the benefit of New York office furnitur 

dealers and their salesmen was launched with a dinner meeting 
at the Brass Rail restaurant on Thursday. Septemb 


participants heard Howard Gunlocke, presid 
and William K. Wilson, vice-president of 


Some 95 
Gunlocke Chair Co., 


sales, Diebold, Inc. give pointers that lead to greater sales effort 
and increased understanding of the selling job ahead 

In keeping with the purpos f the seminars to raise tl 
selling standards of dealers in the metropolitan area, Mr. Wil 
son presented a gold mine of facts and figures on records pro 
tection. This was calculated to answer all objections and pat 
excuses which prospects commonly level at safe salesmen. The 
term “safe” should never have b ipplied to some of the in 
sulated record containers offe: for sale today, Mr. Wilson 
said. 

“The big breeder of false security is the so-called safe 
Any safe made prior to 1918 is obsolete and cannot be expecte 
to protect its contents in a fir the speaker assert 

Hitting hard at the fallacious beliefs of many businessmen 
who are unenlightened with respect to t need for records 
protection, Mr. Wilson cited the prospect o says: ‘Fire can't 
hurt us—we have duplicate 1 rds.” Another will say We 
are in a fireproof building—ou ords can’t burn.”” And sor 
prospects point to the sprinkler system as a guarantee against 
fire loss—despite the fact that in s 30% of fires, sprinklers 
fail and are capable of doing rm to records than the fire 
itself. Though all standard fire insurance policies stipulate that 
the policy does not covert re Or Ss na l ana a complete in 
ventory and proof of loss within 60 day fter a hire, som 
prospects state: “I am insut hre wouldn't bother Sucl 
a man will have a difficult ti ‘Ilecting his accounts re 
ceivable, AND his insuran fter fire, Mr. Wilson said 

The speaker stated that nd theis ilesmen coul 
alleviate the existing ignoran aking full use of the in 
formation and services provid y Underwriters Laboratories 


Hmtions simu 


H Is rged tl 


and the standards they hav st 


lating those in a burning bi dealers 


assist their customers throu f f rd charts and 
fire risk analysis equipment ava thro Offurep members 
indicating that this is part of t yral responsibility of an in 
formed specialist to his st prospects, and co unity 

At the speakers table M ( lock n M 
Wilson, were Hugh Morgan nufacturers presentati 
Andrew Nelson, Gunlock pt ntati Jack Barnes, mani 
facturers’ representative; Bert Ebert, York Sate representative 
and Burnham Matthews. president Offuret f New York 

In referring to the cost of tinuit " am featurin 
industry leaders, Mr. Matt that funds for thi 
endeavor were derive ire ! I nit no previ 
ously sponsored by Ofture] g t s 
scheduled for March 21 4 N York | le Show Bldg 
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HOWARD GUNLOCKE (left) ADDRESSES OFFUREPS DINNER MEETING IN NEW 
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YORK CITY 


Chicago Machine Dealers 
Plan Gala Dinner-Dance 


CHICAGO 
Ottice Machine Dea 
completing plans, under 
Jack Weiner lan 


its bigge st events 


l Chicag 


Association 1s 


tne ait tion of 


chairman, for one of 


the annual dinner-dance and entertain 
ent on November 22, in the Constitu 
tion Room of the Morrison Hotel 
The highlight of this ninth annual 


lance and dinner will be the crowning 
f the ladies present as “Queen 
for a Night he lucky lady so honored 


ill receiv bonquet of red roses, pi 


or one 


Sonny Mars 


tures will be taken of her coronation, an¢ 

she will receive a gift from the association 
Other prizes will be 

lancers in the fox trot and in the rumba competitions. 


an Arthur Godfrey Bab-B-Q 


awarded throughout the evening for 


tne best 
Each lady present will also receive 


a special gift 


charcoal pit as 


Chairman Weiner has also listed the entertainment for the 
vening. Music for dancing will be supplied by Lou Brownie 
and his Murcury Recording Orchestra. On the floor show aré 
Nicke and Noel, a ballroom team; Rockee Pryor, a young girl 
ocalist; J Gray, a marimba artist who combines her musi 
al talent with a tap choreography; the Norman Crider Trio, a 


baton twirling act of repute throughout the country; and Jeanne 


Arnold cordionist who will play during the dinner hout 

The show is headed by Sonny Mars, a comedian who is com- 
ng in f Las Vegas, Nev., to act as master of ceremonies 
for th ning 

Evi s invited to attend, and tickets, which are $8.50 
eacl »% Obtained by contacting Lary Walters at 330 § 
Wells St.. Chicago, or Irving Strump, 538 S. Plymouth Court 


The Case of the Missing Noc-Hockey 


What is Noc-Hockey? That was tl 
the New York trade during the month of September, and was 
answered at the September 22 
30 Club held at Rosoff’s Restaurant 
A large owd turned out in eag 


burning question around 


to Dé eeting of the Stationefs 


bi t no No 


hasing Co 


inticipation 


asurer Edward Leventhal, Biddle Pus 


e mastermmd behind this innovation 


sadly ad ! the entourage that delivery had not been made 
n ti for the September meeting at which the “thing’’ was to 
be introd ! So another month of nail-biting ondering and 
inxicty thrust upon the member till the October meeting 
hen Ni Hockey in all its ystil } grand ild make 
if Of ited ippearance 
B to tune in next montl b nd find out 


last ‘ t Noc-Hockevy really 
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NOW SELL...... 


lightest, lowest-priced disc dictating instrument ever made! 








SAALLEST! - LIQHITEST! . SASEEST FO Veer 
SASIEST TO CARRY! . UNIQUE OFE-aEY SemPUICITY) 
OICTATE AT YOUS DESK OF ON Fe GUN 
DOVSLES AS A TRANSCEIBER - 
BSCE FIT ALL GRAT STANDARD MACHINES! 


AGO 


* 
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b-B-Q THE DICTATING MACHINE FOR PEOPLE WHO DON'T LIKE MACHINES | 


This striking 4-color counter demong§tration station produces 





profitable business with a minimum of effort on your part 
it's a terrific traffic-stopper andfoniy the simplest-to-use 
Key-Noter could be left to demofistrate itself! Displays a 
demonstration machine, microphone Pi Bie in @ mile lees 





Nationally advertised! Nationally known! Demonstrates itself! Sells itself! 


The new transistorized Key-Noter is the easiest-to-use, easiest-to-sell dictating instrument ever invented—a full-fledged dictating 
machine not just a voice recorder. And it’s made and guaranteed by one of the Big Three in the dictating machine field. So small, so light 
t tucks into a briefcase. So rugged it takes the toughest daily desk use. So simple your seven-year old can use it with ease. And it 


offers advanced design features not yet in machines twice the size and half again the price! The Key-Noter is changing everyone's ideas 








about dictation and selling faster than we can make them! The ideal machine for business men, doctors, salesmen, students — 
everyone! To find out how you can qualify for exclusive Key-Noter dealership in your area, mail this coupon today! 


, A LIMITED NUMBER OF DEALERSHIPS STILL AVAILABLE 


New Key-Noter 
THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONN. 


| | 
| Yes! Rush me full details on profitable Gray Key-Noter dealerships. 
| Your Name Title | 
: Company Name 
| | 
| | 

a 


4 


Address 


A U DOG RA Pp as | | _City__________tone___State Psat 
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Sales Rally participants inciude pi 

ture at left, H. Doyle May, president of 
Texas Travelers; Earl Story, Governor of 
District Nine; and Charle Mortensen 
general manager NSOEA. Wayne Pre: 
ton, picture at right, was general chair 
man -with F. (Ace) Collins, moderator for 
the panel discussion 


Texas Travelers Stage 


Tremendous Sales Rally 
by ART CARROB 


A “Texas Size” sales rally was held by the Texas Travelers 
Club for District 9 NSOEA at the Statler-Hilton Hotel in 
Dallas on September 9. There was a total attendance of 335 of 


which 213 were dealers 

Interest and enthusiasm was 
the opening gavel until the afternoon session 
without a single person leaving the assembly hall 

Congratulations go to H. Doyle May, president of the Texas 
Travelers; Governor Earl Story, General Chairman Wayne 
Preston and every committee which functioned to make the 
rally a complete success. 

The Travelers announced that their candidate for Salesman 
of the Year Award is Barry Greer of Maverick-Clarke, San 


Antonio, Tex. 


uintained continuously fror 


was completed 


Mortensen Present 

The sales rally was complimented by the presence of Charles 
P. Mortensen, genera! manager of NSOEA, who in addition to 
his excellent presentztion of “Sales Careers Unlimited” made 
his first speaking appearance before members of the stationery 
industry outside of Washington D. ¢ 

Mr. Mortensen underscored th 
his opinion, the stationery and offi 
sales careers unlimited.’ 

—We are in an expanding market where offices are becom 
ing more important every d ople are working 
in these offices. 

—This is an industry that demands creative 


reasons why, in 
otters 


followit 


quipment industry 


ij ind mot 


selling and the 
professional sales approach 

—We have a strong trade association that is providing the 
industry with practical sales and nagement tools 
—We have the opportunities and resources to make our cus 


tomers more conscious of the importance of our industry and 


its services and products. 

And finally, Mr. Mortensen asserted We have the best 
teamwork and the happiest working relationship between deal 
ers and manufacturers I have ever seen in any industry. This | 
can say objectively and with all sincerity, for I have seen many 
industries and in no other tn my experience are the manuta 


+ 


turers and retailers working so we'l together 
Outline Responsibility 
The NSOEA leader told the salesmen that they and the in 
dustry they represent are responsible for “the well being and 


the morale of every office work 


“Next to our homes,”’ said Mr. Mortensen, ‘the surroundings 


and amenities of our offices are the most important physical 
factors in making our work pleasant—in unleashing our abil 
ities and in making us happy and producti itizens. I, for one 


feel that we are very lucky to be part of an industry which 
presents such challenges 

Following Mr. Mortensen, William A. Garrett, sales manager 
of American Telephone & Telegraph Co., talked on “TNT 


114 





(Telephone Needs Technique), supporting same with live-size 


backgrounds and props 
rhe third speaker on the program was O. F. (Fred) Richard- 
son, national sales manager of commercial products, Minnesota 


Mining & Manufacturing Co., who ably addressed the audience 
on “Our Present and Future in Sales 

Mr. Richardson summed up his talk on two points 

1. Personal opinion that the economy is rising and there is 
an abundance of money for goods. Also, the buyer has a right 
to know what he is spending for merchandise and why he 
should buy from a particular representative 

2. The salesman today who is in the higher earning bracket 
earns top money because he is willing to do things that the 
man in the lower bracket is unwilling to do, and also he takes 


of his own time to further his product knowledge 


Hold Panel Discussion 


Ihe final feature on the afternoon program was a panel dis- 
cussion, ably moderated by Marshall F. (Ace) Collins with a 
panel of nine composed of five past governors of the 9th Dis- 
trict—Billy Kimbrell, Marvin Hartung, Gus Trahan, Jack 
Perdue, Al Eiseman and W. H. (Dave) Daveler—together with 
Texas Travelers L. E. (Woody) Egan, Dallas Office Supply; 
W. A. (Wolt) Stempel, Stempel Mfg. Co., and Otto Eisenlohr, 
[he Dorsey Co. Remarkable audience participation prevailed 

Capable and entertaining John Christianson, vice-president 
and general manager of Quality Park Envelope Co., was the 
dinner speaker and his address, “Who Killed the Buyer? 
spiced with a good mixture of humor, was a suitable ending to 
the first Texas Travelers Club sales rally 

The ladies’ program consisted of a Neiman-Marcus tour, Tea 
in the Zodiac Room of the store 
rally dinner 

Plans are already being advanced for next year's rally 


and gattendance at the sales 


Smith-Corona Marchant Appoints 
Two Home-Office Representatives 


Appointment of Carl B. Harris as home office field repre: 
sentative tor Smith-Corona’s Charlotte, N.C branch territory 
was announced recently by Drummond F. Gaines, vice-president 


marketing. Mr. Harris will serve typewriter dealers in most 





of North Carolina and South Carolina, and the southwestern 
section of Virginia. He comes to Smith-Corona with a broad 
background in typewriter sales and merchandising. Following 
graduation from Kings Business College in 1938, he joined the 
U. S. Marines and served until 1952 

Another recent appointee is Raymond G. Sanchez as home 
office field representative for the company’s Richmond, Va. | 


a 


branch territory to serve typewriter dealers in most of Virginia] 
ind the northeastern section of North Carolina i 

Mr. Sanchez 
man in the Atlanta branch territory 
ing in Atlanta earned him the promotion to home office field 
representative. A native of Cuba, Sanchez acquired his highet 
education at Columbia University. Following his discharge 
from the U. S. Navy he was associated with the sales organiza 


joined Smith-Corona about a year ago as a sales 
His success in retail sell- 


tions of several companies, including the Firestone Tire and 


Rubber ¢ 
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here’s the greatest line-up of sales and 
profit boosters you have seen in many a day! 


BORROUGH 


NEW 

















/ 
4 


A | 
> “HANDEE” 


WRAP RACKS ' at CHECK RACKS 




















WRAP CHECK RACKS 





4 new standard WRAP RACK models! 3 new standard WRAP CHECK RACK medels! 
And the new ‘‘HANDEE” CHECK RACK! Every model has the exclusive 3-way hanging 
hanger bar . . . and the non-dust-collecting apex-ridged shelves. Wrap Rack models 
have umbrella holders (3-capacity each) which are a functional part of the rack. 
Space does not permit detailing the features of this new Borroughs line, so Borroughs 


all racks have 
3-way hanging 
hanger bar! 


Richly plated, mar-resistant hanger has prepared a special piece of literature with all the facts. If you are a Borroughs 
bar holds basic number of hangers dealer, you will receive it . . . if you are not, send for it today. Don’t miss out on this 
on front side reverse the bar, 

and you increase capacity 1 hanger big opportunity for more sales — and more profits! 

per foot or use top of bar 

for greatest hanger capacity 


write for full details today! 


if Oo R R oO U 3 al ’ MANUFACTURING COMPANY 


A SUBSIDIARY OF T ICAN METAL PR T PANY OF ' 
OF KALAMAZOO UBS OF THE AMERICAN MET ODUCTS COMPANY OF DETROIT 
3004 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 
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1. Francine Smolka was a sensation 
co Dr. Scat white vicuna mill-end 
dress trimmed with World-Wide rut 
ber bands. She carried a handy ex 
panding wallet 

2. Judith Jones modeled a 
tector chemise dress. Belt i f paper 
clip boxes and hat is of shiny Mylar 

3. The morning dress of Betty Bazare! 
was made of Famous Brands tabloids 

4. Triumph of Roses dress worn by 
Evelyn Seiler. The roses were of yel 
low second sheets aided by touch of 
black sheet-protector inserts 


Horder’s Promotion 
Given Gay Start 


Home talent provided hilarious ent at the bi 


entertain! 


kick-off dinner for the Famous. Brands fall promotion of 
Horder’s, Inc., Chicago office supply firm recently, and the 
menu featured such items as “barbecued spare ribbons roast 


sand urn” and “chopped globe cocktail 
A 12-page tabloid featuring Horder's 


} 


Days” was cleverly exploited for the 


Famous Brands Valu 


njoyment and enlighten 


ment of sales people from Horder's eight stores, executives and 
guests. 
Short talks by President Gressens and Vice-Presidents Seigle, 


Peters and Horr were followed by a full repertoire of entet 
tainment. Included was a Shakespearean soliloquy by salesman 
Nick Furio, in costume, which revealed some hidden merits of 
Famous Brands merchandis« 

The easy life of a salesman was 
and Bea Erickson, from the telephone order department, and 
a fashion show with garments fashioned from office supplic 
was the grand finale. Saleswomen Francine Smolka and Evelyn 
Seiler, Judith Jones, secretary, and Betty Bazarek, store control 
buyer, were models. 


ricatured by Edna Lausch 


Scripts and program arrangement were by Richard Owen, 
in charge of Horder’s map department, and the genial master 
of ceremonies was Arthur Poliquin, manag yf Horder’s furni 


ture and systems department 


Cincinnati Office & Business Show 
To Be Held Oct. 28-30 


Visitors from a wide 100-mil 
pated October 28, 29 and 30 at t 58 Cincinnati Office & 
Business Equipment Show to be held in Music Hall 

The managing committee comprising representatives of th 
office furniture, business equipment and 
sponsoring the 100-booth exhibition has arras 1 for fre 
public visitation from noon to on h of the show 
dates 

John L. Howison, Kel-sall-Voorheis 
furniture and equipment firm ts president an y I ri 
of the show committee. Other . tiv officers include Miss 
Eileen Nock, with the Cincinnati office of Manpower, In 
committee secretary and James A. McDevitt, manager of the 
Cincinnati office of Underwood Corp., treasurer 

Earl J. Winter, of the public relations firm Winter & Winter 

Winter also organized, devel 


Shows in 1955 and 


is business manager of the show 
oped and managed the Cincinnati Offi 


1956. The show was purposely not s luled { the vear 19° 


116 








Office Machine Dealers in Fall Meet 


NEW YORK CITY 

The Advertising Club was packed to the rafters on Septem- 
ber 9 when the Office Machine Dealers Association of New 
York held its first fall meeting. 

President Harold Ritchie, Addressing Machine & Equipment 
Co., New York City, announced that as of that date the total 
Several new members were an- 
Heussner and 


club membership was at 162. 
nounced at the meeting, including George T. 
Seymour Felker, Bohn Duplicator Corp 

The regional meeting being held at Grossinger’s Country 
Club in October was reported on by Sam Kriven, Beacon Type- 
writer Co., New York City. An all-out attendance was urged 
for this very important meeting. 

Harold Peck, Ideal Business Machines, New York City, 
offered a belated report on the national convention which was 
held last June in Milwaukee. 

A guest at the meeting was B. W. Kong, Kong Korean Type- 
South Korea. Mr. Kong is the Simth-Corona agent 
in that country and one of the leading office machine dealers 


writer Co 


in that part of the world. 

Host for the pre-dinner cocktail hour was James Bland, na- 
tional sales manager, dealer sales division Remington-Rand 
Division of Sperry Rand Corp. Jim was on hand, together with 
District Sales Manager William Brown, to display the new 
line of Quiet-Riter portable typewriters and to talk about the 
importance of installment buying to the dealer 

While colored slides were being shown Mr. Bland offered a 
ommentary on the role played by installment buying in the 
American economy. He went on to point out the sales and 


profit potentials for the office machine dealer in the area of 


time payment sales 


Golden State’s Sales Rally 
Set for Jan. 21 in Los Angeles 


Bob Lauterjung, Quality Park Enve 
lope Co., general chairman of the Golden 
State Travelers 1959 sales rally, announ 
es that it will be held on January 21 
1959, at the Statler Hilton Hotel, Los 
Angeles 

The theme for the rally is ‘Let's Pro- 
fessionalize Our Selling’. Chairman Lau- 
terjung has promised a program by quali- 
fied speakers including NSOEA's general 
manager, Charles M. Mortensen. 

Al Baugher is chairman of the “Sales- 
Contest and hopes to have the largest group 





Bob Lauterjung 


man of the Years 
of entries in the history of this competition 
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linear-styled wood desks... 


now priced for general office use 


with full markup to you! 


For the first time here are wood clerical staff desks 
in a mew concept of design for the general office. 
In this new Spacemaster series at prices generally 
associated with ordinary conventional design are 
features and details previously found only in execu- 
tive and private office furniture. 

The linear Spacemaster motif is ideal for any gen- 
eral office, regardless of size. The series includes, in 
addition to the clerical staff desks illustrated: an 
overhang executive desk; a consultation desk; secre- 


tarial desk; and matching tables. Modular units are 


also available. 


JASPER 
OFFICE FURNITURE COMPANY 
Jasper, Indiana 
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NOTE THESE FEATURES, 
now available at surprisingly moderate cost: 


@ Self-edged made-to-take-it plastic tops — walnut 
finish standard, to match walnut woods in all 
other exposed areas (wood tops optional). 


@ File drawers on full progression extension sildes 
for easier opening and accessibility — interchange- 
able in right or left pedestal 


@ Slim-lined, graceful black steel H-frame leg stand- 
ards combine style with strength. 

@ Box drawers operate smoothly on permanently 
lubricated runners. 

@ Knee space panels have 2” densified wood banding. 

@ Arm slide grip machined in lower edge of slide 
— easily accessible by finger-touch spring release. 
No knobs or hardware to catch clothes or come 


loose. 


@ Special design cast pulls, brushed brass finish. 


Attractive new autumn haze finish. 
@ Economical utilization of floor space 
Colored plastic tops and attractive 


perforated aluminum modesty shields 
optional on special order, 
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Horace B. Van Dorn (center), 75-year-old vice-president of 
Joseph Dixon Crucible Co., beams delightedly upon being pre- 
sented with volume of congratulatory messages. Enjoying some 
of the letters with him, on the occasion of his 50th anniver 
sary with the company, are Frank G. Atkinson (left), president 
and Edward M. Cabaniss, chairman of the board of directors 


Joseph Dixon Crucible 
Fetes Horace Van Dorn 


Horace B. Van Dorn—known affectionately as “Van’’ and 
“Mr. Pencil’’ by thousands in the stationery and office appliance 
fields—was the guest of honor recently at a surprise testimonial 
party arranged by the board of directors of the Joseph Dixon 
Crucible Co. to celebrate the 50th anniversary of his services 
in the organization. The party was held in West Orange, N.J 
at palatial Mayfair Farm. 

The veteran executive—he is a Dixon vice-president—was 
presented with a permanently bound, embossed volume con- 
taining more than 250 congratulatory messages from every state 
and from abroad. 

He was also presented with a diamond-studded tie clasp, an 
end table carved from a tree growing in the Joseph Dixon 
Memorial Forest at Ticonderoga, N.Y., and a substantial 50th 
anniversary company check. 

“You should be happy indeed,’ Frank G, Atkinson, president 
of the company, told his honored associate, “in the realization 
that you have been a continual inspiration to our sales force 
to our industry and to thousands of retailers who know you not 
so much as a pencil salesman, but as a warm and intimate 
friend.” 

Edward M. Cabaniss, chairman of the board, also lauded Mt 
Van Dorn’'s loyal services. He said 

“You rightly deserve to be honored. Not only do I congratu 
late you on reaching your 50th year of service, but for having 
made so many friends along the way. It has been a privilege to 
be associated with you.’ 

Leland P. Spore, a director and also president of the Ameri 
can Crayon Co., a subsidiary of Dixon Crucible, declared in 
his congratulatory letter: 

“You are truly representative of the highest type and finest 
traditions of the stalwart individuals who put America across 
in this generation.” 

The industrywide esteem in which “Van” is held was shown 
in the greetings and tributes he received from the heads ot 
many competitor companies. These were highlighted by a lette: 
jointly signed by Richard Lewisohn, Jr., and George Grumback, 
president and executive vice-president respectively of the Venus 
Pen and Pencil Corp., which stated part: “You have made a 
splendid contribution to the pencil industry in this country 

“Mr. Pencil,” acknowledging the plaudits of his associates 
chuckled as he told them, “fifty years ago when I started with 
Dixon, my only worry was whether this was going to be a 
steady job.” 


Business Forms Institute 
Holds Fall Meeting 


WHITE SULPHUR SPRINGS, W. VA. 
Members of the Business Forms Institute, trade association 
of the manifold business forms industry, are looking forward 
with optimism to the final quarter of 1958 and a gradually 
increasing rise in their production and sales. This was their 
consensus at the fall outing meeting of the B.F.I. held at the 
Greenbrier, White Sulphur Springs, W. Va. 

At the meeting, the following were elected as new directors 
of the B.F.I.: M. G. Lewis, president, M. G. Lewis Printing Co., 
Jacksonville Fla.; and Joseph Steir, president, Alfred Allen 
Watts Co., Inc., Allwood, Clifton, N. J 

The members also re-elected as directors, Thomas A. Taylor, 
vice-president, Schwabacher-Frey Co., San Francisco, Calif.; 
William N. Ryan, president, American Register Co., Boston, 
Mass., and Robert A. Addison, general manager, The National 
Carbon Coated Paper Co., Sturgis, Mich 

Lester J. Johnsen, vice-president, Atlantic Register Co., Wal 
tham, Mass., was elected to fill the un-expired term of the late 
R. S. Daugherty, president, Shelby Salesbook Co., Shelby, O 

William C. Lamprechter, vice-president, Stephen Greene Co., 
Philadelphia, who presided at the Business Forms Institute, 
pointed out in his opening remarks that as the sales of business 
forms usually follow closely the general business curve, it is 
significant that for the first seven months of 1958, as reported 
by B.F.I. members, dollar volume was only about 2% below 
that of a year ago for the same period 

Mr. Lamprechter added that from an Institute conducted 
survey, dollar volume was even up in some cases, orders booked 
were fairly comparable with a year ago, that new plants had 
been added equipped and manned, and that sales efforts were, 
of necessity, stepped up to offset rising costs with greater 
volume 

Most B.F.I. members at the Greenbrier meetings agreed in 
round-table discussions that sales were definitely picking up 
in the third quarter, and that the fourth quarter looked bright 


New York NOFA Chapter Holds 
Annual Golf Outing 


WHITE PLAINS, N. Y. 

[Thirty-one hardy golfers turned out to brave the brisk fall 

air and face the challenge of the rather difficult course at the 

Ridgeway Country Club in White Plains, N. Y. for the 19th 
annual New York NOFA golf tournament 


A hard day on the fairway was concluded with a dinner and 


evening of good fellowship.There were enough prizes for every- 
one thanks to the work of the committee chairmen, Ian H. Nem- 
lich, Westcort Co., Joseph Weiner, David Kramer, Inc., and 


Harvey Bright, Bright Chair Co 


Royal McBee Holds Reception 


On Tuesday, September 30, the appliance division of The 
Royal McBee Corp. held a reception and breakfast at the Forum 
of the Twelve Caesars, 57 W. 48th St., New York City, for the 
reviewing of their new design in portable typewriters, The 
Futura 

Introduction and demonstration was by W. H. Beckwith, 
vice-president of the Appliance Sales Division, to members 
of the consumer and _ trad press Approximately 100 to 125 


attended 


Electric Typewriter Classes 
Started at Manhattan School 


The Office Machine Dealers AssociatioA of New York, Ine, 
advises that classes at Manhattan Trade High School, 45 Riving- 
ton St., New York City, were started on September 22. 

Classes are being held for study of IBM electric typewriters 
and adding machines and it is likely that similar study will be- 
gin later on other makes of electric typewriters 

Questions regarding the course may be directed to George 
Plant, Atlantic Typewriter & Adding Machine Co., 6 Murray 
St.. New York, N.Y 
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Offer the ‘“‘custom” touch of 


and 


_  )=6—COLOVIN' 


and 


high-style elastic vinyl fabric 


on Bint In office decoration, today’s executive looks for something 

Sel hip eS fresh in style and color and good taste — and he looks to 

you for ideas. Your answer? Upholstery by Colovin. 

Leader in high-style vinyl, Colovin provides the “custom” 

* extra that can swing the job your way. Offered in special 

designs such as Munster, shown here, Colovin is a colorful accent to 

the clean lines of today’s best office furniture. Wire us for swatches 

and name of your nearest distributor. Columbus Coated Fabrics Cor- 
poration, Columbus 16, Ohio. 
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Htalic Styling ¢ 











A NEW CONCEPT OF EXECUTIVE ENVIRONMENT 


Through Italic Styling, executive offices can be tailored to the 

precise character of a company—and the personality and taste 
of the individual. This is possible because of the limitless variation 
of this magnificent furniture, the focal point of Italic Styling, 


and equally flexible decorative elements and accessories. 


This outstanding, new furniture line opens a vast new 





market — highly profitable sales to executives 


— another example of our continuing efforts to keep 





the GF franchise the most valuable in the industry. t 


GF Studios, Dept. X-19, Youngstown 1, Ohio. 
Division of The General Fireproofing Company. 


€ lilic Slyling BY GF STUDIOS 
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Make Each Store Visitor 


Know He Is Your Guest 
hy JOHN G. REYNOLDS 


Green was having a time for himselt 


@® MY OLD FRIEND Jed 


st ti I pped into his store to talk him into signing up 
ases my boss had decided to tack onto my) 

ta. It t he as feeling so good | got him in my ordet 

£ f half of the cases and then I asked Why the 

g Y e been smiling like some lawyer had just 


ebody’s will! 

Jed relaxed in his big swivel chair. “I've got something betters 
in that son. Y inherit money and it goes fast. I've got a new 
this store that’s going to help me a lot mor 


in any inheritar some Dutch uncle might up and drop my 


Yeal I sa s I flopped down into a chair beside his desk 
We st don't forget that the government gets mighty tough 
th a guy [ starts imitating its currency. | hope you haven't 

| smiled and then he leaned forward. ‘‘My new racket is even 
than that,” he said. “We're taking every store visitor who 
ks through that front door and we're making him feel like he's 
special guest of ours. The results we're getting would make a lot 
yw away their plates! 
Sounds good,” I said. “What started the guest angle?’ 


SI s, son,” he answered, ‘I just got tired of hearing myself 
sales folks use the word ‘prospect’. Someone would come 
the st k at an item and go on his way without it and 
ed tag hi prospect. Or if he bought, we'd call him a 
istomer. A f sudden I decided that we'd start calling every 
store visitor vest and really make him feel like he’s our guest 
ne time I s in the store 
H it ¥ I asked 
I's i ou just got a nice order,’ he grinned. ‘Such 
things wouldn't ve happened today if our ‘guest’ progran 
vasn't clicking. Son, we've hit on an idea that’s been kicking 
nd the ret ules game about as long as you and I have—and 
sales are In fact they're running at a better clip than they 
this ti st year. And they're keeping up that pace because 
id that treating a store visitor like you would treat a 
guest if is one sure way to make a friend out of hin 
Y il b the value of friends 


Old Retail Sales Rule 


t Jed 1 n about his ‘guest’ program. Hours after I 
ft his store ized that he had hit on an old retail sales rule 
somehow got itself lost during the war days and had not re 
ined its old | rity. As my car and I moved along toward 
next stop or y route sheet, I recalled the first sales lesson I 
eived. It went something like this If you want to be a 
esst ret esman, always remember that you are not 
f ned up to your job until you regard every visitor in 
store velcome guest and habitually endeavor to make all 
ppers re that fact by the way you greet then 
Somewhere ong the line, Jed had received a similar lesson 
here's | has revived it and put it to work in his store 
(1). He has taught his employees that the best approach a 
tail salesman can use when an unknown visitor enters the store 
nsists of at sant smile and a courteous greeting 
(2). He pressed upon each employee that each stor« 
Site st be regarded as a welcome guest 
(3). He has taught his employees to think of each store visitor 
i friend s t the employee S greeting to the visitor will in 
iCTIVE he id] 
Simmered down into Jed’s way of putting things, those three 
es become [reat every store visitor like he’s a guest in your 
me. Be good host. Make him feel at home. Be the kind of 
on he lik to know, and let him know by the tone of your 
ind y tions that he is the kind of person you'd like to 
friend. Use those rules on each store visitor and you ll have 
ver walkouts and a lot more sales 
Yo n take it from this old sample-case carrier a wholesale 


guest idea might be just the right tonic for 
ing sales volumes we've all been hearing about 
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Let advertising and all other points of good stofe operation be 
right, and then give that store the type of salesperson who just 
cannot get enthused over a store visitor and sales in that store will 
never be near the -store’s potential volume. Why? The answer to 
that question is easy: Customers like enthusiastic, friendly sales 
nen and they dislike the type of salesman who lounges over the 
counter, lets the customer walk up to him, and then asks “Want 
somethin’ "’ in a tone that implies he is wondering “Why the devil 
did this particular visitor drop in?” 


Today's Buyer Wants Service 
lhe buyer of today is in no mood for such treatment. He doesn't 
have to take such treatment. The merchandise he wants is plentiful. 
Why should he patronize a store staffed with salespersons who 
smirk when they should smile, when just down the street the 
salesmen are friendly, courteous, and eager to help him select the 
right item? I wouldn't. You wouldn't. And since we wouldn't, 
I'm sure our prospective customers, whether they need a few sheets 
of typewriter carbon or a typewriter, would rather make their pur- 
chase from a salesman who makes them feel like they are guests 
of his store 

By and large there’s nothing difficult about accomplishing that 
trick. It simply requires that all salespersons concentrate on the 
following rules 

(1). When a visitor enters the store, greet him with a pleasant 
smile and a courteous “Good morning” or ‘Good afternoon.” 

(2). Greet the visitor the same way you greet your friends. Put 
some real warmth in your greeting. Make your smile mean some- 
thing. Say “Good morning’’ to the visitor as if you really mean it 
and smile at him as though you are truly glad to see him. Let him 
know you are eager to serve him. It doesn’t matter whether your 
visitor owns half the county or is three jumps away from the relief 
office, he will like you and he will give you his business if you 
show you are interested in serving him to the best of your ability. 

(3). Don't ask the visitor what he wants or what you can do 
for him. Show by your greeting that you are at his service. Give 
him a chance to tell you what he wants. Then show by your cheer- 
ful actions that it is a real pleasure for you to get the item for him. 

(4). Demonstrate your desire to be of service. If you are behind 
a counter move something away from you—and move it as though 
you're getting things out of the way and are dismissing from your 
thoughts everything but your desire to be of service to the visitor 
who stands before you 

(5). Impress your store visitor with your friendliness. Make 
him glad that he visited your store. Make him feel that he has 
found a new friend. Make him know that you regard him as your 
friend 

(6). Show items. Suggest items. Learn how to show and demon- 
strate items to your store visitor with the same technique you use 
to show a new item in your home to a friend who comes over for 
the evening. Remember how you showed your new refrigerator to 
your friends? You were proud of it. You explained its features 
and how it was going to help the wife do a better job in the 
kitchen. When you finished you and Bill or Joe stood back and 
looked it over. Then Bill or Joe said, “Boy, you got yourself a box 
Phat thing would look pretty nice in our kitchen.” 


Take Pride in Your Store 


By being proud of your new refrigerator you explained its 
features and you did it so enthusiastically your friends were in- 
terested. Through creating interest you made Joe or Bill think of 
duplicating the order. Use the same technique on your store visi- 
tors. Be proud of every item you show. Be enthusiastic about it 
Emphasize its outstanding qualities. Show how the item can help 
your visitor. Let him know you're sold on it and let him know 
why. You'll arouse his interest, create a desire for the item, and 
with those two items working for you, you're headed for a sale. 

Of course those six rules aren't going to do the entire job for 
you. But once you get your salespeople using them, more folks in 
your town are going to be doing business at your store because 
they like its friendly methods. That's a powerful asset for any 
store. It's one asset that's worth working for. Or as old Jed would 
say-—'Give me a town full of folks who like me and I'm gonna 
sell a lot of stuff. Give me the same town and fill it with folks 
I've rubbed the wrong way and I might as well close up shop.” 

Think it over. The store guest idea has possibilities. Why not 


give it a trial run in your store? 
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Decorator Approach 
Featured by Denver Firm 


@A HIGHLY UNUSLAI 
specifically at the busin 
package has worked out 
tor Seal Oftice Supply ¢ 
ver headquarters has 
package sale 

The business wa 
supply operation in 7 
Mr. & Mrs. Galen Seal 
years azo, setting up 
tional sales-service basi 
Seal’s flair for int 
plete office furnishing » 
the Denver area as 
job” which eventually 
( ompany was head 

That this has com«¢ 
firm started with a pay 
years employs 14 peop 
for some of the large 
carried out in the Den 
able to add 1 S00 squi 


operation 


Store Backs 


rhe huge new stor 
district on broad Lincoln St 
downtown Denver an 
up the lecorator's i 
trom the outset ne 
office furniture, while g 
butter’ staples ar 
to Denver and surroun 

Even the corporate n 
Oftice Furniture in Eng 
building, while at the 
Office Supply” title has 

With decorators on 
trained in the selection 
color and trim, Seal Offi 
tion of the firm from a 
ship to “complete offic 

The new structure vith My ‘ ‘ 
Seal, Jr., as vice-president 
office furniture cons 

Outstanding is th 
broad all-glass front 
some of the most lab 
Colorado capital 

[he rear wall of 
opening up to th 
the city. In the nt 
entering custome! I 
imong other’ things 
than 25 feet lon 


oOo; o repr nt 


A matchin cot t 
and again sucl 
ised to spoth rht t 

For another 80 f 
row of wood an 
styled and readily carry 

Although offi ul 
of our operation 
Mr. Seal indicated | 


one-floor office urnitt 
that there ire no 
tomers attention 


time he is in th tor 
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New underwood Add-Mate 


only 7% lb.—all-electric) machine that 
adds, subtracts, multiplies, totals, sub-totals 


LIGHTEST! HANDIEST! PHONE-SIZB! 











“like wearing magic gloves!” 


Ideal figuring machine for 


. Bik. 
3 fame ee 
‘ - j Stores— Homes— Offices 


Now roa*Zell te] ©) (=: ie) rol-Yol(-1 eam RETAILS FOR *168°° 


Fastest-selling all-electric adding-subtracting machine! 
@ 10-Key Keyboard — for error-free performance @ So simple t 


© Carry it home or on trips for light-duty figuring @ Sc 


DEALERS: For details on the Add-Mat: 
Ul nm e VY, @) or and new Office-Mate supplies 
y (ribbon, carbon paper, etc 


Write: Underwood Corporation 


MASTERS YOUR PAPERWORK One Park Avenue, N. ¥. 16, N. ¥ 
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Industry News 





Direct Mail Award 
Given Eagle Pencil Co. 





Al Magid (left), sales promotion manager of Eagle Pencil Co., 
receives the Direct Mail Leaders Award from Richard Messner, 
contest chairman. 


The Eagle Pencil Co. was presented the coveted Direct 


to Al Magid, Eagle's sales promotion manager, the awar« 
for the company’s 1957-58 direct mail program, a 22-piece« 


Mail 
Leaders Award at the annual Direct Mail Advertising Associa- 
tion convention held in St. Louis on September 10. Presented 


1 


Was 


series 


that has produced thousands of active leads for their thousands 


of dealers throughout the country 


“We at Eagle are extremely proud of receiving this aw ard 
said Mr. Magid. “It is the first time that a manufacturer in the 


pencil industry has been so honored,’ he added 
The prize-winning mail program consisted of three primary 


campaigns, separate mailings being directed at The Business 


Office Market, The Art Market, and The Professional Market 


The Business Office Market campaign was designed to sell 
Eagle's Mirado pencil to the more than 25,000 office managers 
and purchasing agents in the top 25,000 firms in America. Each 
of three mailings re-created testing equipment from the famous 
Eagle Laboratory, including a giant pendulum, a mileage mete 
and a point pressure scale. A uniqu paper animation process 
was used which enabled the receiver to make the machines 


“work’’. By means of a reply card, the mailings also offered free 


Mirado pencils and a miniature Mirado testing laboratory 


The art market campaign was designed to sell Eagle's entire 
line of art market products. Eacl iling offered free sample 
and a special file folder to hold the entire seri 

The professional market campaign was designed to sell 


Turquoise drawing pencils to architects, engineers, designers 
and draftsmen. The mailings offered free Turquoise pencils 


; 


leads and an unusual specially created “lead skeleton 
prove-it-yourself testing. 


Remington Rand Bindery Department 
Sold to American Loose Leaf Corp. 


The Remington Rand division of Sperry Rand Corp 


announced the sale of its bindery department at Benton 
bor, Mich., to the American Loo Leaf Corp 

The department manufactut talog and pri book 
ers, indexes, and record keeping bindes | ile in 
all of tts manufacturing equipment terials and 
plies. It is in no way affecting tl other operations 
Benton Harbor plant, Remington Rand officials stated 
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C. ‘‘Rocky’’ Jones Joins Underwood 


The appointment of C. LeRoy “Rocky’ 


reated position of manager of agency 


lerwood Corp has b 


relations for | 


announced 


Mr. Jones, who formerly operate 
Own OTTICE achine agency in Florida 
and directed an office machine mechan 
cal training school in Springheld, Mo 
has been active in the field of office 
chine sales, service aids and publicatior 

At Unde rwood Mr Jones will pro 
vide experienced liaison with the con 
panys 569 franchised sales agent 


throughout country 


Upholstery Leather Group 
Appoints Martha Shaeffer 


Jones tO the newly- 





C. Leroy Jones 


NEW YORK CITY 


Martha Shaeffer has been named vice-president of The Up 
holstery Leather Group, effective immediately, according to 


Joseph F. Grubstein, president 


Miss Shaefter has been with the organization for six years 


as public relations director, first as publi 
Arndt, Preston, Chapin, Lamb & Keen and 


the association 
She is a former newspaperwoman on 


the Commercial Appeal in Memphis and 


France, for four years 


Times. She was a correspondent in Paris 
She also was former director of the N 
tional Safety Council in Chicago 


relations director of 


later on the staff of 


] 


the editorial stafts of 


the Chicago Sun 


Bureau of The Na 


Stenorette Dealers Win Free Trips... 





Ralph A. DeJur, president of the DeJur-Amsco Corp., mar- 


keters of the DeJur-Grundig Stenorette 
cards that earned all 


holds up the six winning registration 


dictating machine, 


expense-paid holiday trips to six Stenorette dealers in the sum 


ner sales incentive program. Drawing wa 


made by Rudolph 


Lang (left), managing director of the National Business Show 


Prize-winning dealers are H. ( Stron St. Paul, Minn; 
F. A. Thomas, San Francisco, Calif Arrowhead Office Equip 
nent ¢ an Bernardino, Calif New Jersey Office Supply, 
Newark, N Webster-Ratliff, Li Angeles, Calif., and Elite 


Office Equipment Co., Los Angeles 
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olivetti 








People differ, just as handwriting does. 
Olivetti portables, complete with all the 
important features of office typewriters, 
satisfy owners of widely differing needs 
and tastes—from teen-age students to 
sophisticated travelers. Olivetti portables 
offer a full profit opportunity on every 
sale. Powerful full-page Olivetti adver- 
tising appears in TIME (every two weeks) 
and in THE NEW YORKER. Find out how 
you can become an Authorized Dealer. 
Write Portable Division, Olivetti Sales 
Corporation, 375 Park Avenue, New 


York 22, N.Y. 
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New Eagle Pencil Plant 
Dedicated in Danbury 


Ribbon-cutting ceremonies marking Eagle Pencil Company's 


grand opening of their new home in Danbury, Connecticut 
were held September 20. 
Gray skies and occasional raindrops did not prevent the 


firm's employees from gathering en masse to see and listen to 


the governor of Connecticut, mayor of Danbury, city and state 
officials and the vice-president of Eagle Pencil Company, Henry 


Berol. 


Mr. Berol, acting as master of ceremonies, welcomed the 
employees and dignitaries and pointed out the searching and 
investigating that went on before selecting the state of Con 
necticut as the company’s home. He then introduced Abe Ribi 


coff, governor of Connecticut 

The Governor expressed the state's gratitude 
picked out of all the other places that were considered. He 
offered the wholehearted cooperation of the state government 
the local officials, and the people of Connecticut 

The Governor closed his address by offering his personal 


it having been 


services as a pencil salesman for the company whenever thos« 


services might be required 


The cutting of the tape across the front doors of the building 
followed the speech. 

Afterwards, the Governor and his party » taken on a tour 
of the new offices and introduced to the Eagle staff 

Luncheon was served to everyone in the new cafeteria, and 
many ot the newet employe y Ww if iven an opportunity to vet 
to know one another better 

Upon leaving the buildin t zuests and staff members 
were given an Eagle pencil kit in commemoration of the im 


portant occasion. 
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Part of Crowd .. . gathered before the main building of new 


headquarters of the Eagle Pen to hear words of welcome 


by Connecticut’s Governor Ribicoff 
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Dave Price ... . vice-president—marketing, Eagle Pencil Co., 
at the left, and Vice-president Rolf J. Thal (right) making 
Governor Ribicoff an Eagle pencilman 


Esterbrook Pen Co. Announces 
Three Promotions 


The Esterbrook Pen Co. of Camden, 
N. J. recently announced the promotion 
of three executive staff members. The 
posts involved are: merchandising man- 
iger, treasurer, and assistant treasurer. 

Named to the position of merchandis- 
ing manager is Kenneth N. MacDonald, 
formerly assistant to the vice-president 
Mr. MacDonald joined the company in 
1940, serving in the export shipping de 
partment until the outbreak of World 
War II. After a four-year turn in the 
Army, emerging as a captain, he returned to Esterbrook as 


K. N. MacDonald 


assistant to the export sales manager and subsequently became 


assistant advertising manager, then assistant sales promotion 
manage iles promotion manager, and assistant to the vice 
president 

Ihe new treasurer of the company George B. Detwiler, 
promoted trom the post of assistant treasurer to which he was 
elected by the board of directors in 1954. Mr. Detwiler was 


employed by Esterbrook in 1937 as purchasing agent, an ap- 
pointment which he still retains. Succeeding him as assistant 


treasurer is Philip E. Scott, Jr., who joined the company in 
18 a i! inalyst. Mr. Scott subsequently became sales re 
arch imager, co-ordinator of subsidiary operations, and di 
tor of budgets 
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| TEE PYRAMIDS je3t8 


4 YOU’LL BUY THE BEST FROM THE SPECIALIST 








Prices from $199 











Geha 300DA equipped with interleaver-collator. Geha Comet—Today's greatest value in a hand- 
This most versatile automatic paste-ink stencil operated paste ink stencil duplicator. Creates fine 
Tempo Imperial—the king of high speed, heavy production | duplicator gives fine “press-printed” copy. Runs impressions with a “press-printed” look. Also 
duplicating, with or without interleaver-slipsheeter, 10 | from postcards to airmail weight stocks. Also four three electric and one other hand-operated model 
speeds up to 200 copies per minute. other electric and hand-operated models. available. 


- AMERICA’S MOST COMPLETE LINE OF 
























| - Tempo Jetdry—the Wonder | Tempo Paste Inks give you 


Ink—the world’s fastest dry- | that “press-printed” appear- 
Tempo Pastel and Regular Film Stencils ing, even on bond and offset | ance in your office dupli- Temposcopes with easy-vision, flashed opal glass 
—Produce the kind of copy you want... without slipsheeting. There | cating. For use in the working area. Headings to your choice of stencil. 
sharp, medium, or bold from the same is a Tempo Ink for every | Tempo-Geha and other paste Accessories included with both models—fluorescent 
stencil. As easy as typing a letter. requirement. ink duplicators. or standard lighting. 

















— 


STENCIL DUPLICATORS AND SUPPLIES. 


es 





ndis. | TEMPO’S COMPLETE LINE — THE RESULT OF ee 
nald, | SPECIALIZING— FITS EVERY DUPLICATING ga. oe" 








| | 
lent REQUIREMENT FOR FINEST COPY AND CUSTOMER HARD ee 
yi SATISFACTION. 1 “Milo sulding, Monterey, Pork, Sn, | 
eee | aa 322 3rd aad Tempo products | 
details abo 
YOU'LL PYRAMID YOUR SALES AND PROFITS ||| (1 Please s#4. 1p cpositon ona 
IN DUPLICATING ITEMS WHEN YOU FEATURE pessoas amas: | 
THE QUALITY TEMPO PRODUCTS. | Have the Ree ae 
- * Firm a ' 
vilet icm_————— Po. 
7 MILO HARDING COMPANY eS eset 1 
TEMPO—The Quality Name in Stencil Duplicating city & State i 
Los Angeles-Cleveland-Pittsburgh-San Francisco- Washington, D. C. % aes ae 
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$200,000 Blaze Guts 
Everett Waddey Co. 


RICHMOND, VA 
A $200,000 blaze swept through the Everett Waddey Co 
stationers and printers in Richmond, completely destroying th« 


building housing office furnitus ind damaging a buildin 
housing the retail outlet for stati y and offi upplies as 
well as executive oftices 

The 120-foot floor of the building for oftt turniture col 
lapsed into the basement— w! the fire started of undeter 
minéd causes—taking with it a jumbled maze of office furni 
ture. 


| 


Manufacturers at the NSOEA convention as well as others 


stepped in to help Everett restock and get back into business 


National Sales Conference Launches 
Two New Control Systems Calculators 


Control Systems, Inc. launched its sales campaign for twe 
new machines, the key-driven “Plus-O-Matic’’ adding calculator, 
and the “Plus Diehl” line of rotary calculators, at the national 
conference of its 30 district sales managers, at the St. Moritz 
in New York City, September 23, 24 and 25 

The ‘‘Plus-O-Matic,”’ President H. R. Mathieu, of Control 
Systems, Inc., told the conference, is the “first major advance 
in key-driven calculating machines in more than a generation.” 





Examining Machines . introduced at the national sales con- 
ference of Control Systems, Inc. are, left to right, Otto C. Cor- 
back, technical manager; W. W. Sublett, president of Plus 
Business Machines, Ltd., Canada; Don Klein, metropolitan 
sales manager; Miss Margaret Dupignac, general office man- 
ager; Egbert Angrick, managing director, Diehl Calculating 
Machine Co., Germany; Henry R. Mathieu, president Control 
Systems, Inc.; Robert Pratt, West Coast general manager; Don 
Bassett, New England general manager; and Ed Collum, south 
ern states general manager 
Available in both simplex and duplex models, the new machine 
he said, is faster, more accurate and easier to operate and fea 
tures the unique new “Magic Multiplier’ lever for amazingly 
swift and simple multiplication 

Guests at the conference included Egbert Angrick, manag 
ing director of Diehl Calculating Machines of Germany; Da- 
vid Greenhalgh, managing director of Diehl Calculating Ma 
chines, Ltd. of Canada; and W. W. Sublett, president of 
PLUS Business Machines, Ltd., of Canada 


H. C. Schulenburg Joins Commercial Stationery 


Homer C. Schulenburg has recently joined Commercial Sta 


tionery Co. in Chicago as sales manager of business furniture 
and the systems division. Mr. Schulenburg was formerly as 
sociated with Horder’s Inc. in Chicago in various managerial 


capacities. 
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Lowe Establishes Dallas Warehouse 












Dick Lowe of Dick Lowe Associates, representing manufac- 
turers of office and institutional furniture, announces that he 
has installed a warehouse at 3720 La 
France, Dallas, Tex., for the lines he now 
represents 

Space of approximately 30,000 square 
feet under one roof is now available for 
this representative of Browne-Morse Co 
Haskill, Inc., and Ohio Chair Co. 

Mr. Lowe has been traveling the area 
of Texas, Oklahoma, Arkansas, Louisiana 
and Mississippi for the past 15 years as 
a manutacturers representative. Now 39 





Dick Lowe 


years of age he has been in the office 
equipment business for 21 of his 39 years 


Permacel-LePage’s Inc. Broken 
Into Two Separate Divisions 


LePage’s has been made a separate division of Johnson & 
Johnson and will establish its headquarters in Metuchen, N. J., 
the parent company announced today 

Robert J. Mortimer, 43-yedr-old vice-president of Johnson & 
Johnson International, has been named president of LePage’s, 
manufacturer of pressure-sensitive tapes and adhesives for home 
and office use 

Johnson & Johnson acquired LePage's Inc. in 1956, and 
merged the 82-year-old adhesives concern with another of its 
affiliated companies, Permacel Tape Corp. It later became 
Permacel-LePage's Inc., with home offices on Route 1 in North 
Brunswick, N. J 

Permacel now also becomes a division of Johnson & Johnson. 
George C. Riegger, who had headed Permacel-LePage’s, will 


continue as president of Permacel. 


Design, Decorating Department 
Added to J. A. Smith Co. in Texas 


SAN ANTONIO, TEX. 

An office design and decorating department, under the di- 
rection of Mike McCord, outstanding young designer and 
decorator, marks another step forward for the J. Andrew Smith 
Co., office furniture and equipment firm at 504 N. Main Ave 
in San Antonio 

The company is one of the few office furniture firms in this 
area which is equipped to supply, on order, custom-built office 
furniture from its own shops 

Recent installations made by the new office design depart 
ment include the offices of Dewar, Robertson and Pancoast 
large investment banking house in San Antonio; the San Antonio 
branch of the El Paso Natural Gas Co., and the First National 
Bank at Yorktown, Tex 


John D. Brush Co. Buys Security Wall Safe 


[he John D. Brush Co. has announced the purchase of the 
Security Wall Safe Co. of Boston, Mass 

The purchase was effective October 1. According to the 
Brush Co., the entire operation wilf be moved to the Brush 
factory in Rochester where the same products previously made 
by the Boston firm will be produced by Brush 
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OOK BOSS... 


a new type film stencil 


NO Glue 
NO Adhesives 
0 Stickiness 









n & At last ...a film stencil that holds the 
film firmly to the stencil back without the 
and use of glue or adhesives! 


a A sensational new film stencil developed by 
Frankel’s research staff. Cleaner and 

will easier to use... corrections are made faster, 

with less trouble. Completely ends all objections to 
film type stencils. Available in all colors for American 


and foreign duplicating machines. 

















EX 
di The absence of all glue facilitates 
oa handy filing of stencils after use... no stickiness 
Ave. ...no fuss...no muss! 
thi ® Cee eee Pe Eee Eee ee ee ee ee ee wae 
" | For your trial order . . . mail this coupon TODAY 
r | 
od “ 8 A N K ¢ [ | TO: FRANKEL MANUFACTURING CO. 
re 285 Rio Grande Boulevard + Denver 23, Colorado | 
_ | Please send me a trial order of the PLIO- WELD Stencils. 
. | Under your quarantee of complete satisfaction, if | am 
| not 100% satisfied, | can return the order and receive 
285 Rio Grande Boulevard « Denver 23, Colorado | full credit. 
! l 
a Mr. Dealer: The Klean-Write PLIO-WELD stencil Nome | 
= will be a top seller for you. You'll increase your | Address 
a volume and your profits with PLIO-WELD. Write today’ ; City — State | 
for full information! Be a ie ne re 
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Interior of Legerton & Co., Inc. new 
store showing display features arranged 
for complete self-selection. Merchandise 
is given eye-level access conveniently 
placed for the customer 


by JOHN E, HUGULEY 


Legerton & Co., 
Charleston, $.C. 


Legerton Remodels 
for Self-Selection 


Being located in the main traffic block of the downtown 
shopping area, we decided to remodel to complete self-selec 
tion with the aim of increased sales without additional sales 
expense. We have been located in this area since 1888 and will 
be celebrating our 70th anniversary in October of this year 
We have been in this exact location since 1911 and have drawn 
a natural amount of traffic virtually from the permanency of 
our location. 

On December 31, 1956, we closed our branch store located 
about eight miles north of the city, after three and one-half 
years of operation. It was noted that there was a lack of foot 
traffic in the suburban area and that the office supply business 
could be delivered from the main store downtown actually 
faster than from the branch store 

Since the office supply and equipment business was the ma- 
jor portion of the suburban business, we found that a large 
portion of this was retained and given better service from 
downtown after closing the branch. It also eliminated the du 
plication of inventory. Experience has shown us that a subur 
ban branch can only be profitable where there is a fairly decent 
amount of foot traffic. 

One year later, on January 1, 1958, we decided to give self 
selection a try in the downtown location with the existing fix 
tures that were rearranged. While still maintaining depart- 
ments, we placed a central check-out point in the store. This 
experiment proved to be very successful. However we noted 
that while the principle and the layout were very good, we 
lacked the specific tools to raise unit volume of the sales 
After several months of looking for fixtures, we finally decided 
to have them built by Goer Woodcraft Manufacturing Co. of 
Charleston. 


Fixtures Are Wood 


The fixtures are wood with all exposed surfaces covered in 
silver walnut formica. All shelves and units are completely in 
terchangeable. The fixtures have proven to be extremely versa 
tile and are expected to be a great aid and sales booster with 
out additional sales expense. 

Then with the idea in mind of still taking more advantage 
of the traffic, we moved the greeting cards from the back of 
our store to the front on the right hand side and enlarged the 
department. We believe this move will boost the greeting card 
sales 20% or more since it is strategically located where people 
can step in off the street and quickly make card selections as 
we are known to have the largest selection of greeting cards 
in the downtown area. 


130 





The Gift Shop has been left in the extreme rear of the store 
where it has been for the last 12 years. We run a rather ex- 
clusive type of gift shop and while gifts are normally an im- 
pulse item, we find that by having it in the rear it is secluded 
and the customers come tn for a gift for a specific person and 


feel free to browse around. 

Our office supplies, school supplies and drafting supplies 
have been located on the left hand side of the store in the 
front and command the largest portion of the floor area. All 
fixtures have been designed to enable the customer to person- 
ally select their merchandise with a minimum of help from 
sales persons. The sales personnel are still located in each de- 
partment for the purpose of aiding customers who are unable 
to locate that which they are looking for 


Furniture on Second Floor 

All office furniture and equipment is located on our second 
floor. Office displays have been set up in order that the cus- 
tomer might more clearly picture the furniture in his office 
rather than just seeing row after row of desks and chairs. Also 
we have a complete interior decorating service and have found 
it to be a very successful way in which to sell office furniture 
In every instance the customer appears to be much more satis- 
fied with the job when everything is furnished for him 

All surplus stock is kept on steel shelving on the third floor 
of the building in the same order as the merchandise is kept 
on the sales floor. All extra stock has been eliminated off the 
sales floor. Our thought is not to use the valuable selling space 
on the main floor to carry stock which should be in the store 
room. When a customer purchases a goodly quantity of an 
item, since it is located in the same position in the store room, 
it only takes a very short time to have it sent down and the 
order promptly filled 

Several years of careful planning have gone into the layout 
and designing of Charleston’s first complete self-selection 
stationery store. We have also tried to follow the rule of 
practicing what we preach and have remodeled our offices with 
new floors and steel partitioning with color combination 
throughout for the purpose of making our own offices as we 
would have those of our customers 

We believe that the downtown shopping area is here to stay 
forever and that the so-called parking problem is merely sec 
ondary to customers. We believe the customer would rather 
shop in an area where there are many modern up-to-date stores 
which would afford him the opportunity to choose and select 
before purchasing. With these thoughts in mind, Legerton & 
Co., Inc. completely remodeled to self-selection, a step made 
by these officers 

Felix E. Brockmann, president; Clifford L. Legerton, vice- 
president and secretary and John E. Huguley, treasurer and 


general manage! 
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To help you 
SELL MORE FILING SUPPLIES= 
























































OXFORD REPACKAGES! 


The most extensive repackaging program ever attempted 
by a filing supply manufacturer has been completed. 
Right now all popular items, and soon the full Oxford 
line will go to work for you in bright, new buy-appeal 
boxes ... boxes printed in two striking blues for counter 
and shelf attractiveness . . . easy to keep clean boxes 
that give an atmosphere of store-wide quality. 

These modern Oxford packages meet today’s market- 
ing challenge. They sell your customer, large or small, 
on Oxford quality, they discourage substitution of 
low-margin, poor-quality filing supplies. New self-selec- 
tion packages put all the items on display counters that 
belong there. Guides 
cards, and rol-label 


stimulate store sales and boost your profits. 


dozen packs ol folders index 


. they’re all display packaged to 
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If you are a full line Oxford dealer plan now for new 
profits with new packages. If you aren’t a full line 
Oxford dealer now is the time to climb aboard the 
band wagon... with Oxford, “the first name in filing”! 


Oxford Filing Supply Co., Ine. 
9-11 Clinton Road, Garden City, New York 


L ( bf yrd 


FIRST NAME 
IN FILING 
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Jesse Peck’'s 


Dream of 
21 Years 
Realized 


The New GF Italic line of of- 
fice furniture is prominently 
displayed in J. A. Peck’s at- 
tractive new showrooms 


SPRINGFIELD, ILL. 
@ “IT’S A 21-YEAR dream come true,’ Jesse Peck, smilingly 
told visitors during the recent open house which celebrated the 
completion of a new store for Springfield Stationery Co., Inc 
The former governor of the 6th district NSOEA and wife, Kate, 
had witnessed the expansion of the business from a humble be- 
ginning to a structure which provides 4,000 square feet of space 
on the display floor and 6,500 square feet of warehousing 
By this move to a new and larger location Jesse and Kate 
had reached a goal which had been nearer to realization each 
time when expansion of business forced location change. After 
working for Horder’s, Inc. in Chicago from 1926 to 1937, Mr 
Peck joined Jefferson Stationers in Springfield before opening 
up his own business in December of 1937. After several moves 
he went to 302 E. Adams, remaining there for 10 years until 
the new store was opened at 217 E. Monroe. Now, the pro 





Offices of the Springfield Stationery Co., Inc.. are located 
along the right of the spacious main floor. Self-selection mer 
chandise is displayed on this floor along with office furniture 
items. 
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prietor claims to have the largest commercial stationery floor 
display in Central Illinois. There is adequate room for expand- 
ing furniture and machines business, more self-selection, offices 
and parking room. Window display for 60 feet is available. 

A General Fireproofing and Mosler dealer, Mr. Peck has 
many other top lines of merchandise. The new GF Italic line 
of furniture is given prominent display 

Many of the proprietor’s salesmen and manufacturing friends 
were present for the open house and there was a large outpour- 
ing of Springfield citizenry to congratulate a dealer who worked 
diligently for 21 years to achieve an adequate store 

\ nephew, Ronald F. Peck, serves as assistant manager 


“Business is good, even beyond our expectations. I feel that 


now we can do an adequate job of selling and display,” com- 


ments Mr. Peck 





Open House smiles are displayed by this group, including the 
dog ‘‘Brownie chief greeter. From right are Ronald F. Peck, 
assistant manager; Jesse and Kate Peck and Henry Spiker, 
Mosler representative. 
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|New efficiency for every office... 


at 4 Yew Low Price { 


PRESENTING THE 
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Aaudsome | ELECTRICALLY OPENS UP TO 
} 600 LETTERS PER MINUTE 


SPEED-O-STAND Opens envelopes of any size or thickness 
Ample working space . . : 
and handy storage space. r Adjustable trim cut ¢ Will not onus 
Blends with modern office contents ¢ Completely safe — automatic shut- 
t furni . P : 
ee off « Letters and trim strips neatly stacked 
in separate removable trays ¢ Compact; 


simple to use. 
Speed -O-Print Corporatiou 


1801 WEST LARCHMONT AVE CHICAGO 13 it 
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BEST DRESSED 
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FILING CABINETS 
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FILE 
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ND 
FORCED 


@ DURABLE 
@ ECONOMICAL 
@ READY COLLATED 








Because they're 
* QUALITY CONTROLLED 


to insure longer, 
more efficient use. 


* COST CONTROLLED 


to fit every budget. 








Your Choice of: 
MANILA: 8 pt.-9 2 pt.-11 pt.-13 pt. 
KRAFT: 8 pt.-11 pt.-18 pt. 
COLORS: 11 pt. 





Visit us in Room 339, 
EASTERN COMMERCIAL STATIONERY SHOW 
October 25-28 
N.Y. Trade Show Bldg., N.Y.C. 











FREE SAMPLES 
AND 
INFORMATION 
FROM 


THE WARSHAW 





MANUFACTURING CO., INC. 


One of America’s largest manufacturers 
of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N.Y. 
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Appointments —— 


Port Huron Appoints Assistant Sales Manager 


Edward G. Donovan has been named 
Assistant Sales Manager in the Carbon 
Products Division of the Port Huron 
Sulphite & Paper Co., Port Huron, Mich. 
Prior to his appointment, Mr. Donovan 
represented the company in its eastern 
territory Following army service in 
World War II, he was graduated from 
Babson Institute of Business Administra- 
tion, and he was formerly associated with 
the Office Supplies Div. of Remington 
Rand 





Represents Cushman & Denison 


Nicholas Tarrant was recently appointed 
sales representative for Cushman & Deni 
son Mfg. Co. in the metropolitan area of 
New York City His territory covers 
Long Island, Westchester County, part 
of New Jersey and areas in New York 
City itself. Mr. Tarrant lives in Palasade 
N.J 





R. L. Looney Joins Rockwell-Barnes 


Robert L. 


selling organization of Rockwell-Barnes 


Looney recently joined the 


Co., traveling under the direct supervi- 
sion of Don LaVigne, who is sales man- 
ager for the entire area included in the 
Fifth Regional district of NSOEA. Spe- 
cifically, Mr. Looney will represent Rock- 
well-Barnes in Ohio, West Virginia and 
the western portions of Pennsylvania and 
New York, making his headquarters in 
Cleveland 


Cornell Named New Sales Manager 


Earl R. Correll has joined the executive 
staff of Steelcase, Inc. as sales manager 
In his new capacity Mr. Correll will be 
responsible for development of a strong 
sales and merchandising program. D. (¢ 
Hunting continues as vice-president in 
charge of sales. Mr. Correll had long 
experience in sales and merchandising 
management with the Frigidaire Division 
of General Motors 


Deidrick Now Represents Associated 


Arthur R. Deidrick is now representing 
Associated Stationers Supply Co. in the 
territory formerly covered by Bill Bard- 
well. For many years Art was a success 
ful retail stationer in Lorain and Elyria, 
Ohio, and is familiar with the many 
problems confronting dealer friends. He 
will reside at 1046 W. 30th St., Lorain, 
Ohio. 


Sales Representative for Ennis Tag 


Harold W. Payne has been appointed 
sales representative, the Ennis Tag & 
Salesbook Co announces. Territory 
served by the traveler will be Pennsy! 
vania, Maryland and Delawar« 
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There’s a 
Sphinx Paper for 
every office use! 


October 25 thru 28, 1958 

at the SECOND ANNUAL EXHIBIT of the 
EASTERN COMMERCIAL STATIONERY SHOW 
ST SVae £ol gd am ae-Cel-m—lalohmmleliloliale 


500 8th Avenue, New York City 
(Between 35th & 36th Streets) 


BOOTH 90-2nd Floor 


240 West 18th S a) New York 11, N. Yi. 
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by JACK BEDFORI 
ad advertising consultant 


PRODUCTS 


COMBINES (Wii MERCHANDISE 
WITH A SOUND’DEALER POLICY 
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As 
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'"9 Not found in ordinary mak ; 
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SMooth action latches 
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temporary designs 
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@ Smart new "Flush-Front” door. 

@ No protruding handle ... fingertip action 
door latch. 

@ Modern recessed louvers. 

@ Available in single, double or triple tier lock- 

ers... flat or slope top in a wide 

range of sizes. 


@ Rounded corners give a modern, 
streamlined appearance 

@ Adjustable shelves 

@ Reinforced doors . . . 3 point locking 
system 

@ Made of cold rolled steel with baked- 
on enamel finish 

@ Wide selection of types and sizes 






OTHER aid ly PRODUCTS 


@® Book Racks @ Box Lockers 
@ Space Saver Units @ Basket 
Racks — ideal for schools, swim- 
ming pools, gyms, etc. 


WRITE TODAY ror cometete 


DEALER INFORMATION 
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153 THIRD STREET 
AURORA e ILLINOIS 
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Christmas Gifts as 
Advertising Medium ? 


Problem: An office equipment dealer asks this timely ques- 
tion I have been in the habit of giving my best customers 
and my employees Christmas gifts. I would like to know two 
things: (1) can I count these gifts as an advertising expendi- 
ture? and (2) are Christmas gifts good advertising ? 

Solution: You would have little trouble upholding the point 
that Christmas gifts to your best customers are a form of ad 
vertising. Thus, they could be charged as an expense of doing 
business and might logically be included in your advertising 
expense account 

Christmas ifts given to your employees, however, are in 
another category. These are not business stimulators in that 
the employees are not your customers. Hence, charging this 
expense to your advertising account is not good accounting 
practice. It tends to inflate your advertising expense account 
and does not give a true picture of the operation of your office 
equipment business 

Some dealers do charge this all off as an advertising expense 
However, to be on the safe side taxwise and to give you a 
true picture of your advertising expense that is designed to 
produce more sales, you should check with your income tax 
consultant or your accountant to be sure on this point 

Your second question presents some interesting arguments 
One sound argument for an office equipment dealer using 
Christmas gifts as advertising is that the advertising is remem- 
bered. Many gifts that you might select are kept for a long 
period or tim thus Ziving your customer a constant re 
minder of your thoughtfulness in giving the Christmas gift 

One argument present against Christmas gifts given by a 
business firm is the motive. Some people feel that a gift (espe 
cially something that costs over $1.00) is in the bribery classi- 


fication. In fact, some firms have definite rules that require their 
purchasing agents or other executives to return unopened any 
Christmas gift they receive 

Another type of policy on receiving Christmas gifts is that 
all gifts are 
the receiving company may get the gift 


put on a drawing or raffle basis. Any employee of 
and your advertis- 
ing value to this individual may be quite limited 

Against Christmas gifts is another thought. This is that many 
firms give Christmas gifts as a matter of routine. Thus, the 
person receiving the gift (regardless of how wanted or ex 
pensive it is) may feel that it is merely a routine matter and 
all customers of yours receive a similar gift 

Here are some ideas to consider if you pian to give Christ- 
mas gifts this year as a method of advertising your office equip- 
ment business 

1. Make your gift unusual. There are many unusual gifts that 
an office equipment dealer can buy to give to his customers 
Many times the novelty of the gift is more appreciated than 
the cost of the 
get a more favorable reaction when your gift is unusual 


item. Thus, you can trim your gift expense and 


[his will require more work in searching the market for 
something just a little different. And, it will probably require 
gift wrappin and packaging expense to get your gifts to your 
customers. It is easy to select a gift that is all planned (pack- 
ages of cheese, fruit, hams, étc.), but there is little novelty to 
this type of gift. And, you have no assurance that your customer 
will not receive the same gift from several others firms catering 
to him for his business 


2. Make the gift personal. Selecting lifferent gift for each 
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THIS IS YOUR NEW MARKET: The big cost-reduction drive is on in every company — from the 


smallest to the largest. Your customers are looking to you for the 
most advanced equipment and systems to help them cut down wasted 




























ad 90% of the business and professional offices in : i , , andl 
your area time and steps, increase operating efficiency, eliminate bottlenecks, 
a improve productive output per man-hour. Now, with a minimum 
that investment, you can serve one of their most critical needs: efficient, 
Ps THIS IS YOUR DOOR OPENER: ACTION! : 


this time-saving intercommunication. This is your business, your market, 
ting ” ie b.I ; lent your opportunity. 
’ con ae Se Pee, a Action! is the Number | answer for 90% of the offices in your area. 
And Action! features (see other side of this sheet) give you the most 
Dynamic styling! potent sales ammunition of all: You can demonstrate how an Action! 
a a system pays for itself in as little as 18 months! 
t Action! is the ideal system for your sales program because: 


“i * Dynamic sales program! eee: : - 
— you need no communications experience to sell it! 
1: Dynamic market growth! — you need no electrical knowledge to install it! 
ising — you need no big inventory to handle it! 
| THIS IS YOUR KEY TO SALES ACTION! Action! puts you right into the intercommunications business with 
. - a system whose trouble-free performance has been proved through 
he complete interphone system for every office years of actual service. And the new Action! design is the distin- 
> ] > 9) ati 7 . . . . . . . 
expandable from 2 to 9 stations. guished, impressive creation of American designers who have achieved 
The low cost, high efficiency answer to every the look of dignity and elegance that today’s businessman favors on 
lassi requirement — complete 5-station system for the his desk. 
price of a new typewriter! THE ACTION! SALES PROGRAM 
A demonstration technique that gives your Action! presents you with a long-range program that will establish you in the inter- 


communications market, profitably, for the long future. The tested ‘Plan for Action’ 


salesmen a live deal that he can get out and sell . . , 
provides you with real help in... 





abe afeaae SALES PROMOTION: New techniques to take advantage of the trends in business 
Action! opens more doors to your salesmen requirements and methods. 
turns more calls into sales. Now see what your SALES ORGANIZATION: Active assistance in recruiting and building a sales force to 
any men really can do! make communications a steady market for you. 


SALES TRAINING: Continuing aid in developing effective techniques for making demon- 
stration sales, to keep your salesmen producing. 


ADVERTISING: National advertising and publicity in major publications, plus local 
advertising prepared for you. 


i 
e way YOU get ACTION SEND THIS CARD TO GET ACTION! NOW... 
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that . r sho ! 
Action! system installed in YO" ACTION SYSTEMS COMPANY 
} n ‘ c . ; . . . 
than att get sales Action sarerphones (oF rarer ; Send me the following Action! units: 
ind w s . . . * . 
urself installation < yee on intercom *Y ow ! —___. Two-station Action! interphone system (incl. plug-in power- 
-it-yo . . 
. for oe aged them) will do oo os 8 denen The most effective . pack) . . . Total $57.60. 
yuire for your organization | nonsiration is alwoy* ; ___ Additional Action! interphones @ $19.50 each. Include 
your 1 customers * ' counter and window display material and further informa- 
dA ethod. o surefire oye” 1 . “ft: x 
. selling ™ she interphones oe ‘igh! ; tion on the sales-building ‘Plan for Action’. 
t* v : 5 i + 
neni 4 i you or Sule: to bg and window displey (-] Open account (rated firms only). [_) Check enclosed for $ : 
ring neem ey kit includes counter } SIGNED —__—___— 
tals at no extra cost. ide and order on : * 
7a oe 4 — install o dome 9 “dow ond counter ait ron. 
i On — beer ot Siphon ov owe tae Yo STREET 
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These are the —4c7701/features that businessmen , 
today need for more efficient management... 
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Like to “get your man” fast ? 


No need to keep your customers waiting on a 
“dead” hold line for long periods while you 
seek information from your staff. Action! inter- 
phones enable you to make direct, person-to- 
person contact without leaving your desk — and 
to relay first-hand information to customers with- 
out delay or costly call-backs. Use Action! to 
get action. . . fast! 
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KEEP OFFICE 
QUIET, EFFICIENT 


ae SAVE TIME 
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REDUCE MONTHLY 
PHONE BILLS 
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Action! increases efficiency 


An Action! interphone system sets the pattern 
for time-saving efficiency. You can see the differ- 
ence. Communication between employees is more 
business-like; personal conversations and “‘visit- 
ing” are minimized. Private, person-to-person 
calls don’t broadcast information, permit more 
interphone conferences instead of office get- 


fies SAVE STEPS 


GET MORE DONE 
AT YOUR DESK 
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Just press the button for Act 


Lift your Action! interphone, press the 
and speak with any staff member at his 
quietly, and privately. Save his steps a 
time. If your office, store, plant, or wa 
occupies more than one room, Action! q 
you get more done with less effort. 
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Modern design for American 


The imagination and genius of 
designers have created an impressive i 
that any businessman would be proud 
on his desk. The Action! look is the 
modern American office design — di 
smartly functional, colored in the n 

tones. Signalling buttons are shaped 









togethers. 


Typical Acrion’ 5-Station System 


rate finger contact. 


PRICE of a 5-station int 
system, including phones, 
nal blocks, and power su 
less than $200. System can # 
expanded at any time simply 

















PLUG IN REGULAR 
110-120V OUTLET 

















NOW_ IS THE TIME FOR 
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ACTION SYSTEMS COMPANY 


ONE VANDERBILT AVENUE 


NEW YORK 17, N.Y. 
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adding instruments at $32.50 
plus wire and terminal block 
Note: The ACTION! Voice-C 
station for paging or 2-w 
speaking can “ used in 
interphone where desired. 


Action! is so easily installed, that if you c@ 
handle a screwdriver, and are familiar with sit 
ple wiring connections, you can do the job yout 
self! Illustrated wiring instructions are includej 
with each phone. No soldering is required, wité 
are color-coded, making connections fool-prod 
Power is obtained by simply plugging into yo 
L10V outlet. 
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COMPLETE FACTORY GUARANTEE 


Action! systems are engineered and built with 
the same quality components as your city tele 
phones. Because Action! interphones are com 
structed to American telephone standards, with 
no tubes or batteries, they are fully guaranteed 
by the manufacturer. 
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And, there 


list can become quite a chore 


is always the possibility that your customers will compare gifts 
will f I lid not do as well as the other. This, na 
turall loes not increase the value of the gifts an advertis 
th quipment dealers 
Or " lers have found to personalize a standard 
gift is to hay t stamped in gold with the person's name 
to have hi } onogrammed on it or in some wa) 
ke tl personal even though all customers will 


double-barre led 


s your office equipment business good will 


3. Buy from welfare group. This idea has a 


effect. First 


with the welt zroup. If the group is local, a church group 
for instance will gain local publicity with all members 
of the organi; These people will feel that you have the 
ight motive about your Christmas gifts and will tell their 


friends about y generous policy 


Second, givit 1 gift purchased from a welfare group takes 
the sting of bribery away from it. Many people will feel that 
you ade a ontribution to the organization and were moti 

by that rath than the bribery motive so common with 
Christmas gifts business 

{. Buy early. You will have a better selection of gifts for 
your customer n you buy early. And, you will find that if 
your are buying any quantity of gifts, it will be necessary to 
get your order n early to insure delivery in time for your 


put it off until the last you will 


ina that some items ¥ ill be in good supply 


minute 
items that have 
ind for other things than Christmas gifts 


5. Watch expense. Christmas gifts for a complete customer 


list can run int onsiderable sum for your office equipment 
business. One control your expenses on this is to set up 
a budget dollar-wise of how much you plan to spend. Then, 
FI e this by number of customers you plan to give gifts 
to. This will you the amount of money to spend for each 

When yi rift comes out to too small a figure, you 

1 eith ’ list or increase the budget. A reduction 
of the customers to receive the gifts might be best... . the 


reening is carefully handled on the basis of past and antici 
for your office equipment firm 


Victor Promotes Three in Sales Dept. 


[Three members of the Victor Adding Machine Co. sales o1 
ganization have recently been appointed to new positions 
Elmer A. O’Brien, former director of sales training, has been 
named sales r-Chicago branch. Charles A. Alseth has 
been appoint n director of sales training. He was fot 
merly manage f the company’s Dallas branch. Martin 
Gaughan has join the sales training department, having pre 
viously been assigned to the national accounts department 

Vice-president A. F. Bakewell announced these new organiza 
tional appointments at the Victor home office at 3900 N. Rock 
well St. in Chicago. In doing so, he observed that all three men 
have progressed steadily within the organization since embark 
ing upon their Victor careers 

Elmer A. O'B: who now assumes responsibility for sales 
of adding machines, automatic printing calculators and cash 
registers in the Chicago area, joined the company in June 1946, 
as a hor offi sales correspondent. In the ensuing years 
he held positions as: a branch salesman, a district manager, a 
branch sales trainer, a home office sales trainer, a temporary 
branch manages special assistant for dealer sales and as 
director of sales training 


In just less than ten years from the time he joined the com 


pany as a sales trainee, Charles A. Alseth was appointed di 
rector of sales training. His record of growth includes positions 
as: branch salesman, national accounts representative, temporary 
branch manager, home office sales trainer and as Dallas branch 
manager 


Fror his start in 1953 as home office sales correspondent 


Martin Gaughart progressed into several special assignments 
Just prior to his appointment to 
lepartment, he served as a member of the 


arketing department 


within the sales 


the sales 


partment 
trainin 


national accounts 
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Step Up Envelope Profits 
With Justrite Specialties 








Tamperproof Safety Fold Envelopes is one of the 
Justrite specialties which will help you fill all of 
your customers’ envelope needs . . . and open the 
doors to new accounts, too. 


These functional envelopes have multiple usage for 
banks, savings associations, and other businesses 
where bulky mail must be kept confidential. Tamper- 
proofs are available in flat and expansion styles 
and are furnished in a variety of sizes, from 41/2" x 
72" to 12” x 18", to take care of all mailing re- 
quirements. 


Extra heavy gumming on the flaps insure positive 
sealing and rugged brown kraft stock enables valu- 
able contents to be handled with complete safety 
in the mails. And Tamperproofs can be obtained at 
the factory with or without your customer's imprint. 
Other popular envelope products in Justrite’s com- 
plete line include Currency Gift Envelopes, Self 
Service Envelopes, Bank By Mail systems, Florist 
Envelopes, First Class Mailers, Zenith Bank Pass 
Book Jackets, Bankers Kraft Envelopes, and many, 
many more. 


Write either Justrite factory for Price List 5-6 and for 
more information on these and other items in 
Justrite’s full line of standard and specialty envelope 
products. 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street * Saint Paul 1, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 


JUSTRITE ENVELOPE MFG.CO., INC. 
523 Stewart Avenue, $.W. © Atlanta, Georgia 





Heres a tip 
from Flo-master 


_.. Where ink is 
valve-controlled 





eee 


MARK UP more profits with | 
the fastest-selling, most complete 
line of all felt tip pens! 


Backed by heavy nation-wide con- 
sumer promotion, Flo-master is now 
available in three sizes to meet the 
demand of every customer, from 
artist to shipping clerk. Special-pur- 
pose felt tips are interchangeable; 
instant-drying, waterproof inks in a 
variety of brilliant colors. 


ADVANCED FLO-MASTER 


Slender beauty of satin-chrome finish 
on drawn brass, delicately balanced 
with snap-on cap. Preferred by artists, 
school teachers, office workers. 


STANDARD FLO-MASTER 
“The Standard of All Industry.” Pre- 
cision-made of anodized aluminum for 
commercial and industrial use where 
rough handling is anticipated. 


KING SIZE FLO-MASTER 
Aluminum construction with greater 
ink capacity and felt tips up to 1 inch 
wide. Exclusive airtight, dual-purpose 
screw-down cap serves as permanently- 
secured receptacle. Designed for rug- 
ged, heavy-duty use at factory bench 
or shipping room table. 


CUSHMAN & DENISON 


MANUFACTURING COMPANY 
Carlstadt, New Jersey v 


Please forward Flo-master Catalog and 
discount sheets. 


NAME — — ——— 
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Deaths 


Lionel A. Colomb, 





passed away suddenly in Kansas City on 
September 17, 1958. Death came as a re. 
sult of a stroke suffered in the line of 
duty. The company he represented, The 
Weis Mfg. Co. of Monore, Mich., in ex- 
pressing its deep regret, stated: “Besides 
being a valuable asset to us, Lionel was 
also an exemplary salesman, of honest 
character and untiring effort, always 
eager to do more than his fair share. He 
will always be remembered.’ 

Mr. Colomb was with Weis for almost 
50 years. He worked out of New Orleans and covered a con- 
siderable territory, including Florida, Texas, and on up through 
Missouri and Kansas. He seldom missed a meeting in District 
9 and managed to get to those of Districts 4 and 8. He was a 
member of the Southern and Texas travelers clubs and a field 
member of NSOEA. 

2 


Benjamin A. Dahlke, 


75, owner of the Dahlke Stationery & Manufacturing Co., 
Buffalo, N.Y., died September 15. 

His first employment was as a stenographer in a law office. 
He later worked as a stenographer for the Western Transit 
Co. 

In 1907, he and his father, the late William J. Dahlke, 
founded the Dahlke School of Shorthand, teaching a method 
they had devised 

Mr. Dahlke organized the Dahlke Stationery & Manufac- 
turing Co. in 1917 

* 


R. S$. Daugherty, 


president, Shelby Salesbook Co., Shelby, Ohio, died in New 
York City on September 14. Mr. Daugherty, who was a former 
president of the Business Forms Institute, and was serving as a 
director of that organization, was widely known throughout 
the business forms industry. Services were conducted on Sep- 
tember 17 at Shelby. 

° 


Charles R. Kimball, 


82, formerly a partner in an office furniture business in Buffalo, 
N. Y. for about 40 years, died September 11. Mr. Kimball was 
vice president-secretary of the Buffalo Office Equipment Ex- 
change until June 1957. Two daughters survive 

* 


Mrs. Louis Caracci, 


wife of the president of Nor-Wood Co., Inc., New York City, 
died on September 11. Services were held on September 13 at 
St. Gregory's Church, Bellrose, L.I. She was buried in the 
family plot in Gardner, N.Y. 

Mrs. Caracci was secretary and co-founder of Nor-Wood. Be- 
sides her husband, she is survived by a daughter, Patricia, and 
two sons, Louis J. and Joseph D. Caracci 


John Ernst Enterprises, Inc. Named by Protectall 


Raymond W. Graber, general sales manager of Protectall 
Safes, a division of The Mosler Safe Co. recently announced 
the appointment of John Ernst Enterprises, Inc. of 109 S. Divi- 
sion St., East Troy, Wis. as distributor. for the state of Wis- 
consin 

W. E. Lasch, vice-president of John Ernst Enterprises, Inc 
will be personally in charge of the Protectall distributorship. 
His organization will carry a complete line of record and 
money safes for immediate delivery. 

Mr. Graber stated that “the appointment of a Wisconsin 
distributor is an additional step toward providing improved 
service to dealers throughout that state 
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One of 4 Groupings 
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“STATESMAN” DESKS 
Square Edge Design 
Also Available: 

Round Edge Models 


“STATESMAN” 
SINGLE PEDESTAL 
DESK 


Also Available: Round Edge Models 


“STATESMAN” 
DOUBLE PEDESTAL 
SECRETARIAL 


HEAVY DUTY 
MACHINE STAND 


Also Available: Square Edge Models 





STORAGE GOLDENCREST STATESMAN 
TYPEWRITER AND WARDROBE FULL-SUSPENSION FULL-SUSPENSION 
STAND CABINETS FILE, 28 DEEP FILE, 26° DEEF 





with 
Feather-Touch : STATESMAN 
Pedal NON-SUSPENSION FILE 


A, Se oe ae eB 


7 =) tig 
METALSTAND COMPANY 


7520 STATE ROAD, PHILADELPHIA 36, PA. ¢ DEvonshire 3-7900 


Manufacturers of STEEL DESKS AND MODULARS e SUSPENSION FILES 
NON-SUSPENSION FILES ¢ STEEL CABINETS @¢ Hile TYPEWRITER STANDS 


Metal Standard of Quality 
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LOOK! SELL! 





STOP! 





America’s most complete line of . . . 


e@ DRAWING SETS e@ DRAFTING MATERIALS 
e@ DRAFTING INSTRUMENTS « DRAWING EQUIPMENT 
@ DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 








No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades - assures a per- 
fect true point every time. A sure bus- 
iness builder! 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator |! 

Retail price:......... $17.00 
PCM isc oecs eae 10.20 


oe ee 





No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real sales leader. 


No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H and 
4H having 2 ea. with clip and 2 ea. 
w/o clip of ea. A traffic stopper. 


Retail price:......... $16.50 Retail price:......... $19.00 
0 eee 9.90 Your cost:........ .. 11.40 
EE, Pe p'ewKs «0.0 SOS Your preQit .....0c0c80 7.60 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


FREE! GIANT - NEW 


1958 ALVIN 

CATALOG 
84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 
sales tool. 





“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 





ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 


O FREE 84 Page Catalog C) FREE folder showing Alvin's complete line of 
Sales Aids 
1) Ne. 5000D 


No. 5012D No. 5018D 


0 No. 5013D 


CO Information on FREE imprinted envelope stuffers on above items 




















Name Title 
| Company 
! Address 
City Zone State 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted September 2, 1958 


2,849,983 wee? Change- ona Provided with Slotless Outer Jacket kar G 


weiler and A cd Gossweiler, Murrenweg, Niefern, Baden, Germany gnors to 
Adolf Waldmanr Pforzhein Germany 
2 ar 894 Adjenabie Copy Holder Device for Typewriter Desks. Martha Eisen 
nger, Minneapc 
2 > 849 985. Fountain ‘Pons James Stephen Perry, Gosport, England 
2 we 016 Card Holder. Hollis B. Matheny, Bronxville, N. Y assignor to 
¢ New York, N. Y 
2,850, 017. Follor er Plates for Filing Cabinets arence A. F. Ander Muske 
g t The Shaw-Walker Co Muskeaor Mich 
2,850, 076. Vertically Adjustable Chair. Herbert V. Thaden, High Point, N. C., 
assignor to Thade 1g Corp., High Point, N. C 
2,850 136 Typewr ter Key Connecting Devices. Robert R. Seeber, Jr., Poughkeep- 
and Richard Bennett, New Hyde Park, N. Y assignors to ternational 
el iness Machir rp., New York, N. Y 


2 850 137 Ribbon- Reverse Tripping Device for Typewriters. Willy Grundel, Han 
2 850 138 ‘Scale for Typewriting Machines. Lawre Robinson, Walla Walla 
Wa 


2 50 230. Calculating Machine. Blanchard D 


Granted September 9, 1958 


2,851,004. Tape Dispensing Apparatus Having a a Gummed Tape Holder 


Howard B. Rowe, Nashua, N. H., assignor, by mesne a ments, to Nashua Corp 
2,851,008. Eraser Means. Lester L. Rochester, Oak Harbor, Oh assignor of 

one-third to Clarence f£ Augsbach and one-third t Marcus Ray Hughe Toledc 
2,851, 141. Wire Printing Typewriter. Harold Kistner, Uni N. Y., assignor 
Internat ess Machines Corp., New York, N. Y 


2,851 217 Tens Transfer Mechanism for a Bifurcated-Actuator Adding and Sub- 
tracting Machine. W am L. Tancred, Wethersfield, C 
2,851,218. Carriage Shifting Control Mechanism for Accounting Machines 


Raymond A wistiar Jesse R. Ganger, and Herbert ( John<cor ayton, Ohio 
assignors to The National Cash Register Co., Dayton, Ohi 
2,851 a3 Metal Banded Top for a Desk or the like. Eman Braal, Bror W 
Henrikson rving B. Morgan, Benjamin J. Oom, and aude L. Pat srand Rapids 
h gnors to American Seating Co., Grand Rag 


Granted September 16, 1958 


2,851,945. Type Striking Platen Operating Means for Visible Printing Calculat- 
Mid Machines : Williamson, Moravia, N. Y assig to Smith-Corona, Inc., 


"2,851 946. Type Wheel Assembly in Check Writing Machines. Howard E. Hutze 


nan, Corry r to Applied Research Cort Er Pa 
2,852 028. Susper ision File Support Frame. Edward Pattersi ea Cliff, and 
esne assignments, to Oxford 


Robert G. Sct Freeport, N. Y., assignors, by 
Filing Supply garden City, N. Y 
2.852.076 reer Controlled Tape Punch. Raymond A. Barbeau, Poughkeep 


N. Y International Business Mach Corr New York, N. Y 
2,852 120. Tehuitses Stop Assembly. Richard B Hartford, and Gunther 
ern, Cromwe Co assignors to Royal McBee Cort Port Chester, N. Y 
2,852,121. Typewriters with Foldable or Detactable Justifiers. Pierre Leglise 


rarts rrance 
2,852,122 beet Mechanism for Typewriter or like Machines. Meigs W 
ewberry, South W Conn., assignor to Royal McBee Corrs 
2,852 192. Carriage Shift Controlling Mechanism. Nathaniel F. Hawthorne, Ala- 
neda, Calif., assignor to Friden, Inc. 


2,852,275. Contents Indicator for Binder Covers. Arthur F. Brook, Po shkeepsie 
N. Y., assignor to Wire-O Corp., Poughkeepsie, N. Y 

2,852,278. Basic Business Form and Extensions Thereof. Jean Rodolphe Dere 
Paris France 


Toled Oh 


2,852,279. Appointment Filing System. Lee Drulard 


Granted September 23, 1958 


2,852,897. Eraser Cleaner and Shaper. Ruth T. Woodworth, Stillwater, Minr 


2,852,926. Metal Cablnst Locking Mechanism. George R. Chervenka, St. Louis, 
Vlio., assignor, by mesne assignments, to Medart Lockers, Ir 

2,853,053 Pencil. Sharpener. William Hamilton, Vancouver, British Columbia, 
Canada 

2,853 we Tray Binder. Orvie E. Nabholz hellsburg, Iowa, assignor to Le 
Febure C Cedar Rapids, lowa 

2,853 175 Spools for Typewriter Ribbons. Paul Regentrop and Walter Fastenen 
rath, Wuppertal-Elberfeld, Germany 

2 853 252 Change Computing Cash Register. Mayo A. Goodbar, George A. Cocup 
and Na ur Dayton, Ohio, assignors t The Natior h Register 
2.853 233 Visible Indicating Device for Adding Machines of the Printing Type 
Such as for Cash Registers Leif Malcolm Anderss ergen, Norway gnor to 

rger gurt Berge Norway 

2,853,351 Desk with Apron. Russell | Bassett, Whittier, Calif ynor t 
te as ] Rapid Mich 

2 853 353 Filing capt Richard P chol field {1 Boris T rnoff, White 

N. Y to Wheeldex Mfg. Co., Ir White Plair N. Y 

2,853 354. Mult lex Tub = Card Files. Stanley L. Miller, Worcester, and 
Raymond | A H assignors to The Wright Line 

2,853 355 “Insulated ‘Cobieat Construction. John P. Paca, Canton, and Carl C 
f r, Orrville ‘ rs to Diebold, Inc., Cant t 

2,853 356. Printing Machines John H. Gruver, Cl d Height ' assignor 

idre f V jraph Corp., Cleveland, Oh 
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MANUFACTURERS: Chicago Lock 
builds Security You can Sell 


Fit the equipment you manufacture with Chi- 
cago Locks and you've got a point worth talking 
about. 

They’re small, they’re strong, they’re preci- 
sion-made for maximum security. 

You can sell that security. 

Whatever office appliance you make... 
desks, cabinets, lockers, strong boxes . . . in 
wood or metal . . . you'll find a rugged, smartly 
designed Chicago Lock or locking mechanism 
that answers your need. 





CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 












Write for your FREE copy of our catalog % & displaying the entire Chicago Lock line. 
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Shoplifting — What Is It 
Costing You, Mr. Dealer ? 


by RAY J. EICHENLAUB, 


Store Layout Consultant 
and Designer 
Chicago 14, Il. 


@ ON YOUR GRAND OPENING date, remember that if you 
have modernized and have a special event there are professional 
shoplifters who watch the papers for these dates. They know 
that your store will be crowded and it is easier to “‘lift’” in a 
crowd. Tell them not to wear their hats and pin carnations on 
them to wear while they answer questions and watch for shop- 
lifters. 

Ask the road men to help by 
crowd. 

Professional shoplifters carry large bags and usually carry a 
small purse in their hands, so if they are being watched they 
can buy a small item and still not have to open their handbag 
to pay for it. They have trick pockets under the arm and coats 
have big sleeves. Remember there are crutch artists, hook and 
harness artists. These characters wear booster skirts under the 
ordinary skirt with pockets resembling news dealers’ aprons 

Amateurs ordinarily steal merchandise for their own use. 
They are in all walks of life. They dress well. Normally they 
are not people who have to steal. When caught they profess 
not knowing why they steal. 

Did you know there are even six-months’ schools where the 
trade of shoplifting is learned. Parents take children with them 
and instruct them to watch their elders shoplift in order to 
know how it is done. To get a diploma from the school, I 
understand you have to be able to walk across the room several 


spreading out through the 


times unnoticed despite the three loose records you are carrying 
between your knees. 

I have even seen a well-dressed woman with a large flat hand- 
bag hold it flat against her coat, open it slightly and then 
several times slide greeting cards into it before purchasing an 
inexpensive card and go quickly out of the store, paying for 
her one purchase with coins from a small purse 

There is a story about a lady who placed a baby in a new 
buggy in the basement of a juvenile store department. When 
she pushed the buggy over to the stairway she asked a salesman 
to help her carry the buggy containing the baby up the stairs. 
The floor manager, noticing the incident, proceeded later to 
baw! out the salesman for allowing the supposed customer to 
help him carry the buggy up the stairs! It developed that no 
one had sold the buggy to the woman—she just stole it and 
walked out with it 

Shoplifting is at its peak to-date and may become worse. 
Arrest laws are limited. Merchants are afraid to apprehend 
shoplifters. However, the laws are being changed right along 

You can help prevent shoplifting by spreading salespeople 
over the store. Install mirrors at strategic points along with 
signal lights in order to warn employees when pilfering is 
going on in the store. I have recommended placing a small 
shelving unit near the check-out counter, this unit having 
several vacant shelves for the fellow who gets ‘cold feet’ at 
the last minute and wants to leave his pilfered merchandise 
behind. 

Placing officers on balconies near railings, supplying raised 
platforms, providing uniform patterns when displaying mer- 
chandise—all of these help to prevent shoplifting. 

I understand that most of the larger companies appropriate 
1'4c of every store sale dollar for covering theft and damaged 
merchandise 

The experts tell us that 50% of your employees are 100% 
honest. But, 25% will pilfer when tempted and 25% will steal 
every time they possibly can. 








New! Luxurious upholstered 


office chairs that fold! 





Ai: he 


Profit now with the upholstered chairs that make 


existing space do a multitude of new duties! Write for 
new booklet, today! Learn how colorful, comfortable 
Reserve Seats can be your newest profit maker! 
Ask for a copy of Reserve Seats, a case study. 
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CLARIN... 


4640 West Harrison Street, Chicago 44, Illinois 
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Thousands of people will buy 


this dictionary for Christmas giving! 





Merriam-Webster is using the tremendous selling — the Christmas season will increase sales of this title 
power of LIFE magazine to tell your customers as much as 100%. 

that Webster’s New Collegiate Dictionary is an 
ideal Christmas gift. Millions of people will see this 
big color ad .. . thousands will be ready to buy! 





Check your stock now and send in your order 
today. We’ll make immediate shipment. 


USE COUPON TO ORDER 









Be sure that you have plenty of stock on hand 
when the Merriam Christmas advertisement ap- 
pears in LIFE. To boost your sales, be sure that 
you take full advantage of the LIFE ad by build- 
ing a mass display of the New Collegiate in its 
eye-catching red jacket — together with other 
Merriam-Webster dictionaries. Dealers have found 
5. CO that a mass display of the New Collegiate during 


G. & C. Merriam Company, Springfield 2, Mass. 


Gentlemen: 
Please send me — copies of Webster's New Collegiate 
(No. 9, indexed) and bill me @ $6.00 less trade discount. 


Check here if you would also like a copy of the 
=) Merriam-Webster catalogue and discount schedule. 





Store Name 
Your Name 
Address 
City Zone —. State 











pt. 33 
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Cut 
office 
costs 

with 


C&R TYPE I 
GENUINE 
PRESSBOARD 























Lower cost, 
versatility 
and durability — 





You get all three when you specify Case & Risley 
Type I Genuine Pressboard for binders and other 
office uses. 


Because of its amazing strength and durability, 
Type I Genuine Pressboard lasts for years, needs to 
be replaced far less often than so-called ‘‘cheaper”’ 
products. It’s the ideal material for binders, sales- 
men’s portfolios, catalogs, brief covers, and index 
file guides — guarantees maximum protection for 
your business records and papers -— is easily im- 
printed or embossed. 


Send for free samples! 

Clip out the coupon below and 
mail it today. You'll receive 
free samples of C & R Type I 
Genuine Pressboard in various 
colors. 


CASE & RISLEY PRESS PAPER, INC. 


Makers of Genuine Pressboard 
and Similar Specialties 


Oneco, Connecticut 


























! > | 
| CASE & RISLEY PRESS PAPER, INC. ROARD | 
| ONECO, CONNECTICUT a ! 
Please send me free samples of your Type | Genuine Pressboard 
and, without obligation, names of dealers in my area. \ 

l 
Name | 

! 
Company , 

! 
Address , 
i Sst pln es ee caw cs awnes nb eb cew ee es eee en ems es 
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Norelco Distributors Named 


System Equipment Distributors, Inc., has been established 
for the regional distribution of the Norelco 35", new tape 
dictating machine 

Officers of the firm are Albert J. Nash, formerly manager of 
lealer sales for the Olivetti Sales Corp., and Larry Kurtzberg, 
the later partner in Kurtzberg’s Business Machines and Com 
mercial Stationers, Bayside, Long Island, N. ¥ 





Kurtzberg 


Albert Nash 


The firm has already outgrown its original quarters at 77-14 
138 St., Flushing, Long Island, N. Y., and is in the process of 
relocating in the Chase Manhattan Bank Bldg., 260 Broadway, 
Brooklyn 11, N. Y. 

Territorial representatives are now calling on dealers with a 
view towards assigning exclusive territories. Inquiries from in- 
terested business machine dealers in western Pennsylvania and 
New York state will receive prompt attention 


National Printing & Stationery Opens 
New Home in San Antonio, Tex. 


The National Printing and Stationery Co., formally opened 
its new home at 450 Soledad St., in San Antonio, Tex., with 
a house-warming held on Wednesday and Thursday, Septembet 
24 and 25 

The building, at the corner of Soledad and Convent streets, 
is in the heart of the downtown district and only a few blocks 
away from the firm’s former location at 657 N. Main Ave. is 
two stories in height, of stone and masonry construction, and 
has been extensively remodeled to meet the needs of the firm. 

The first floor is devoted to an attractive display room at the 
left and general and private offices at the right of the entrance. 
Most of the floor is devoted to the stationery and office depart 
ment. 

This has been arranged with a display “island’’ down the 
middle so that practically every item in stock can be reached 
by customers on a serve-yourself basis. This department has 
been completely sectionalized and plainly marked for the con 
venience of customers. 

Office furniture is shown at the rear of the main floor and 
also on the second floor of the building 

he firm's printing department occupies about two-thirds of 
this floor, with office furniture at the rear. A side entrance on 
Convent St. permits stock to be brought in or loaded for cus- 
tomers. 

The move to 450 Soledad is the fourth for the National 
Printing and Stationery Company, which was founded in 1922 
by Frank Bradford and G. C. Grubenheimer in a small building 
next door to the present Robert E. Lee Hotel 

The second expansion move was to a location on Augusta 
street and the third to 657 North Main Avenue—one of the 
city’s busiest intersections. 

Shortly after this the business was purchased by Floyd Jett 
and Paul Miller and incorporated. They are principal stock 
holders in the business. A third stockholder, who came into the 
business last year, is Cecil Dodic, who holds the position ot 
sales manager for the firm. 

Primarily an office furniture firm, a complete line of office 
supplies was added in 1944, and a printing department in 1947 


to ‘round out” the business. 


Kimball Appoints Representative 


Kimball Manufacturing Corp., San Rafael, Calif., producers 
of fiber-glass waste baskets and sand urns for offices and com- 
mercial use, has appointed I. S. Johnson, P. O. Box 8261 
Houston, Tex., as representative for the States of Arkansas, 
Texas, Oklahoma and Louisiana. 
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TOP QUALITY...ALL-PURPOSE...AT REASONABLE PRICES 





OA—11/58 


For volume sales, stock these exceptionally comfortable chairs 

with one piece molded fiber glass upper units, saddle shaped seats, 
and flexible backrests. Ideal for reception rooms, meeting 

rooms and cafeterias. Six colors of fiber glass with black enamel or 
chrome wall-saver legs. Priced from $18.95 List. Other fiber 

glass models plus a complete line of upholstered chairs for every 
office use. The Sturcis Posture Chair Company, Sturgis, Michigan. 
Address inquiries ‘c the company’s General Sales Offices, 

154 E. Erie Street. Chicago 11, Illinois. 
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th iw) stick to 
: these rules! 


If you want to keep customers... 






WHITE Gil, ’%” ruled 3901, %” ruled 5011-13C, %” ruled C2-2865QR, %” quad- C2-161R, %” ruled 
PADS > one side in grey, two sides in blue, one side in blue & ruled one side in blue, two sides in bive, 
8%x 111” \ 100 sheets 50 sheets red, 50 sheets 50 sheets 50 sheets 


a 


ee 





CANARY / 1135S, legal ruled, two 5011MR, Court Room Pad, C2-1641R, %” ruled 3941, %” ruled 
| PADS > sides in blue & red, ruled two sides in blue two sides in blue, two sides in blue, 
8% x 11” \ 50 sheets & red, 50 sheets 50 sheets 50 sheets 


Follow these nine easy rules to success .. . for these ruled pads 






| Ask about 
snsonaliged f | are the kind that most customers request. Keep those customers 
p nat \ coming back by keeping these ruled pads in stock. 
—ano 






ping aid! 


customer-kee Get them all at R-B... keep them always in stock! 








Sis aN Rockwell-Barnes Company 


samples available to qualified 
dealers upon request. 


Specialists to the Stationer Since 1903 
R-B means 


REPEAT BUSINESS 35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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4th District Notes 





R. E. HULBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


October will witness one of the biggest expansions ever to 
be seen in the Winston Salem, N. C. area. Carl Totherow, 
president of Rawley-Apperson, Inc., will unveil a brand new 
12,000 sq. ft. store that is certain to have the boys in our in 
justry “oohing’’ and “ahing’”’ for a long time to come 

He is moving into what was formerly a Colonial Super Mar 


ket, which means there ain't a single pillar or post to block 
the view or obstruct passage. And 7,500 feet will go into the 
lisplay area with 4,500 to warehouse and used furniture. The 

w location is on Cherry Street, just below the Lee Hotel 
but so help me | can't find anything with an exact address on 


Formal opening is to be held sometime in October so will 
ive it to you at that time, together with complete details of 
the new store, its operators and the opening festivities. 

» 

[The completion of one project and the addition of still an- 
other one is at Talman’s, Ashville, N. C. Fleming finally got 
the main store ceiling and lighting done to a King’s taste but 
will hold off the formal opening of same until he can complete 
the re-modeling of another new building around the corner and 
running through to Wall St 

He intends to move the general offices there as well as the 
ntire receiving department. The display of secondary lines and 

ed furniture will also be housed in the new location. Com 
plete details will be supplied when the formal openings are 
innounced 

e 

Spencer's, Inc., Gastonia, N. C., is about ready to move into 
its brand new store and expects to hold formal opening about 
October 23-24 and 25. The new job is an “ultra modern” one 


ind shapes up as one of the “show” stores of the country. 
* 
[wo more new “Bulmanized” stores just completed are 


Ledgerton’s, in Charleston, S§. C. and Carolina Office Equip- 
ment Co., Hickory, N. C. Felix Brockman, president of Ledger- 
ton’s is very proud of the new store and delights in showing 
it off to one and all 

The entire place shines like a new dime and is self-service 
from the word “go”. Anyone visiting Charleston immediately 
gets the “old” feeling as almost all of the buildings are push- 
ing 100 years, and a large number of the retail outlets are still 
using display fixtures of ancient vintage so that makes the 
latest Bulman stuff stand out even more and it certainly stands 
out even amongst the newest. 

Haven't heard anything about what Felix intends doing about 
a formal opening so will have to leave it up to him to an 
nounce 

o 

Che Carolina Office Equipment job up in Hickory is another 
ompletely new deal from the floor to the lights, and although 
the two Logans, Powell and Byron, have their store in the 
Arcade building instead of on a street, it makes a very notice- 
able splash in what's new in retail stores in Hickory. They 
have been machines specialists for a long time, but the new 
fixtures are to handle a vastly expanded section of office sup- 
plies, so you traveling gender better put ‘em on your list. 

7 

Skagseth Stationery Co., Miami, Fla., is now nicely ensconced 
in its new general office and warehouse at 925 West Flagler 
St. Don’t have iny of the fine points of the new job, but I 
hear it is really a honey and that Hiram Gates did a wonderful 
job of promotion on the opening. 

* 

Now here comes a switch. American Office Equipment Co., 
552 Mulberry Street, Macon, Ga., announces that nothing has 
been changed except the name, so if your records still show 
the old monicker of American Printing and Stationery Co., you 
had better chang it pronto 

* 

lo any of you traveling boys, or anybody else for that mat- 
ter, who travels, Newport, Tenn., up in the mountains of East 
lennessee, I'm a tellin’ ya’ to expect a nice surprise when you 
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plus a unique 


Fe: » flared-back sweep 
aa ich eliminates 
\ cuffing contact 
“With woll... 


| protects both chair 
back and wall 






M-1000 FBL 
Arm Leg Chair 





new “x styling 


by : METAL-LUX 





This trim-lined ultra-modern metal chair 
group combines a streamlined design of 
unusual beauty with useful function 
(chair backs cannot scuff walls). An ideal 
chair for use in lobbies, reception rooms 
7000 Fea, or offices. The armchair features deluxe 
a spring seat construction and Tenite 
arm rests. Side chairs are available with 
spring or padded seat. Lifetime frame 
construction and flawless finish make these 
fine chairs virtually indestructible. The 
““Swept-Back”™ group is designed for 
large volume sales and profits. Write 
today for the full descriptive details. 








M-3000 FBL 
Side Chair %. E ‘ “ 
(Spring Seat) aS there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 172, Illinois 
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The ti - 
Workmans hip. 
Qyle le and 
Beauty! 


At first glance you can see INGENTO’s Quality 
and superiority. It’s the line that offers so many 
extras to dealers and users alike . . . from the 
small 6 inch models right up to large heavy duty 
table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 





Offices Homes Schools Industry 
Shipping Art & Photography Manufacturing 

ee@eeeeeeeoereeeeteeee eee eter eeneeeeereeeeeseeeseee 
. . 
° Sales Representatives: ° 
. - 
. 

«  ™. G. Patterson Horry Tehan, Jr. Wm. P. Corbett sé 
e 3710 Grosvenor P.O. Box 2732 Charlestown Village * 
e Cleveland, Ohio Jacksonville 3, Fla. Phoenixville, Pa. ° 
. . 
° Martin M. Moldow Assoc. Harry B. Gorline , 
. 401 Broadway 930 Sutter St. . 
. New York 13, N. Y. San Francisco, Calif. . 
. . 
e*eeegme eae eee ee a 





TRIMMERS 


Send for Illustrated Sales Brochure 
MANUFACTURED BY 


IDEAL SCHOOL SUPPLY COMPANY 
8318 South Birkhoff Avenve — Chicago 20, Ill. 





call on June and Lynn Allen at the old Lynn Allen Printing 
Co 

They have sold out the printing end and re-done the office 
supply section a la “Allen,” which means its “sharp,” man. 
Nothin’ “store bought,” but it shows up well. The two of them 
did it all, and a better job you will look a long time to find 
With more concentration of the supplies end, volume increases 
are very much in the offing. 

Peggy is still in there pitching too, so the three of them will 
e looking for you. The street name has been changed, too, so 
now the address is 209 W. Broadway. 

o 

The Fourth District as a whole is mighty proud of the ac 
complishment of two out of the three Geyer annual dealet 
awards going to our boys. It will be a proud moment indeed 
when the doin’s at Chicago pause for the awarding of best 
store design silver plaque to Pound and Moore Co., Charlotte 
N. C. and best store promotion silver plaque to Zac Smith 
Stationery Co., Birmingham, Ala. 

Just goes to show you, not to mention the rest of the coun 
try, that the South has, in fact, risen again. Our most heart- 
felt congratulations to you Mr. Pound, and to you Daisy and 


> 


Doug Russen. 
-_ 

An important organizational change has taken place at 
Dean’s Office Equipment, Inc., Ft. Lauderdale, Fla. C. E. 
Murphy, a 20-year veteran of the office furniture and supply 
field in Johnstown, Pa. has acquired the controlling interest 
and will take over general management duties on October 1 
Dean, however, will remain in the firm as an adviser and con 
sultant. The staff and policies will remain unchanged 

Wayne Hoffman will continue as executive assistant and Les 
Stoll, as head of the design and office planning department 
The name will be changed to Dean’s Office Furniture, Inc 
Dean announced plans to move to a new 9,000 sq. ft. building 
of Colonial Williamsburg design now under construction in the 
2100 block of N. Federal Hwy. 

a 

Martin Office Equipment Co., Jacksonville, Fla., has a new 
‘general sales manager’ in the personable person of Joe Colvin 
(congratulations Joe), so next time you go in there you want 
to bow real low. Replacing Joe as retail manager is Bob Wolf. 
I understand Bob is new to the business but was a former cop 
in Charlotte, so it might be best to bow real low there too 

a. 

Another Jacksonville item of note is that of Bob Sanford 
taking over the very important job of chairman of the United 
Fund drive. That will keep him busy for quite a spell 

a 

“Inky” informs me, as well as you other ‘“‘yachtsmen,” that 
Ronnie and Jerry Rumph, G/W’s man in them there parts, are 
now in their new home at Palm Isle and cordially invite us for 
a visit any time we are in the area. 

7. 

Just in the event it got by any of you that was a whopping 
big advance our boy Ted Myers got when he took over as 
eastern manager of sales for Wilson-Jones. Only bad part 
about that, Ted, is you and Louise have had to remove your 
selves from our midst and go to New York. George Robinson 
has succeeded Ted in Atlanta. 

om 

Got one still expecting” and two that have it made. Heath 
Baucom, with Fowler's in Charlotte is now at the “any min 
ute” stage, so we are looking for that ‘‘announcement,” Heath 

e 

Betty Webster, Jarrett Stationery, High Point, N. C., is the 

proud mama of her first, a boy name of Mark Thomas, born 


June 28 and weighing in at eight pounds, four ounces. Betty 


may not be back at her old post for some time, but we will be 
keeping in touch with ‘“‘developments”’ 
os 


Dot Cross, that pretty little thing you have been ogling at 


John Carter's, Kinston, N. C., has also checked in with num 


ber one, a girl this time and named Teresa Ann. Teresa was a 
July 18 arrival, and if she looks like her mama, she will sho 
have “it 
_ 
Still another of our “old timers’’ has passed away. Lionel 
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No wonder so many 
offices are demanding 
KLEENMASTER Purple 
Spirit Master Units 


4 IS The first 100 copies of this message looked as 


crisp as the Kleenmaster original. The 
200th, reproduced here, was still sharp 


and clean. Color held up nicely through 
#500. All told we made 772 legible copies. 


We never suggest runs of this length for normal 
‘ use. But, copy for copy, whatever the 

TH , run, Kieenmaster Purple Units give clearer, 

sharper, cleaner reproductions. 


Plastic Coated Kieenmaster's hecto can't 
bieed or run. No more stains on hands 


/ 
4 
\ 7 and faces. The typist can actually rub her 
\ / . 
‘ / hands on the coating with nary a smear. 
\ 4 
\ _ so 


\ / Write for Free copies of ‘‘The Purple 
. / Monster’. This entertaining consumer 
\ or folder helps you sell Kieenmaster. 
\ ye ME MO 
‘ sively 
ali offices: aster Unite excis 
To that you use aoet tested it against 
urge ve i 
Strongly licating work. yprilliance and clar ot legibdility- 
for 8 spirit dup nequatied for with inc nc rease 
da and find it s at longer runs 
fiel eters permi aster Units, 
Sharper Mas ‘ _pantty Kieenm 
quest? og . 


On all future F° 
manufs¢ o 


(Photographed in black from purple copy.) 







INCORPORATED 


PEERLESS Speci ernie 


General Office and Factory : Peerless Place 
Newark 12. New ieee 





th “fe 
Cia Me typewriter ribbons, carbon paper ribbons, carbonized rolls, Peerless rubber keys. 








fine pieces 
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by GROSFELD-KELLER 


The desk, chair, end table and : 
a distinguished grouping of furniture 
the contemporary office and reception room. You'll find a 


ng cart are examples of 


additions designed for 
comprehensive collection of light and versatile tables that 
take minimum space for maximum function. All exemplify the 
beauty of styling and quality workmanship that are synonymous 
with the famous Grosfeld-Keller names. A brochure showing 
the complete line of accessory pieces is available upon request. 
We la-etilimehZeliicleli-mie 


Chief Executive 


r Dy Leigh Allen. This line 


ATTENTION 


atigalhitl acme (ste lista Po Wa arelale! 


te this tine are 


Samuel Lakow, New York City 


John Wanamaker, Philadelphia 
Globe Office Furniture, Cincinnati 


GROSFELD HOUSE renttr rire 


Keller Furniture Manufacturing Corporation 
General Offices: 215 East 58 Street, New York 22, N. Y. 
Factories: Brooklyn and Oneida, New York 
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Colomb, representing Weis Mfg. Co. in the Southwest and 
Florida for many years died in Kansas City on September 17 
after suffering a stroke. 

o 

No details on this one, but word comes that Mr. Ledgerton, 
head of Ledgerton’s, Charleston, S. C., passed away in August. 

a 

[his job of so-called reporting the news to youse guys ‘n 
gals don’t have very many compensations; but, when one of 
the “old reliables” returns after several years absence, it does 
begin to appear worth while. After using up my supply of 
needles” and giving up on the lug, I got a beautiful surprise 
this month when Jack (S. P.) Miller came back into the fold 
with a contribution and a solemn promise to do better. Wel 
come back Jack we do need ya. 

Along with Jack, “Inky” Sanford Lydiard came through as 
usual. Even our venerable secretary-treas. of ye Southern Travel 
ers Club, Charles contributed a bit, and so did Stan Hahn, 
Apsco’s boy hereabouts. Many thanks fellers. Les try it again, 
huh?? Bye now 


Ft. Lauderdale Firm under 
New Management, Changes Name 

Dean's Office Equipment, Inc., Ft. Lauderdale, Fla., became 
Dean's Office Furniture, Inc. on October 1, under the manage- 
ment of its new president, C. E. Murphy. 

Mr. Murphy, a 20-year veteran of the office furniture and 
supply held in Johnstown, Pa. acquired the controlling stock 
in the company from Dean Dessenberger, who will remain with 
the firm as an adviser and consultant 

The staff and policies will remain unchanged, Mr. Murphy 
said. Wayne Hoffman will continue as executive assistant and 
Les Stoll will remain head of the design and office planning 
department 

Murphy, who spent his entire career with the Johnstown 
Office Supply Co., had been sales manager of that company for 
the past 15 years. Dessenberger, while announcing that these 
new developments will release his time for greater effort in 
community activities, disclosed plans to move to a new 9,000- 
sq. ft. building now under construction in the 2100 block of 
N. Federal Hwy. 


In 100th Year, Carter's Loosens ‘‘Tight Gold"’... 





ye 


Launching a campaign to put to rest this decade’s ‘‘tight-gold’’ 
scare talk, The Carter’s Ink Co. called on an old hand to point 
the way. The Old Prospector’s campaign for bigger profits 
evidently paid off abundantly, as he and his daughter, Goldie, 
demonstrate to Carter’s William M. Fletcher, general sales 
manager 
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HASKELL 


OF PITTSBURGH 





SEW 
STEEL 
FILES 

























E STEEL 
“ot Budge 


A big hit at the NSOEA Convention! Haskell 
designed them that way . . . for easy sell. 
Beauty on the outside! Quality on the inside! 
Haskell files not only look better . . . they are 
better on many counts. That’s no accident. Over 
the years, Haskell budget know-how has come 
to mean extra values at lower cost. That’s why 
dealers recommend Haskell budget quality 
with confidence! 





Write for full details— 
Literature and Prices—today 


HASKELL 






VISIT OUR NEW PLANT WHILE OF PITTSBURGH 


IN PITTSBURGH FOR THE 
BICENTENNIAL CELEBRATION 





New York Showroom « 440 Fourth Avenue 
P. 0. BOX 5273 « PITTSBURGH 6, PA. 
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introducing 
the 
Sengbusch 





odern styling decorative as 
ietional. Ideal for home or office, 
‘Christmas gift! 







WRITE TODAY FOR FULL 
PARTICULARS! 


7 ® 
311 Sengbusch Building 


Milwaukee 3, Wisconsin 





6th District Notes 





The Milwaukee golf outing, held at Tuckaway Country 
Club, drew a goodly crowd of golfers and a near capacity ban- 
quet crowd in the evening. Co-ordinator Benny (Venus Pen & 
Pencil) Allen and his Milwaukee co-chairmen handled the many 
details in systematic fashion. 








Seen at Milwaukee . . . (Top) The Hi-Lo’s—-Web Lueblow, W. 
W. Oestreich, H. C. Miller Co.; Paul Alexandroff and Bill 
Ronayne; (center) C. W. ‘Chuck’ Lofgren, president of San- 
ford Ink Co. with prizes won by making hole in one, first on 
record in history of GLTC golf outings; (bottom) Benny Allen, 
Venus Pen & Pencil Corp., tournament co-ordinator; Bob Hed- 
berg, governor 6th district NSOEA: Art Finger, S. J. Olsen Co., 
Milwaukee 





C. W. Lofgren, president of Sanford Ink Co., made GLTC 
golfing history when he fired a hole in one on a 170-yard hole. 
A two iron was used for the shot. 

Governor Robert Hedberg came from Moline for the affair 
and it was an arduous trip because the differential of his auto 
gave way and left the District 6 leader stranded. 

a 

GLTC annual Christmas party will be held at the Sherman 
Hotel on Thursday noon, December 18, one week before Christ- 
mas. Committee is headed by Clarence O. Schlaver of OA and 
Ken Henderson of Ace Fastener Corp 

© 

And Chairman Ken (3-M) Reister reports that GLTC’s an 
nual Birthday Ball will be held February 21 at Brookwood 
Country Club, same site as last year 


* 
New member of GLTC is John L. Karlquist of Quality Park 
Envelope Co., covering the Wisconsin territory. 
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(7? MAKERG OF THE WORLD FAMOUS 


PATENTED “STA- CLEAN METALLIC 


vs PROTECTIVE COATED MASTER UNITS 
U.S. PAT. 2.671.734 





PROGRESS 


Several of our newly developed products 
have recently made their debut in the 


duplicating supply market. 
There will be even more, in the months to come. 


We, at Rose, are proud of the role played 
by our research laboratories in behalf of 
the many people who buy and use the 


products we manufacture. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


| 
en RIBBON AND CARBON MEG. CO., INC. 


GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 
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NEW SALES 
NEW PROFITS 
NEW MODEL 99 


Nutt Allie 


Spirit Process Addresser 


Now with 
“AUTOMATIC DRIVE” 
on moistening roller 


NEW PRECISION ADDRESS 
CARD FEED — GREATER CARD 
HOPPER CAPACITY 


assures high speed — trouble free operation 


Designed for FAST, LOW COST addressing of: 
ENVELOPES @ POSTCARDS @ CIRCULARS @ STATEMENTS 


NO PLATES - NO STENCILS - NO GELATIN - NO INK 








Prints from paper address slips prepared 
in a.standard typewriter —or written with 
a ball point pen. 
Address card has ample area for keeping 


records. Use it for record information as well 
as address information, if you wish. 


NATIONALLY ADVERTISED * FULLY WARRANTED 


For further information write or call 


MASTER ADDRESSER COMPANY 


6500 OA West Lake Street Minneapolis 26, Minnesota 


America’s leading manufacturer of low cost 
spirit process addressers and dvuplicotors 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 





“Our Latch-String Is Always Out” 

Hi Ya Folks: Once again our golf 
tournament was very successful, held 
August 26 at the Southview Country 
Club. The attendance was around 150 
Winner of the golf prize was Stan Stan- 
vig of Quality Park with a score of 76 
and Bill Whiting of Owatonna with a 
score of 77. Del Deming of Farnham's 
came in with a score of 78 and Bob 
Hughes of Minnesota Mining was run- 
ner up with a score of 79 

Our old saying this month, “If your 
golf score is over 90, you're neglecting your golf. If it is under 


LUCKY, 


80, you're neglecting your business.’ A delicious dinner was 
served and a good time was had by all. Larry Johnson pre 
sided at the banquet 
. 
COMING EVENTS: Travelers Christmas Party December 6 
at the Calhoun Beach Club, 7:00 o'clock 
+ 
COMING SOON: Sales Rally, Second Annual, January 19 
at the Calhoun Beach Club. 
. 
These people were taken ill: Tom Seward of Swingline had 
a check-up at Rochester, Minn. Fred Grube of Farnham's is 
also having a check-up. We all wish them a speedy recovery 
Jack Hazlett of Ames, Iowa and Bob Davis of Standard Sta 
tionery in Sioux City were hospitalized 
© 
Get Acquainted Month: New members on our roster are 
Lloyd Anderson of Minnesota Mining; Frank Binder of Vail 
Manufacturing; B. A. Ebert, York Safe & Lock Co.; Ted 
Egger with Vic Lydon. (Merrill Hasty better look out or this 
man Vic Lydon will be handling more lines than so and so has 
pills.) Don Fischer, Modern Stationery; Jack Goldman, Sta- 
tioners Distributors. This chap Jack is a new member but an 
old friend. Dick Fuller, Smead Manufacturing Co.; Ken Hender- 
son, Ace Fastener and Sam Henning, Cole Steel. I know, | 
know, there are more new members, but we haven't the space 
so we'll continue next month, O.K.? Okay 


7 
GRAND OPENING: Koch Brothers, Des Moines, Iowa, had 
over 1000 visitors during their grand opening. Their Open 


House consisted of their new furniture show rooms where Mr. 
Bristol and Ed Wilson stated the color and design and new 
trends were stressed. This concern was established in 1889 
Koch Brothers now have three stores in operation 

* 

OUT OF DISTRICT OPENING: Springfeld Office Supply 
in Springfield, Ill., which is our friend Jesse Peck, opened his 
new store 

e 
Al Collatz, the roaring lion, enjoyed a Lions Lunch with his 
fellow growler, Rev. Jack Berry of Owatonna 

° 
Henry Huette has moved his Autopoint office to a new loca- 
tion, 3455 Blaisdell Ave., Minneapolis 

ae 

Western Stationers’ of Rapid City, S. D. Marlin Letner 
says his boy, Bob, will matriculate at Georgia Town Univer- 
sity (Didn't think Marlin was that old). Wonder what ever 
happened to Art Letner of Marr Duplicator Co. Long time no 
see. 

Jim Foreshew of Pierre, S. D., winner of the northern 
Minnesota resort trip has this to say. Thanks to everyone of 
District 7 and thanks to Larry Goodhand who was his closest 
neighbor while vacationing at Gull Lake. Larry and Tess and 
their hospitality made vacation a special grand one 


+ 
Best quip of the month: Man who covers chair instead of 
territory always on bottom. 
« 


NEW LOCATION: George Bergstrom of Spencer, Iowa has 
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No. 610 
SIDE CHAIR 


No. 635 
SYNCRO.-TILT 
POSTURE CHAIR 


No. 620 
SIDE ARM 
CHAIR 
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ALL-STEEL 





NEW M$ 6O00O-LINE CHAIRS 


BETTER BUILT FOR BETTER BUSINESS 





Smart, distinctive styling for today’s efficient offices. The 
600-line chairs are contemporary . . . upholstered in rich 
textured fabrics, leathers or naugahydes. Quality built 


to offer the finest in office seating. 


Put these new style leaders to work in your display room. You'll 


find immediate interest which will result in profitable sales. 


te OFFERS A COMPLETE LINE OF OFFICE SEATING = 
400, 500, 600 (SHOWN HERE), 700, 800 AND 900 CHAIR 


SERIES AND QUALITY OFFICE FURNITURE, 


Write for complete information. Franchise may be open in your community. 


EQUIPMENT INC. aurora, ILLINOIS 
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General and Sales Offices: 





STOCK 
FORMS 


for profitable 
off-the-shelf 
sales and repeats 


Inter-O ffice 
Correspondence Forms 

. . available in bonds 
and NCR papers. 
Bills of Lading ...in 
three and four part sets. 
Purchase Order 
and Invoices... in 
three and four 
parts, sl,” = gf 
Six Garage Repair 
Order Forms . . . Stocked 
in all popular styles 
on bond and NCR 
paper. 
Blank Snap-a-parts... 
available in all popular 
sizes from 414” x 7” 
to 814” x 11” in bond 
and NCR paper. 
Hano Litho-Checks ... 
three-part sets, on 
safety or regular papers. 
Twenty-eight styles 
and types of Stock Tab 
forms are available for 
off-the-shelf delivery. 
Eight Fuel Meter 
Tickets... fit every 
type of oil delivery 
meters. 
Stock forms are 
only part of the 
profitable Hano line. 
Check now for Auto- 
graphic Registers 
and forms, Snap-a- 
parts and Tabulating 
forms, 


COMPANY, INC. 


MANIFOLD PRINTERS SINCE 1888 
Warchouse and Branch Plant 


Holyoke, Massachusetts Mt. Olive, Illinois 
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has opencd up his new store, Bergstrom Office Supply. He has 
doubled the space and added more employees. This was sent 
in by my favorite reporter, Earl Collins. 
. 
FISH STORY (Columnist Note: This is the first fish story I 
have heard this year that isn’t a piscatorial prevarication.) 


Florida's Fightenist Fish’ is the way Knobby Knoblauch de 
scribed his first experience with the silver tarpon. Fishing out 
of Ft. Myers, Florida the first week in June, he and a party of 
four friends including John Latta of Cedar Falls, Iowa, boated 


many of these monsters. 

I have just been advised that the largest tarpon caught by 
one of their party was certified at 121 pounds. It won first 
prize in a contest conducted by the local Chamber of Com- 


merce. Says Knobby, “Our captain told us that no other fish 
will give you thrills like this powerhouse of leaping lightning 
and they lived up to their reputation. This one took them al 


most two hours to land 


Bar Association Sees Old and New ... 
z ’ 1 oe ? i 





Some 8,000 members of the American Bar Assn., meeting in 
Los Angeles at the Statler Hotel visited Western Office Furni- 
ture Co.’s display during the Association’s convention held 
Aug. 24-28. They saw this office of yesterday convincingly 
peopled by Mr. and Mrs. Bud Tufteld and then deserted 
nostalgia for the other scene depicted (below) by a prominent 
local attorney and his secretary. The furnishings in the modern 
office are the Classic Series of Jasper Office Furniture Co. 


Georgia Firm Changes Its Name 


MACON, GA 


Tommy C. Olmstead, manager, reports that American Of- 
fice Equipment is the new name of the firm formerly known 
as American Printing & Stationery Co., located at 552 Mul- 
berry St. in Macon 
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FOLDERS 


Supertex Grade #2& folders have been a standard since folders came into use 

















almost fifty years ago. In all these years, quality, workmanship, improvements, 
completeness of line, prompt service, and prices have built a volume business to 
benefit the user, many distributors, and this company. 


This company operates two automatic machines that do 
everything about a folder including scoring. tabbing, round 
cornering, undercutting, printing, indexing 
and counting, and the folders in both single 
top and double top styles al- 


most sell themselves. 





Packed in two-piece boxes, Kraft 
lined with double thickness at 
corners, the labeling printed directly on the box (not 
a pasted label), and cartoned 500 folders to a carton. 


Over the years standardized quality and honest prices with the J/2@ trade- 
mark on every folder insure the user a guarantee of price, quality, and future 


service. 


Quite important also is the fact that we do not compete with commercial sta- 
tioners to sell his customers direct. 


Four weights, single top and double top, insure stock folders in every price 
bracket. 


Folder Display Pack 


Forty packs of assorted folders in 
display carton. One dozen folders 


to a pack, 


The Weis Manufacturing Company Monroe, Mich. 
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PROTECTED 
ROFITS!”. 


and a boost 


in sales with 
Advanco’s 
policy of selling 
thru dealers 
exclusively. 





ADVANCO’S COLLATED 
MANILA GUIDES... 


In legal and letter 
sizes, made of 

11 point, 150 Ib. 
durable stock. Also 
in 92 point, 133 
Ib. stock. 


ADVANCO’S BRISTOL 
A to Z GUIDES... 


also manufactured 
in 25 point Green 
Pressboard 

with Metal Tabs. 


ADVANCO’S BLACK 
METAL TAB PRESSBOARD 
GUIDES... 

in both 

legal and letter sizes, 
eyeletted. 


Manufacturers of .. . 
e Manifold Books 
© Printed Stock Forms 
e Suspend-O-Folder 
e Filing Supplies 
e Punchless Paper Holder 
e Pressboard Binders 


Write for general 
Catalog and Price List! 


ADVANCO PRODUCTS, Inc. 
76-05 51st Avenue, Elmhurst 73, L. I., N. Y. 
Telephone ... Hickory 6-4848 
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MADE IN USA 














8th District Notes 


2001 S. Hanley Rd., St. Louis 17, Mo. 


Stationers Association of Greater St. Louis held its first meet- 
ing of the fall term on September 15. The meeting was under 
the direction of President John Griffiths, Ace Office Supply of 
St. Louis. A very interesting evening was spent at the York 
Hotel. Dinner meetings are held every third Monday at 6 p.m 
Travelers and guest dealers who might be in our fine city are 
invited 

° 

Kansas City Stationers Association also held their first meet 
ing of the fall season at the Wishbone Chicken House on Sep- 
tember 8. The October meeting will be the election of officers 
for the year 1959. Kansas City Stationers meetings are held the 
first Monday of each month at 6 p.m. “Wot ah dinna” at the 
Wishbone? Travelers invited when in town 

© 

[The Mission Office Equipment Co. of Mission, Kan. and The 
Fryer Printing & Staty. Co. of Kansas City, Kan. suffered se- 
vere losses in equipment and supplies. The loss was caused by 
the recent flash floods. 

+ 

Raytown Office Supply & Equipment Co. of Raytown, Mo 
moved into its new and spacious location on July 1. Open 
house was held on August 9 and 10. There were approxi 
mately 800 people who attended 

* 

Didde Office Supply Co. has remodeled its store at 308 Main 
St. Ottawa, Kan. They have improved and tripled their store 
area 

oe 

Midwest Travelers President Clint Cooper and Governor of 
the 8th District NSOEA Jack Coleman, held a joint meeting 
during the NSOEA Convention in Chicago on Monday Septem- 
ber 29. Meeting was very well attended by both travelers and 
dealers. The general discussion touched on a few of the many 
high-lights of the 1959 meeting in Kansas City, Mo 

» 

Lou Blair, Blair Office Supply Co. of St. Louis and past 
Governor of the NSOEA 8th District, has moved into his new 
and most modern quarters at 4530 Delmar Ave. Lou has in- 
creased his space four-fold, all on ground floor with loading 
and unloading docks at rear and side of this most modern 
building 

7 

Maxwell Anderson, Oxford Filing Supply Co. of St. Louis 
had St. Christopher traveling with him on his recent road trip 
to northwestern Missouri. Max was driving on the highway 
near New Mexico, Mo. when a car pulled out in front of him 
from a side road. Unable to stop, Max hit the car square in the 
center and completely demolished his new car. Max was only 
slightly injured and no one was hurt in the other car. We are 
all glad, Max 

* 

Willard Harrison, president Schooley Printing & Staty. Co. of 
Kansas City, Mo. recently suffered a heart attack. Willard was 
confined to the hospital for three weeks. He is now home and 
doing very well. Hope you are back to work real soon, Willard. 

-_ 

Vaughn Williams, Schooley Printing & Staty. Co. of Kansas 
City, Mo. became very ill the evening he was to start on his 
vacation. Vaughn and his lovely wife, Jesse Lee, unpacked their 
car and settled down to a cream and milk diet for several 
weeks. Vaughn has greatly improved and returned to work 

s 

Have you heard! A big big white bird with long legs and a 
pointed bill is building a nest in the Boorum-Pease Jimmy 
O’Brien’s chimney? Stationers around Tulsa have told me 
that Jimmy keeps bird feed on his roof all year round 

* 

Sorry to hear about the death of our good friend Lionel 
Colomb, Weis Mfg. Co., Monroe, Mich. Lionel passed away 
suddenly while in Kansas City, Mo. He was to retire at the end 
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DAZOR 


Fluorescent Desk Lamp 
with Pivoting Reflector 


MODEL 2002 
for Two T8 15-Watt Tubes 


MODEL 2001 
for One T8 15-Watt Tube 


Twin Arms Give the Reflector of this DAZOR 
A Forward Thrust Well Over the Working Area 





The popular low price doesn’t begin to tell the story of what this 
new Dazor can do for your lamp sales. Anyone seeing it immediately 
spots the original style appeal. Anyone frying it discovers how 
pleasant fluorescent lighting is, placed where it’s beneficial—over 
the working surface. Twin arms thrust the reflector distinctively 
forward, still leaving the base out of the user’s way. Further control 
of light direction is effected by pivoting the reflector forward or 
backward. The flat steel base takes up very little desk space; papers 
may be spread on it right up to the housing at the back. 





Suitable for Many Markets 

Viewed from any direction—back, front, 
ie tag , side or anglewise—-the simple, distinctive 
colors, your profit opportunities are far from limited to the single styling of the Dazor pictured is pleasing to 


sale. In addition to the private office, your market for this lamp the discerning eye. 
includes reception rooms, institutions, libraries, motels and hotels, 
student rooms, home offices, gift buyers in many categories. Contact 
your Authorized Dazor Distributor for additional lamp details, 
available literature and prices. If you need his name, write to Dazor 
Manufacturing Corp., 4481-99 Duncan Ave., St. Louis 10, Mo. 
In Canada address Amalgamated Electric Corporation Ltd., Toronto 


With price and design features supported by a choice of five decorator 


6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


5 oO ATi fe | S LAM The standard finish is frost-green baked en- 
AZOR FL Ps amel over bonderizing, combined with 
colonial white. Optional colors at no extra 


cost: frost-tan, statuary-bronze, gray or 
FLUORESCENT and INCANDESCENT ebony, combined with colonial white. 
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New! 


Relaxing | 













Massage 





in the 


President's 





(Chair 


ay 


Quality 
rotary motor 
creates gentle © 

massage. ' 


Finger-tip 
control turns 
on and selects 
degree of 
massage. 






Harter Model 65 
Executive Posture Chair. 


ey % 





EXCITING! PROFITABLE! Here’s another first for 


Harter dealers—true Swedish massage in a top executive chair. 


If tensions ... decisions. . 


tied up in knots . . . have him lean back ina Harter 65, select the 
massage action he prefers and relax. Cool, extra-deep, molded 
foam rubber cushions in seat. back and arms transmit the correct 
cycloid massage gently. The bigger his job, the more your pros- 


pect will appreciate this chair. 


With the massage turned on or off, you have the finest of ex- 
ecutive posture chairs. The Tempo base and Spin-Easy adjust- 


ment are added new features. 


Your Harter man will tell you about the promotion package 
on this chair. It means extra and profitable sales for you. 





. deadlines have your prospect all 
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Spin-Easy Chair 
Height Control 





Lithe, Trim 
Tempo Base 


Extra-deep, Molded 
Foam Rubber Cushions 














POSTURE 
CHAIRS 


t [nl @ RIE ir 











HARTER CORPORATION, 1125 PRAIRIE, STURGIS, MICH. 


162 


of this year and spend his days in Florida 
pathy to his wife, Ethel Colomb. 
° 
[he Obermeier’s, Obermeier Stationery Co. of St. Louis 
a boy for Bernard a girl for Kenny a girl for Margaret 
and a short wait for Virginia. Mrs. Frank Sommers, who is also 
employed at Obermeier Stationery has a new grandson 
a 
Carl Shutz, Eagle Pencil Co., and his lovely wife Chesta are 
now settled in Newtown, Conn. They live about ten miles fron 
the new plant at Danbury. Hope you are both real happy in 


Our deepest sym- 


your new home. Dave P keep Carl in the east east of 
Iceland! 
MUEHLEBACH HOTEL — KANSAS CITY, MO. IN °’59 


Smith-Corona Marchant Acquires 
German Subsidiary 


Smith-Corona Marchant, Inc. has acquired the Hamann Divi 
sion of the German Telephone Works and Cable Industry, In 
it was revealed by Edward H. Litchfield, chairman of Smith 
Corona Marchant in an announcement made recently in an 
address before the New York Society of Security Analysts 

Chairman Litchfield explained that a new company, Hamann 
Rechenmaschinen G.m.b.H., had been formed to acquire and 
manage the Hamann operation. It will be operated as a sub- 
sidiary of Marchant Rechenmaschinen G.m.b.H., which is lo- 
cated in Hamburg, Germany, and which is a totally owned 
subsidiary of Smith-Corona Marchant, In 

Hamann manufactures calculators for world-wide distribu 
tion, and is specifically known for its 10-key electric rotary cal 
culator. It also manufactures several models of hand-operated 
calculators 

Dr. Litchfield described the acquistion as another important 
step in the company’s program to expand its marketing and 
production operation abroad. The addition of Hamann’'s 10- 
key electric rotary provides the company with a nev 
which it plans to distribute internationally 


product 


Uses Own Design Chairs in Office .. . 


ii: See xy 











Cleveland industrial designer, Leon Gordon Miller uses chairs 
which he designed for The Taylor Chair Co. in his own com- 
bination office and conference room shown here. The chairs 
are finished in boiled linseed oil and upholstered in Maix 
Bahia fabric. Parquet table top is of imported cabinet woods 
Special lighting enables the designer to show fabrics under 
daylight, fluorescent, or incandescent conditions 
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Altoona Sait Lake & AT 
The Original MICROPOINT K-STIK 


INK-STIK‘* 


The King-Size Pen you NEVER Refill 


INK-STIK’S the new feel in writing that’s in your store. Revolves. Holds 16 dozen 
riding on top of the popularity wave. Its INK-STIKS. Retail... . 39¢ and 49¢ ea. 
ol Sales 3 ] sans j ‘e " ‘ 

high e- : a lox it bi ins low inventory Retall Value ...... $84.48 
costs ane ug pro its tor you. Vous a= «a ee $51.84 
\vailable in 5 point styles and 8 ink colors. Your Profit ...... $32.64 
Order the Carrousel Display shown above INK-STIKS available in plastic drums and 
... the biggest profit maker per square inch | dozen bulk boxes, too. 





Fills-Any Refill... fits 183 Retractable Pen... noise- 3-Stage Rocket Refill. . . Products with Copy-Fax 
ball pens by means of less action mechanism. three ink supplies. Fits ...proved the best repro 
patented dual-sleeve con- Made of sturdy tenite Micropoint and Paper- ducible ink for copying 
struction, with jeweler’s metal trim. Mate pens. Translucent machines. 


cartridge. 





Order from wholesaler or direct, giving wholesaler’s name and address 


a 
MIICROPOINT, INC. sunwrvae, cau. 7 Seite ce 


writing instruments 
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WHERE THERE’S BUSINESS ACTION THERE’S A BUSINESSPAPER 


Some blessings we take for granted. Like ice cubes. Or 
indoor plumbing. However, older men—wiser men—say a 
little prayer of thanks for things they know they couldn’t 
do without. 


Among these wiser men are the men who make top-level 
decisions in business. 


To make decisions, they must have facts. All the facts. 
All the pertinent information they can get. And they get a 
major portion of that information from one unique source: 
the business publications they subscribe to. 


No businessman is fully informed until he reads his business- 
paper. He reads it for profit, not for pleasure. He searches 
it through for news of the trade or industry. For facts. For 


One of a series of advertisements prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 


fresh ideas. For new products he can put to work. And he 
reads the advertising with the same intense concentration 
he devotes to the editorial pages. 

He knows that his businesspaper is vital to his success— 
to his very livelihood. And he says a little prayer of thanks. 
Every man on the way up can profit from his example. 
Take a tip from the reading habits of key men at every 
level. Take out a subscription of your own. Read every 
issue...and read it searchingly. It’s your businesspaper, too. 


OFFICE APPLIANCES 


600 W. Jackson Blvd. 
Chicago 6, Ill. 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fert Worth 15, Tex. 





The 1958-1959 Roster of the Texas Travelers Club has been 
ailed to the dealers of District 9 NSOEA. Under the heading 
eetings on page 4, we listed the dates of the annual con- 
on as April 17, 28, 1959. This is in error. The dates 
re April 19, 20 959, and the travelers annual meeting will 
be Sunday aftern April 19, 1959 
- 

[he Texas 7 rs, dealers and dealer salesmen, and whole 
salers of the 9th District are deeply grateful to ‘Chuck’ 
Mortensen, gene! inager, NSOEA; Wm. A. Garrett, sales 
engineer, American Telephone & Telegraph Co; Fred Richard- 


son, national sales anager-commercial produc ts, 3M Co. and 
John N. vice-president and manager, 
Quality Park Envelope Co. for their wonderful contribution to 


the first SALES RALLY held in the 9th District NSOEA 


Christianson, general 


his rally was offered by the Texas Travelers Club, to the 
rs and dealer salesmen on September 6 at the Statler 
Hotel, Dallas. We are very proud of the fact that there 
334 persons registered, 213 being dealers and dealer sales- 
and some wives 
vill not go into detail, as there is a feature on this else 
in this iss but we did want to let these men men- 
above know it we appreciate their giving of their time 
yney to make our rally a grand success. Many thanks, 
ws. To those you who did not attend this meeting, we 
ly trust that you will make an extreme effort to attend 
next one in 1959. We know you will not be disappointed 


a 
[Travelers would like to congratulate Wayne 
Silliman Associates, Dallas, for the won- 
lerful planning he did as general chairman of the Sales 
Rally. And to our prexy, H. Doyle May, who was entirely re- 
the ball to rolling and spent many hours 
rder to get the best speakers, our heartiest 


B. Preston, Ward H 


sponsible for getting 
of letter writing 
ongratulations 


Again, we must pass on the sad news of the passing of one 


f tl harter members of the Travelers Club. Our very good 
Lionel A. Colomb, who was “Mr. Weis’ in the south- 


ast, south and southwest, suffered a fatal heart attack on 
Wednesday, September 17, 1958 as he was entering the hotel 
St. | is, Mo. Burial was in New Orleans on Sept. 22, 1958 
Our deepest sympathy is extended to the family 
I am also advised of the death of the mother of Frank 
Grounds, Wagner Office Equipment, San Angelo, Tex., on 
September 8, 1958. This is truly a double blow for the Frank 


Grounds’ as Mrs. Grounds’ father, Dick Wagner, passed away 


few months Frank and Peaches, please know that we 
Na yi lf Sorrow 

. 
From Tom Flaherty, Dixon Pencils, comes the news of the 
ew owners of Quality Office Supply, Kilgore, Tex..—Mr. & 


Mrs. J. F. Wicki. Also, Duke’s Office Supply, Gladewater, Tex. 


is new owners, Mr. & Mrs. Homer Dennis. They will change 

he name to Gladewater Stationers. We bid these newcomers 

elcome. Much obliged Tom. The other two items were sent 

in last montl 
* 

And to Art Cart thanks for your news items: Art advises 

National Printing and Stationery Co. 450 Soledad St. San 

Antonio, Tex., will have their formal opening on September 
+ & 25 of the new store 


Don Sosebee, who has been covering Louisiana and Miss. for 


Carpenter Paper Co., stationery division, Houston, is now asso- 
ated with Frost-Parker. Inc. of Baton Rouge La. Don is in 
f the stationery division. Good Luck, Don. Herman 


Baldridge will tak er the territory for Carpenter Paper Co. 


formerly served by Mr. Sosebee. Hope our paths cross 
HERMAN 

Ronald Hammond, formerly with Industrial Office Supply, 
Dallas, is now a ted with Ferrell Office Supply, Dallas, on 
the city sales fos Best of everything to you, Ronnie. AND 
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WITH THIS FAST MOVING MODERN 


ELEVATOR STAND 


STURDY « ALL STEEL 
PRICED TO SELL 





Colors . . 
Gray 

Mist Green 
Olive Green 
Desert Tan 






















Brown 











NO. 1695 
MASO 
SPECIAL 







Here’s a modern elevator stand every office needs . . 
office can afford. 


You can’t beat these SELLING FEATURES 
(““K 


. every 





4, All steel 
ee) Ab Snag proof 
(yy Power pedal 
Undercoated to absorb noise 
One Foot Adjustable 2 drop leaves 
<x Elbow-type arms 
EF Tubular legs 
_ Big working space 
Soft rubber casters 
Exclusive 1-piece leg bracket 
One foot adjusts for uneven floors 


Continuous Piano Hinge 
Baked enamel finish; also available in colorful 


, 4 wood-grain plastic tops. 

pliew | Other fast selling INTERSTATE products include a 
(As wide variety of bookcases, storage cabinets; 
Lat steel elevator-type stands for heavy business mo- 
( S} chines; office utility stands; plastic chair mats, etc. 
V Fill in and mail coupon for FREE CATALOG. 


Exclusive Power Pedal 


Return Coupon TODAY 


eather ttc erties nt aati icin 

! 

1 Interstate Metal Products Co., Inc. 1 

MASO elevator § (Office Equipment Division) 1 
stands are ideal for § 666 Lake Shore Drive, Chicago 11, Il! ] 
electric typewriters, ! Please send us FREE Office Equipment Cotalog and price ' 
adding machines - list on MASO quality products - 
calculators and other g NAME " 
office equipment. § Time 4 
MASO ; COMPANY : 
Established 1933 g AD0RESS ' 


SR oe ee (City) {Zone} [Stete) 





OFFICE FLOORS 


5 money-saving ideas to 
keep them looking right 


Rubber Cushion Glides. 
Heavy Gauge flat steel 
bases slide smoothly. 
Rubber cushions absorb 
shocks, provide flexible 
joint. Nail and socket 
types for wood. Umbrella 
and spring types for 
tubing. 


No-Mar Furniture Rests. 
Rich brown phenolic resin 
composition bases spread 
weight, protect floors, 
rugs, carpets, other “‘soft”’ 
flooring. Socket and “‘drive- 
on" types for wood, spring 
and expanding types for 
metal. 


No-Mar shoes and cups. 
Soft rubber desk shoe fits 
square desk or table leg 
like a glove, protects 
floors, won't slip. Round 
and square “‘‘Atlasite” 
cups also available. 


Steel shoes for wood or 
metal furniture spread 
weight, protect floors, 
provide sliding action. 


Feltoid tips for light furni- 
ture or accessories, pre- 
vent scratching of highly 
polished floors and sur- 
faces. 





Office appliance dealers, there’s good money in these floor 
savers. And when you sell ‘“‘Bassick’’ you offer the best 
known, the best in quality—-and a guarantee of satisfaction 
to your customers. Ask for them, as well as Bassick Casters, 
on the furniture and equipment you sell. The Bassick Com- 
pany, Bridgeport 5, Conn. Jn Canada: Belleville, Ont. 6.32 











THE “Th + 
BASSICK COMPANY ou . Z Ba $ LT(6 4 
T 5, N. f 
esenman: ap ’ wo SYMBOL OF EXCELLENCE 
BELLEVILLE, ONT. y BARING MORT HOHDS OF CASTLRS WARING CASTERS 08 MORE 
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our good friend Ray Woytek, Capital City Office Outfitters, 
Austin, is also president of the Goetha Mutual Fire Ins. Assn 
Inc. of Round Rock, Tex. Ray was recently elected to the board 


of directors and then was elected president of the company. 
Congratulations. Ray Sterling Lentz, former buyer for Craw- 
ford-Penick Co. Austin, is now on the city sales force of the 
Abel Stationers, Austin. Best of luck to you also, Sterling 

* 


Had a nice visit with Mr. Duncan, Duncan Typewriter Co 
Austin, this past week regarding the coming convention of the 
Texas Office Machine Dealers Assn. Mr. Duncan is president 
ot the TOMDA. A pre-convention meeting was held recently 
in Galveston, site of the convention, with the directors and the 
dealers of Galveston. Tom Bradley is general chairman and 
W. B. Ware is in charge of display booths. Any manufacturer 
wishing to show at this convention please contact Bill Ware, 
c/o American Printing Co. Galveston, Tex. The meeting will be 
held Feb. 27, 28, 1959, at the Buccaneer Hotel 

* 

And, let us not forget the 9th, regional meeting in Dallas at 
the Statler Hilton, April 19, 20, & 21, 1959. Lets make this 
meeting the largest in District 9 history. I think our Gov. Earl 
Story would like that 

e 

Oh yes, just a word about the letter that went out a few 
weeks ago over the signature of Gov. Story regarding the con- 
vention cruise for the 1960 convention. You were asked to re- 
turn the card with your comment regarding whether or not you 
favored the cruise, and if so, how many would you PLAN to 
bring. This is not a committment on your part. This poll of the 
dealers of this district is merely for the use of the cruise office 
in order that further plans may be made in case sufficient deal- 
ers etc. show enough interest 1n a convention cruise 

At present the returns show about a three to one ratio in 
favor of the cruise. If this ratio continues, I am sure that we 
will have enough dealers to investigate further. Have you sent 
in your card? 


Site-Filing Appoints Tom Kelly 


PHILADELPHIA 

Tom Kelly was recently appointed national sales manager of 
Site-Filing Co. Paul B. Holgate, Jr., president of Site-Filing, 
states that Mr. Kelly's experience and background in the in- 
dustry will enable Site-Filing to expand its operation as well as 
continue to maintain high degree of service to franchised 


dealers 


Los Angeles Firm Clears Warehouse... 





Miller Desk and Safe Co., Los Angeles, chalked up record sales 
in its two-day warehouse clearance sale commemorating the 
company’s 40th anniversary. Here Herman J. Klein (center), 
partner in the firm, tells the Los Angeles Times’ advertising 
manager and a Times display salesman that “it pays to ad- 
vertise.“’ 
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GTON RAND 
ight® 


Fo Redalial— 


Combining important design features with functional 


beauty. the new RemMINGTON Ranp TOPruicur Adding 
Machines offer greater sales and profit potential than eve 


before 

And Remington Rand will support the introduction of these 
new Adding Machines with the most spectacular advertising 
and sales promotion program the industry has ever witnessed 
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For further information and a host of profit-making ideas, 
contact your Remington Rand Dealer Sales Representative 
. call or write him now. 


Fb asreal vcaicr sais 


DIVISION OF SPERRY RAND CORPORATION 
315 FOURTH AVENUE, NEW YORK 10, NEW YORK 
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“~ereiew Of QUALITY 


FILING EQUIPMENT 





Seven Styles 

and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED” 
\ Plastic Molding 
in matching 
colors. 


Tale mm 2020), 10], ) fame 








Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 








DRAFTING TABLES 


Write for our attractive color 
J Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks...Bookcases and Sec- 
tional Bookcase... Telephone 


neering Blue Print cabinets. 


PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 


DURABLE DESKS ARE CAR 
STURDILY CONSTRUCTED 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE: 


Beautiful Kiln 
dried wooden 
top. All steel 
frame 
construction 
with Tool and 
Center drawers. 
Electrical outlet 
for accessories. 
3714"x60"x 37” 


OvRaG.s METAL PROOUCTS 





and Utility Equipment and Engi- | ~*-- rs 








EFULLY PACKED IN 
WOODEN CRATES 


DEPT. 0-11 


38-42 REVIEW AVE. LONG ISLAND CITY, NEW YORK 
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10th District Notes 





GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
P.O. Box 3244, Denver 18, Colo. 


District 10 
Looks Ahead 
to Salesman 
of Year Event 





Preliminary plans are under way for District 10 salesman of 
the year contest which culminates with selection of best dealer 
salesmen at the district convention next May in Albuquerque 
Dealers are urged to cast a watchful eye over their sales per- 
sonnel for likely candidates, and dealer salesmen may well as- 
pire and prepare to capture this distinctive honor in addi- 
tion to the cash and trophy awards presented as a feature of the 
annual convention banquet. 

a 

Weekly luncheons of the Travelers continue to be well at- 
tended and interesting. Recent guests were Ray Schilling, Butte 
(Rex Rotary), Joe Gibas, popular Denver office furniture 
dealer and his son John, student at Knox College, Galesburg, 


Il 


3. 
Gardner Griffith (Parker Pen) paid us a visit and renewed 
his club membership . . . glad to have you fellows and wel- 


come back, Grif. New member is Bob Silliman, Rep. of Dallas 
greetings, Bob, come see us any time 
- 

Some members long time no see. What's become of Derek 
Johnson, ‘Greg’ Gregory and a long list of others? Following 
September 12 luncheon Pres. McWilliams called the officers 
into a huddle and approved were plans for an early announce- 
ment and promotion of dealer salesman of the year contest 
Watch for this, soon. Also given the ‘go’ signal was prepara- 
tion of a District 10 Travelers Club emblem in the form of a 
lapel-tieclasp combination. It'll be distinctive more on 
this later 

~ 

Remember Ralph Flaune, genial young manager-buyer at 
State College, Greeley, bookstore? Ralph recently joined forces 
with Frank and Barbara Strawn (Strawn’s) Golden to lend an 
experienced hand in that office supply and equipment operation 
serving famed Colorado School of Mines and surrounding com 
munity. Our very best wishes to this trio 

* 

Thoughts while driving . . . across Kansas prolific wheat- 
lands enroute to Chicago and the NSOEA variety show 
we stop along the way to pass pleasantries with some of our 
dealer friends of yesteryear . . . the good earth yielded abun- 
dance this year and reflects in good business for these dealers 

if an army ‘travels on its stomach,’ surely commerce and 
industry is nurtured and sustained by the thousands of office 
supply and equipment dealers everywhere . business moves 
today on its paper work and systems machines without which 
the giant becomes helpless . . . if these ARE ‘hard-sell’ days 
try putting your back to the job but don’t neglect using your 
head, also . . . see where I owe $16,000 to someone, somewhere 
and you do too, neighbor. That’s the average family’s share 
of the public and private debt of some $826 billion in good ole 
USA gotta keep hitting the ball, buddie, selling stuff 

e 

Here and There: Traveler President Carvel McWilliams, in 
San Francisco on a vacation trek, ran head-on into friend Jim 
Conwell (Eagle Pencil). Greetings to you and the frau, Jim. 
In Denver on his way to NSOEA convention was Traveler Bill 


Tonkin (Stanley-Tiffany) of San Francisco his traveling 
companion? Good wife, Mary, whom els« 


Bud Monnich (Ennis Tag) and this reporter had lunch to- 


OA-11/58 











iry 
ors 
lo. 


im 


ill 





CRAFTSMANSHIP 





4 





Our craftsmen take personal pride in their highly developed skills—in the day-after-day 
performance that consistently turns out the finest ribbons and carbons in the world. 


» carbon papers « carbon copy sets « printed master sets 
» inked ribbons « spirit carbons - duplicating supplies 
- carbon paper ribbons’ . master units « copyholders 
The consistent, unsurpassed quality of our products and service has kept our customers satisfied 


since 1895. 


CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York + ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 














r io 
( CURTIS-YOUNG ) 


SINCE 1895 DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 
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OA REPRINTS 


The following reprints are available at §.25 each: 
15—Electric Typewriter Rental Pians and Office Machine Leas- 
ing Opportunities. 


16—Office Furniture Nears $1 Billion Status. A special analysi 
of census data by OAs Research Bureau 


17—Booming Potential in Furnishing New Office Buildings. 


3—Dealers Are in the “Packaged’’ Office Business. A special 


research project determining the extent to which dealers 
are furnishing, designing and decorating servic 
4—Developing a Sales Management Program. Four down-io 


earth articles on sales management 


5—How to Select an Office Equipment Salesman. Outstanding 


material on selection and training of salesmen 


6—Tested Sales Training Ideas. An excellent 


your own sales development progran 
8—Business Forms Sell Best When You Sell Ideas. 
9—Copy Machines. . 
10—Color Is Your Business. 


20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


- Developing a New Market For Supplies 


The following are available at §.15 each: 


13—Basic Color Guide. For dealers and salesmen selling the 


complete office interiors 


1—School Equipment and Supplies. Four 
tories showing how to penetrate this 


2—Self-Selection. Three approaches to the problem of dis 
playing merchandise for visual selling 


14—Discount Selling Spreads its Tentacles. 
The following booklets are available at §.50 each: 


extensive study 


18—Today’s Best Buy—Office Machines. An 








by OA's Research Bureau comparing the big pr in 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition 
19—Automation Comes to the Office Supply Dealer. 
& 
The following booklet is available at $1.50 each: 
l1l—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a_ successf 
sident Art Meta 


salesman. L. R. Addington, Vice Pres 
Construction Company 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 


Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Bivd., Chicago 6, Illinois 


Enclosed please find $———— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 8 9 10 
11 12 13 14 15 16 17 18 19 20 





Name 
Position 
Firm 
Address 
City 

C) Check 


Zone State 


here for quantity prices on items circled. 
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dealer Don Gillette (Wy- 
A branch 
with unlimited enthusiasn 


Wyo recently 
was too busy to join us 


gether in Laramie 
oming Stationers) Travelers 
meeting ‘of sorts. Bud's a guy 
2 
cat-ate-the-canary’ look on Dick Sheble’s fea 
he’s tickled over his company’s (Lyon 
announcement of new steel desks. Be on the watch 
Dick's affable but dangerous 
. 

We seem to run into hard-hitting Glen Barclay (Carpenter) 
frequently. Like dandelions, he’s The 
faithful servant, Glen knows this business and gladly 
his knowledge and experience with others. There’s a new office 


That pleased 
tures was disarming 
Metal) 


competitors 


everywhere. dealers 


shares 


furniture manager at Hirschfeld’s (Denver) from the east 
drop by and see him — welcome neighbor 
ae 
Closing thought: Faith is the most important of all human 


gifts. 


Cuff-links Offered Safe Salesmen 





= : 


The set of gold safe cuff-links pictured is being offered by 
Meilink Steel Safe Co. to any of its dealers or salesmen who 
sell a Meilink Class ‘’B’’ label safe. Meilink will continue to 
give a miniature solid gold safe with a new one dollar bill 
tucked inside to those who sell a Meilink ‘‘A’’ label safe. 
There’s no limit on the number of miniature safes or cuff- 
links a dealer or salesman can win. 





STATEMENT REQUIRED BY THE ACT OF AUGUST 24, 1912, 
AS AMENDED BY THE ACTS OF MARCH 3, 1933, AND 
JULY 2, 1946 (Title 39, United States Code. Section 233) SHOW- 
ING THE OWNERSHIP, MANAGEMENT, AND CIRCULA- 
TION OF Office Appliances, published monthly at Chicago Post 
Office, Chicago, Illinois, for October, 1958. 


1. The names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher—The Office Appliance 
Company, 600 West Jackson Blvd., Chicago 6, Ill. Editor—Walter 
S. Lennartson, 11638 S. Oakley Ave., Chicago, Ill. Managing Editor 


Clarence O. Schlaver, 400 So. I-Oka Ave., Mount Prospect, Ill 


Business Manager—Charles W. Gilbert, 252 Ann St., Clarendon Hills, 
111 

2. The owner is: (If owned by a corporation, its name and address 
must be stated and also immediately thereunder the names and 


addresses of stockh¢ 
total amount of stock 
addresses of the individual owners must be 


iiders owning or holding one per cent or more of 
If not owned by a corporation, the names and 


given. If owned by a 


partnership or other unincorporated firm, its name and address, as 
well as that of each individual member, must be given.) The Office 
Appliance Company, 600 West Jackson Blvd., Chicago 6, [ll.; John A 
Gilbert, 310 Forest Ave., Glen Ellyn, Ill.; Jeannette J. Gilbert, 310 
Forest Ave., Glen Ellyn, Ill.; Walter S. Lennartson, 11638 S. Oakley 
Ave., Chicago, Ill.; George C. Wheeler, 146 Locust Ave., Scarsdale, 
N. Y.; Herbert L. Sime, 10025 S. Oakley Ave., Chicago, Ill.; Rita F 


Mann, 956 Third Ave., Des Plaines, Ill.; Charles W. Gilbert, 252 Ann 


St., Clarendon Hills, [ll.; Richard M. Daugherty, 22 W. 350 Spring 
Valley. Roselle, Illinois. 

3. The known bondholders, mortgages, and other security holders 
owning or holding one per cent or more of total amount of bonds, 


mortgages, or other securities are; (If there are none, so state.) None. 
4. Paragraphs 2 and 3 include, in cases where the stockholder o1 
security holder appears upon the books of the company as trustee or in 
any other fiduciary relation, the name of the person or corporation for 
whom such trustee is acting; also the statements in the two paragraphs 
show the affiant’s full knowledge and belief as to the circumstances 
and conditions under which stockholders and security holders who do 
not appear upon the books of the company as trustees, hold stock and 

securities in a capacity other than that of a bona fide owner 
RICHARD M. DAUGHERTY, Treasurer. 
Sworn to and subscribed before me_this 25th day of September, 1958 
[Seal] Esther E. Johnson, Notary Public. 

(My commission expires October 19, 1961) 
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The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 

AND SHOPPER 













Sensational ! 
Simply Fantastic! 


Seer 


“For friendly 
shopping” 














REGNA 
Cash Master 
“The Dream 
of every 
Retailer” 


Revolutionary new 


streamlined Cash Register, with 






automatic, itemized receipts, numbered 

















and dated, stamped with the Firm’s name; Poorer eee 
; , ! 
accumulating automatic customer | REGNA CASH REGISTERS INC., 
is I 175 Fifth Avenue, New York 10, N. Y. 
counter, as well as built-in | Gentlemen: 
ddi ° I Please rush more information on the new Regna Cash 
a ding machine. | Master and outline advantages of becoming a Regna Dealer. 
I 
In Canada: Regna Cash Registers I Name 
of Canada Ltd., 704 Notre Dame St. W. | 
Montreal, Que., and Business Equipment I Address 
Machines, 489-R King St. W. Toronto, Ont. | 
OUTSIDE CONTINENTAL U.S:: City Zone State 
Jorgen S. Lien, Box 507, Bergen, Norway I 


OA-11/58 171 














FASHION-AIRE DESK ECONOM-AIRE DESK 

Molded sdestal bott . Tapered islands. Pop-out nd proof 

ititnte’ chien. Fame cord ee nak de senate aii nt 99 Tapered islands. With or without a center drawer. Clean 
standard models with matching executiv line companion pieces. styling and the best construction in the low priced field. 








L 





THE LINE 
THAT HAS 
ALL THREE 


2800 FILING CABINET 


28” deep. Reinforced with 
6 vertical uprights. Spring 
loaded side locking fol- 
ower block. 10 roller cra- 
dle suspension slide. In 2, 
3, 4, or 5 drawer heights 


Id installed locks. 


2900 FILING CABINET 


28” deep. Strongly rein- 
forced. Spring loaded side 
locking follower block. 10 
roller cradle suspension 
slide. Field installed locks 
Cast aluminum hardware. 
Thumb latch on drawers 


400 FILING CABINET 


28” deep. 10 roller cradle 
full suspension slide. Side 
locking drop type follow- 
er block, spring loaded. 2 
or 4 drawer heights. Field 
installed locks. Full pan 
bottom. Economical price 


1500 FILING CABINET 


Nationally recognized 
leader in the non-suspen- 
sion field. Silent whisper- 
ing operation on nylon 
rollers. 25” deep. Field 
installed locks available 
2 or 4 drawer models. 
Letter and legal size. 


WY abyefe) 


A competitive line, built to sell in competitive times, Wesco 
is styled with an elegance to suit the most discriminating 
taste; quality engineered to give long service, and priced in a 
range that is within reach of the most economy minded buyer. 


Write for full information on Wesco’s matched line of desks 
and filing cabinets. You will see why they are recognized 
as the leader in the moderate price field. 


WESTERN MEG co 


AURORA. iLL 





AURO 
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New York Display and Representative: 


Arthur Gordon Co. Associated 
206 Lexington Ave., New York 16, N.Y. 


WESTERN MANUFACTURING 


COMPANY 
RA + ILLINOTS 
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llth District Notes 


W. W. (Bill) Gagnon, correspondent 
13962 S. W. Knaus Rd. 
Oswego, Ore. 





Charlie Gilpin, f the old timers in our industry, having 
spent years th Seattle Office Supply, is now with the 
le department of Pacific Stationery Co., Portland, Ore 
Ve ne to Portl Charlie! 
e 

Standard Printing & Office Supply (new name, same friendly 
g ) ly S Stationery & Printing ¢ Portland 
O1 had its fift inniversary Open house September 12. Re 

its were se! to the 150 customers, and prizes were 
to the lucky S 
o 
Harry A. Shook, Jr., of the Sanford Ink Co is in. the 
Northwest from Sept ber 15 to 20 
* 
Oregon State ¢ Student Store, Corvallis, Ore Vas con 
model th new Henry Berry self-servi fixtures 
b was w ne and completed for the school opening 
— 

\X e sorry to of the death of “Babe” Needham, Bob's 

late A ist. For over 30 years Needham was active 

N Book Salem, Ore. He was a fine gentleman 

ing iS loss to the industry. 
* 

Kenneth Sutherland, your forme! correspond nt is now a 
nanufacturer’s representative, covering the Northwest for Ace 
Fastener Corp., Stebco Products, and other lines. Good luck 
Kenny, in your ne venture 

— 

A successful year was reported by Northwest Wholesale 

Stationers, Inc Portland, Ore., at its annual stock holders 
August it the Benson Hotel. New officers were 
lected as follows 

President, Peter J. Elsenbach, Peter's Office Supply, Port- 
land, Ore.; Vice-president, Robert Flynn, Flynn’s Office Supply, 
Portland, Ore.; Secretary-treasurer, James L. Henery, Cooke's 
Stationery Co Sales Ore 

+ 


W. I. Thompson, manager for Oxford Filing Supplies 


Ci ynducted int ting sales meetings on filing supplies and 

systems. Thess tings held in Portland, Ore., and Seattle, 
\ f g Ip to dealers and their salesmen. 

om 

NOTICI (); lrail Travelers second quarterly mecting 

ill November from 4:30 P.M. to 6 P.M. in the French 

k f the Mallory Hotel in Portland, Ore. After the busi 

etin t! travelers will join their wives for cocktat’s 


Dick Zeisler and Scott W aters, co-chairmen of the 
t promise an interesting program. Hope 


7 
O yn Trai Seattle area Christmas party will be 
December it the Beau Brummel Club. Make a date 
now ith your wife or favorite girl friend for this delightful 
. 

DEALERS TAKE NOTICE: The second annual Oregon Trail 
Travelers “Sales Rally” will be at the Beau Brummel Club in 
Seatt Wash., January 23, 1959. The outstanding dealer's 
sal in of th vill be selected, so be thinking about your 

Forms will be mailed to you soon. 
7 
\ lcor rT. R. (Toby) Hoover to our industry. After 
clothing salesman, he is now training 
wit Willa tt Stationers Eugene, Ore. for sales work with 
+. 

M. H. (Dutch) Schulz is now manager of the Art and En- 
gineering department of the J. K. Gill Co., Portland, Ore. 
Schul is workir in their Seattle store. Welcome to Port 

2 I in ! ss in your new position 
. 


R. W. (Bob) Anderson now opened the United Business 
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When a customer buys an 
Atlas System from you he 
immediately becomes a 
prime prospect for more 
Atlas equipment . . . for 
Atlas Hangers at regular 
intervals . . . and for ad- 


Build 





continuous ditional Atlas Cabinets as 
his expanding require- 
repeat ments exceed the capacity 
of his original Atlas Sys- 
business tem. A good idea: check 


your past Atlas customers 
now for more Atlas busi- 
ness today! 


with 
VERTICAL 


ATLAS “riinc 
SYSTEMS 


FOR NEGATIVES « OFFSET PLATES « STENCILS 
SKETCHES » ARTWORK + MASTERS « X-RAYS 


e FAST 

e EFFICIENT 

e ECONOMICAL 
e SAFE 





ATLAS CABINETS—<« complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28” deep. 


ATLAS HANGERS -—over 20 types and 
sizes, a complete patented line of lug, spring- 


clip and envelope types to fit every need. 


Write for Current Literature 


ATLAS “tx: 





STENCIL FILES CORP. 


16716 Westfield Ave. ° Cleveland 10, Ohio 
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Other Products 
by Maple Leaf 


Nothing pleases customers more than 
a quality product ...and nothing 


brings them back faster to buy where * WIRE BOUND 


they know they get the best value MEMO BOOKS 
for their money. * SKETCH BOOKS 
: * BOXED 
Maple Leaf Stenographic Note Books TYPEWRITING 
provide everything a good PAPER 
stenographer could ask for: a rigid, * INDEX CARDS 
golden-kraft cover, rubber edged seener 
to eliminate slipping on desk tops; FILLERS 
spiral wire binding for quick, * TABLETS 


easy page turning and to provide flat 
surfaces for writing; high quality 
paper, ideal for pen or pencil, white 
or green tint; choice of ruling patterns: 
Gregg, Pitman, or All-purpose; 

and a full sheet count of 60, 70 or 80 


* THEME PADS 
* MUSIC BOOKS 


* COMPOSITION 
BOOKS 


© FILLERS 
* TYPING PADS 


Paper quality, substance and sheet counts fully guaranteed. 
You Can Buy Cheaper — But You Can’t Buy Better! 


Manufactiuning €o., bee. 


EMPIRE STATE BUILDING, NEW YORK }, NEW YORK 
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to the alderman 


Supply Corp., 7541 28th N.E., Seattle, Wash., resigning last 
month from tl Eagle Pencil Co 
= 
A product knowledge sales meeting sponsored by the North- 
vest Wholesale Stationers, Inc., was held at the Benson Hotel 
Portland, O1 August 22. Many dealers and their sales people 
ittended 
Ken Dickensheet was an excellent master of ceremonies and 
he follow informative talks on products assigned 


the Virgil W. 


Oo Meskel (Swingline), staplers and tackers 
Dan H. Andres (Oxford), filing supplies; Dick G. Zeisler (B 
& P), loose leaf; Gerry Whitcomb (Venus Pen & Pencil) 
writing instruments; Harry Tenneson (Carter Ink Co.), carbons 
ind ribbons; Bill Gagnon (Charles R. Barry Co.), felt tip 
arking pens. Cocktails were served at close of the meet- 
ing 
Geloso Appoints Distributor 

North American and Pacific distribution of the Geloso “Sten. 
OT ape r has been expanded with the appointment of 
Irving Zapp Co., S.A., of Panama City cording to Samuel J. 
Spector, presicent of American Geloso Electronics, Inc., New 
York City 


Chairs Provided for City Council . . . 








Council chambers (top picture) and committee room of the 
new Wauwautosa (Wis.) City Hall. More than 300 Milwaukee 
Metal-Lux steel chairs were installed by the Northwestern 
Furniture Co. and the Forrer Equipment Co. in this ultro- 
modern city building which is a hall, 
ivic center. As than the alder 


mmittee room all the chair 


combination of a city 


library and civic groups other 


men use the have been adjusted 


specific girth and each of the chairs has a 


name plate on it 
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PARK RAFT 





(bei. 


br of the 


i 
B= Industry 


/. © 


.o¢ 


~ 
/ for over 


3 40Years 


CHAMPION of ALL Clasp Envelopes 
is Quality Park's Champion Clasp! 


Now available in 23 sizes in choice of THREE famous stocks 
(1) CAMEO —the distinctive light colored Kraft for better imprint 
and greater attention value... (2) PARKRAFT—the tough QP 
work horse Kraft...and (3) PINEKRAFT, the new, rugged, 
machine glazed Kraft. Champion earmarks are in all—wide seams, 
double gummed deep flaps, round plated finger-protecting clasp 
and customer satisfaction that ‘‘re-sells” for you. 


Ask for Quality Park’s Champion Clasp promotion material for 
customers... the big No. 110 Champion Clasp Sizer showing 
all 23 stock sizes in actual size, and the No. 10 Champion Clasp, 
2-color promotion envelope with YOUR imprint. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
Dallas Office and Warehouse, 1203 Dragon St., Dallas, Texas 
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hot holiday item 
%»< that means “<«*« 
cold cash to you! 





BATES LIST FINDERS — 


Always sure-fire sellers, at Christmas time—and all the time— 
for sound and solid reasons: 


Because of recognized quality, smart design and wide selection, 
Bates List Finders enjoy brand preference that assures you 
turnover and profit. And they’re pre-sold by 

colorful national advertising. 


Headed by the deluxe Cavalier model (illus: 
trated above) the complete line of Bates 
List Finders meets all tastes and pocket- 
books. 6 models, 35 finishes—from $1.95 
to $7.50. 


Be sure to check your stock of Bates 
List Finders. Display them on the 
sales-stimulating Bates Counter Dis- 
play shown here—yours at slight cost 
with the purchase of an assortment 
of 6 List Finders. Ask your Bates 
representative or write for details. 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey Street, New York 7 
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13th District Notes 





Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


The bells have been ringing loud and long, since the 13th 
District walked off with two of the greatest honors our indus- 
try can bestow at the NSOEA national convention in Chi- 
cago. Al Pickar, Governor of District 13, was the proud re- 
cipient of the Governors Award, which he accomplished by 
holding sales rallies, workshop clinics, and going out after new 
members to the sweet tune of a 19% increase. 

Al was re-elected Governor in June and has made plans for 
another banner year. He is hoping to arrange for the 1960 
regional convention to take place on a liner cruising the Car- 
ibbean. He is also making efforts to institute courses of in- 
struction on a college level to train people specifically to en- 
ter the commercial stationery and office furniture industries. 


The other great honor was the presentation to Emil Con- 
treras, president of the Metropolitan Travelers Club, of the 
Travelers Club Award for the year. He and George Nicklaus, 
his predecessor, worked diligently to attain this high honor. 


But we must also expect sad tidings, and so I sadly report 
the loss of a dearly beloved member of the Stationer’s Squarc 
Club of New York. Max Shaw endeared himself to many 
people throughout the years and he will be sorely missed. And 
too, we regretfully publish the news of the passing of Mrs. 
Louis Caracci. The wife of Louis Caracci and mother of Louis 
Joseph Caracci was a well known personality in the stationery 
industry. We extend our deepest sympathies to Howard Shaw 
and his family and to Lou Caracci and his family upon their 
hereavements 


L. H. Bornscheuer of H. A. Farnell & Co. in Brooklyn, com- 
pleted 52 years with that firm on September 12. He has been in 
the furniture industry for 55 years. We all wish him heartiest 
congratulations. 


Joe Strauss, who was recently so very ill put in a surprise 
appearance in Chicago at the convention and was joyously 
greeted by his myriads of friends we can't list all but among 
those that we spotted in Chicago were Jerry Hertz, George 
Knochel, Jules and Oscar Slute, Fred Bloempot, Ben Itkin, 
Marty Moldow, his partner, Mike Weinstein, Jim Dwyer, my 
own partner, Sam Newman, Herb Gellers, Irv Lasner, Al Mayo, 
Ben Sperling, Lou Peller, Sam Goltzman, Carl Judkoff, Herb 
Grayson, Dan Nigro, his partner, Ed Kuester, Irving Anton, 
Keith Chandor, Charlies Marks, Allen Rudolph, Seymour 
Nathan, Ives Nathan, Charles Nathan, Stuart Goldsmith, 
George Clark, Jerry Fleischman, Andy Huth, Charlie Lipman, 
Charlotte and Harold Atwood. 

s 


The response to the forthcoming arca conference at Gross- 
ingers has been nothing less than terrific. The dates are Novem- 
ber 9 to 12 and there is a holiday sandwiched in between. This 
is a joint venture on the part of the New England and New 
York areas. Convention rates will prevail and all those who 
have been to Grossingers know that it is a truly fabulous spa. 
Make your reservations through Midge Zich care of Regan 
Furniture Corporation, 270 Madison Avenue, New York, N. Y 

Send me your news if it’s fit to print, we'll do so 


Moores of Bartlesville, Okla. 
Continue Commercial Printing 


Harry and Arthur Moore of Bartlesville, Okla. have an- 
nounced that they will continue their commercial printing 
business in Bartlesville. Recently the Moores sold the publica- 
tion rights and subscription lists of their weekly publication 
the Bartlesville Record. 
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tor JUMBO SALES + 


X-Ray Departments 
Architects 

Hospitals 

Advertising Departments 
Medical Centers 
Physicians 

... for all large 

storage requirements 












Here’s a big cabinet for a big market of sales... 
manufactured especially for filing of X-ray film neg- 
atives by Hospitals, Medical Centers and Physicians. 


But sales do not stop right there. You’ll find a brand 
new sales opportunity wherever there’s a need for 
filing of large drawings, photographs and magazines. 
That extends your market to Advertising Depart- 
ments, Medical Centers, Architects, Designers—in 
fact, where ever extra large storage is a must require- 
ment. 


am Built to assure ease of operation, even when loaded 


th, i i i . . ‘ v . 

we a Fey tlt on - to maximum capacity. Available in a wide range of 
suspension slides. Clear filing colors. 

space per drawer is 18\4W x 


15“%H x 27D. Put one on your sales floor now. Concentrate your 
sales effort on this huge market . . . your return will 
be huge dividends. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 





ng I desk, file or table for every office need = ———~ 


‘ARG RARAET 
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I started 


school... ”’ 


**Today : 





If you were the donor who provided this refugee 
child with a CARE kit of pencils, copybooks and 
other essentials, that may have been the letter you 
received from Hong Kong. Or perhaps your receipt 
showed you had provided a kit of lines and nets for 
his father, a fisherman who could not work because 
he lost his gear during the flight from Red China. 
For every human need in less fortunate lands, there 
is a CARE package you can send: not only food, but 
farm and trade tools, new books and school supplies, 
health equipment — the tools to build vigorous, 
skilled, self-supporting people able to help them- 
selves. Your contribution in any amount makes this 
Self-Help possible. Give what you can. 





i 





Enclosed is $ 





| 4 Your Name 
ARE |: 
7 4 : Address 


usa. 1: . Gy 











= 





Self-Help Program 
CARE 660 First Ave., New York 16, N. Y. 





Your contribution 
will bring to the 
needy the tools to 
learn...to earn... 


to help themselves 


to send self-help tools to the needy. 


Zone State 


Make checks payable to CARE, Inc. 


Contributions to CARE’s Self-Help Program are income tax-deductible. 
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14th District Notes 


AL BAUGHER, cerrespondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 





August tings business fun ommittees 
Four meetings re held during the month of August. Each 
in is ll attended 
- 
lr} first of onth get-together found Bill Garvai, So 
Cal. Stationers, in our midst. Bill, as you may know, is a 
nighty fine golf He and Bill Lashbrook provided ample fun 
1en they began t liscuss each other's golf 
Garvai is not only a handy man on the golf course but a sales 
nan of proven ability. Bill was the 1958 National Salesman of 
Year, award winner of N.S.O.E.A. This year’s nominee for 
the sa iward is Bob Gans, Cornell's, Chula Vista 
7 
lhe Salesman of the Year contest is well under way. A group 


omposed of Al Ewart, Eagle; Ted Caldwell, National; Stan 
Breton, Chas. Barry, Tom Olsen, Faber-Castell; Stan Ross, R 
L. Smith, Bob Gans, Cornell's; and Pat O’Connor, Dennison; 
vill give me a hand in finding the ten best salesmen to compete 


for the “Salesman of the Year’ award. Besides a trophy ther: 


is a $250 cash award to the winner 
. 

Bill Lashbrook presided at the business meeting on Aug. 31 
Bob Blair, Dixon, read the minutes of the July meeting; they 
were accepted. Loyal Carlon’s report assured us we have money 
in the bank; it was accepted. Then came old business followed 
by some lively new business 


A committee made up of, Willis Clark, Bankers Box; Geo. 
Hatton, Eaton; Ralph Maneval, Faber-Castell; Loyal Carlon, 
Bates; and Ivan Cornelius, Northern States: will make a study 


election pt tices 


e 
The Biggest “Clip Joint” in Town Celebrates: Westwood 
Office Supply in west L. A. advertises that it is the “Biggest 


Clip Joint in Town.” On Friday evening, August 15, the 
Hagedorns held their 12th Annual Birthday Party on the “Clip 
Joint’s” parking lo 

tropical garden. Music, dancing, and cock- 


setting was 
tails were enjoyed by a seemingly never ending group of cus- 

mers and friends. Hal and Shirley Hass and Wilma and I 
had a grand time. Our congratulations go to the Hagedorns 

their associates for bringing the bright side of life to this 
SINess Many happy returns of the day. 
a 

Ernie Daniels, Venus Pen and Pencil Co. manager in this 
was called upon to be our nominee for the office of vice- 
president of the Field Division of NSOEA. Ernie a past presi- 

nt of G.S.T.C. is a real pro salesman and traveler 

At this time NSOEA can very well use the talents of the old 

to bolster and build a greater association. Congratulations 
Erni 
a 

VACATIONS TRAVEL MEN AT WORK: Mr. and 
Mrs. Paul Weintraub, Peerless Stationers, let Las Vegas be 
their vacationland. The Williams, of Williams’ Stationers, did 
likewise. The Brice Stephans, Columbine Stationers, let the 
Holly-Park track and the Vegas casinos, finance their vacation 
f rist traps of this area 

Lowell Bokleman, Stationers, headed for Mexico, Lowell 

tioned that there was a new resort that will rival Vegas 
The Ralph Voyens, Stationers 


l 


he wants to look see 
planning to visit Big Sur 
The Rich Tate clan did visit Big Sur. Rich back at sales 
anaging So. Cal. Stationers 1s expert on two new helds of 
nature study, rocks and minerals, and homes of animals. Ralph 
and Grace Maneval went east. Ralph was impressed by the 
visit to Cooperstown, home of baseball 
Ed Cooper, Vernon, came to L. A. for some of that real 
summer weather and business, of course. Ivan Cornelius, North 


tn States, did not take a pleasure trip when he most recently 
r led S00 ff 

George Lazier, Smead, spent some time as a gold dust twin 
vith George Frey as they wrote this column As you well 
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: Don’t break your back 
| digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


es BEAUTIFUL APPEARANCE—Finish in attractive 
> olive green to match your regular office files. 


e STURDY CONSTRUCTION—Built of 275 Ib. tested 
a corrugated fibre board... reinforced with steel 
> on the shell and the four corners of the drawers 
> as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 


STORAGE FILES 


Legal Size $4.55 


















4 


* Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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GIVE YOUR EMPLOYEES 
THE TOOLS THEY NEED 
TO DO A TOP JOB 
FOR YOU 


Every executive and salesman working for 
a retailer of office products should have 
his own copy of OFFICE APPLIANCES 
each month. He needs it as a working fool, 
just as much as a carpenter needs a ham- 


mer. 


Pass along readership doesn't work. Long 
waits, copies not passed along at all, torn 
out pages, impossibility of maintaining 
one's own file — these are just some of the 
objections to it. 


Give your employees the tools they need 
to do a top job for you. Order a personal 
OFFICE APPLIANCES subscription for 


each executive and sales person. 


To make this economically attractive, a 
special reduced rate of $!.50 a year has 
been established for dealers ordering five 
or more OFFICE APPLIANCES subscrip- 
tions. Present subscriptions may be con- 
sidered as part of the five minimum. Copies 
will be mailed to either your office or each 
employee's home. 


Have your girl Friday type out a list 
of your key people today, and mail it 
in on your letterhead. Enclose your 
check at the rate of $1.50 each or 
we'll gladly bill you. 


OFFICE APPLIANCES 
600 West Jackson Blvd. 
Chicago 6, Illinois 
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know, George has a built-in naturally good disposition. But 
George recalls that there was one situation that upset his nor- 
mal calm. As a buyer for the successful Morris Sanford Co. of 
Cedar Rapids Ia., George had many occasions to visit with 
Travelers. Some salesmen would “Just drop in to say, hello,’ 
Usually they were on their way to Chicago and went to great 
detail to explain about their trip. Cool calm George never stood 
in their way, but he sure had to Smile, Smile, Smile 
ae 

Membership No. 153 is available in the Golden State Trav- 
elers Club. Write a note and mail it to Stew Anderson, 417 S. 
Hill St., Los Angeles. Tell Stew who you are, what you sell, 
and enclose $16 and you too can be a real genuine Tray 
clet 

. 

Visit with Rufus Verzerian, So. Cal. Stationers, and you can 
learn a lot about foreign built sport cars. Rufus speaks kindly 
of the Mercedes. Rufus enjoys the 190 S. L. that he drives 
Visit with John Henshaw, Apsco, and you will be carried back 
to the days of the Stutz, Marmon and Jordans. John had a 
dealership in West Virginia a number of years ago. John 
speaks kindly of the Marmon. He sold them for years. .. . 
Visit with Sanford Cole, National Stationery, and you can 
learn a lot about D. Jags. Sandy held a sixth interest in a 
sleek racing D. Jaguar. His partners drove the Jag on an al- 
lotted time basis. Sandy never used the car around town. He 
chose to use his time racing the car in various sports car clas- 
sics. Sandy drove for the first time at Santa Barbara. His next 
race was at Pebble Beach. Sandy quit racing the Jag dead center 
in a pile of baled hay. Sandy wasn’t hurt, but all six shares of 
the Jag sure were. End of racing, end of partnership and end 
of story 

+ 
MARK YOUR CALENDAR NOW GOLF STAG 
. OCTOBER 24th 

President Bill Lashbrook tells me that Tom Olsen will chair- 
man this years Christmas party . The big friendly holiday 
affair will take place Monday noon, Dec. 15 at the Rodger 


Young Auditorium, on Washington Blvd. west of the Harbor 
Freeway. Mark your calendar once again, Thank you 


Congratulations are due Elgin Burke. He is the newly-elected 
president of the Forty Niners. Elgin sells Vernon along side 
Eddie Cooper, blows a hot trumpet in the Symphoney Band and 
he is a member of G.S.T.C. ... Nice guy too 

* 

C. W. Geisel & Co. Investment Brokers, have opened offices 

at 639 Spring St. Los Angeles. Our best wishes go to Gentleman 


Bill and Ruth. 


Horder Demonstration a Great Success... 





7 3 
Lovely ‘“Miss Cleer-Adheer’’ (model Lili Rheborg) recently ap- 
peared in Horder’s window at 111 W. Adams St., Chicago, 
demonstrating the new Mylar ‘’Cleer-Adheer’’ laminate sheets 
to iarge crowds. Customers were offered a free sample of the 





product and an opportunity to have drivers’ licenses and other 
cards covered by the gracious lady and that was a success 


too! 
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DOME 
Simplified Weekly 


BOOKKEEPING RECORD 


DOME 


Personal 


TAX RECORD 








4 






















—— _— Why stock a variety 
Officials, Reasons of slow moving book. 
Employees and ; keeping records .. . 
terpenes: wh | This one book is all 
y Saori you need. No Refills 

your youccers . . . Same big profit 

DOME Sales co on each sale. 
will ZOOM $ 3°° 








more popular than ever! 









DOME een PAYROLL BOOK DOME Short-Cut PAYROLL BOOK 


for Smaller Firms for Firms Having 















—— —————rr i 

= Having 1-25 Employees t As 1-50 Employees 

aproved ® Contains Weekly Summary with Short-cul . ° 
PAYROLL BOOK Cut-Leaf Sheets pasn 0008 No Weekly Summary 


® Exclusive Calendar 


® No Name—No Word 
S of Tax Forms = No Figure is 
yd 50 ® Exclusive Dome 


Duplicated 


* You Write it Only 
Once 


Instant FICA Tax 
Calculator 











DOME PUBLISHING CO., INC. The Dome Building 357-361 Canal St., Providence 3, Rhode | 


3563 Jasmine Avenue Los Anae males 34 ( rif ri 


Pr __-s 29) America’s Lowest-Priced Protection! 








ot 
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Tw SENTRY SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


Here’s everything your customers want in 
a personal safe—quality construction, mod- 
ern design, and proved fire-and-theft re- 
sistant features. In fact, all new single 
compartment SENTRY floor safes carry 
the U.L. Class C label indicating 1-hour 
1700°F. fire test, 2000°F. explosion hazard 
test, and 30 ft. drop test. Yet you can sell 
these SENTRYS for 35% to 50% LESS 
than labeled or unlabeled safes of compa- 
rable size and quality...and make your full 
profit. That’s because SENTRY specializes 
in mass production of just one basic type 
safe—with resultant savings. 


SENTRY STANDARD Every Home and Business a Prospect 


Big-safe features include Vermiculite Every householder, professional man, farm- SENTRY 


—— Re vad 7 — a. er and small businessman is a pfospect for Safe-and-Cabinet 


bination lock, heavy duty bank vault a personal safe e+ + yet only 5% own one. Exclusive! Genuine African mahog- 
type lock bar, baked ey ree 7G Why not cash-in on this virtually untapped any cabinet (also available in walnut 
~ cy Sd ty | ir 13" market? Write today for details. or Wend) conceals safe . er 
(2340 cu. in.) Weight: 260 Ibs. TV base. Sells for less 


Suggested List $79.95 JOHN D. BRUSH & CO., Inc. ate eae se "$119.95 
Standard discount plus adv. allow. 545 West Ave., Rochester 11 ’ N.Y. Suggested List 
ENTRY MAJOR—Same as above but 1814 * deep inside—$113.95 Standard discount plus edv. allow. 








lsome end table, night 
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No. 9-18 Lockerette—Capacity: 18 
coats on hangers, 18 hat spaces, 
18 individual lock boxes and 
overshoe shelf. Length 9 ft. 


. RF (KE } LT. 
= Lockerette 






Easy to sell because Lockerettes combine the best 
features of both wardrobe racks and lockers—keep 
wraps out in the open, aired, dry and in press; 
provide individual 12” x 12” x 15” lock boxes for 
personal effects. Easy to sell too because they carry 
the nationally advertised, universally recognized 
. quality trade mark—"Office Valet” 









No. 6-12 Lockerette. Ac- 
commodates 12 people 
on 6’0” x 1'3” floor 
space. 





(Right) These compact, 

efficient units fit in 

anywhere. Solve the 

umbrella problem 

oe Two capacities: 16 or 
24 


Write for Catalog Sheets, Dealer Sales Helps, LO-13 : 104 


Lolo) 3H 1354-310), Beles 


1127 West 37th Street « Chicago 9, Illinois 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


H. G. Turnbull, president and general manager, National 
Paper Goods Ltd., Hamilton, Ont. announced the appointment 
of Arch Forrest, Jr. as manager of National's Winnipeg branch. 
He succeeds the late George H. Brockie who first went to 
Winnipeg 52 years ago. He was western sales manager tor the 
company until his sudden death last Jun 

Mr. Forrest lived in Regina, Saskatoon and Winnipeg priot 
to World War II. Atter four years in the Royal Canadian 
Navy, he joined the E. B. Eddy Co. in Ottawa and Hamilton 
He joined National in 1952, serving first in Western Ontario 
territory, then last March was appointed manager of the firm's 
Calgary division 

o 

A new Toronto headquarters for Pitney-Bowes of Canada 
Ltd., subsidiary of the U.S. firm of the same name, was re- 
cently opened. It will combine Canadian head office, plant and 
service operations. A two-story structure, it provides 56,000 
sq. It. Of area Pitney-Bowes’ Canadian operation is credited 


> 


with nearly 23,000 postage meters in service, with metered mail 
accounting for a reported 41% of postage paid on all Canadian 
mail, it was stated 

+ 

Quebec Stationers’ Association is sponsoring its 13th an 
nual Oyster Party for the industry, Nov. 4. Credited the 
French-Canadian trade's social event of the year, close to 200 
trade personalities normally attend such sessions, coming from 
the U.S. Windsor-Detroit borderline to the Maritime Provinces 

= 

Cedar Brae Country Club in suburban Toronto was _ the 
scene of Toronto Stationers’ annual golf tournament, mid-Sep- 
tember. Nearly 80 trade personalities, of whom 56 were golfers, 
attended the dinner session. 

Len Whitehouse, Fine Papers Ltd. took the new Dominion 
Blank Book trophy. Jim Boehmer, Index Card Co. Ltd. cap- 
tured the Preston trophy and Carl Switson of Grand & Toy, Ltd 
the Luckett award 

Guests from out of town included Joseph A. Trainor, gen- 
eral sales manager, L. E. Waterman Pen Co. Ltd., Montreal; 
Jeffrey Preston, Preston-Noelting Ltd., Stratford, Ont.; Gerry 
Duquette, Windsor; Ted Kaniewski, London, Ont. Special guest 
was Pat Flanagan, professional wrestler 

~ 

New president of the National Sales Executives Club of 
Toronto is Herbert C. Smith, manager, office supply and sys 
tems division of Grand & Toy, Ltd., Toronto 

e 


Named manager of the Hamilton, Ont. branch of Monroe 
Calculating Machine Co. of Canada, Ltd. is William H. Kane 
who has been associated with Monroe in their Montreal of- 
fice for the past several years. His appointment was announced 
by William W. Cragg, Jr., general managet 

* 

William J. Hardy. has been appointed manager of the Winni 
peg branch of Roneo Co. of Canada, Ltd., Toronto. He brings 
many years’ experience in the office appliance field to his new 
post. The appointment coincides with the company’s expansion 
of sales and service activities in the Winnipeg area, said 
Roneo’s general manager, T. P. Gregor, in announcing the 
move 

2 

Construction of a $200,000 plant in the Toronto area is in 
the planning stages for Herring-Hall-Marvin Safe Co. of Can- 
ada. The purchase of all capital stock and manufacturing fa- 
cilities by Diebold, Inc., Canton, Ohio, has been announced 
by Raymond Koontz, president of the U.S. company 

New plant will be used to produce complete lines of both 
companies, he said. The firm was formerly a subsidiary of 
Herring-Hall-Marvin Safe Co., Hamilton, Ohio. Diebold will 
also continue to serve its Canadian accounts through Ahern 
Safe Co., Montreal, it was reported. 

o 


Somewhere in the Winnipeg territory there's a good pencil 
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Sell the long line «+ « « 


of over half-a-hundred items. 


-_ 
: Cig new build-up 
desk trays / 


j 


p 


new horizontal 
build-up files 





Lit-Ning is unequalled for 
pace-setting design and quality of 
/ construction. Fast delivery 
from two modern Lit-Ning factories. 
Long dealer profit on these 
fast-turnover items. 


et 












card index 
hle boxes 


new vertical 
add-on files 





n-and-out-boards 


Lit-NING PRODUCTS CO. 
3907 Duquesne Ave., Culver City, Calif. 
Please send me my new LIT-NING CATALOG 
& Discount Schedule 


FIRM NAME — er Seer eee 





Li T-NING PRODUCTS CO. 


SALES OFFICE: 3907 Duquesne Ave., Culver City, Calif. ADDRESS -- 


IN ) ox 3370, Fresno, Cal : ; ; 
MAIN OFFIC E P.O. B ox 0, Fresno, Calif. Ory es ee ee 
FACTORIES: Fresno, California * Fremont, Ohio. 


MY NAME 
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provides more 


you’ve ever known 


COMFORT AS YOU LIKE IT — WITH EXTRA 
LARGE SEATS AND BACKRESTS 


® Larger, comfortable contour-shaped 
seats — 151.” wide x 16” deep 


® One-piece contour shaped steel! seat 
(No. 81) or 5-ply hardwood veneer 
contour shaped seat (No. 82) 


®@ Smooth, baked-on enamel finish in 
Beige, Azure Grey or Saunder's Green 


STURDY CONSTRUCTION FEATURES ASSURE 
LONGER THAN EVER CHAIR LIFE 
® Heavy 18-gauge electrically seam 
welded tubular steel frames 
® L-shaped steel cross bar beneath 
seat for extra backing strength 
® Built-up steel seat spacers for 
stronger pivot rod bearing points 
® Solid steel pivot and stop rods double 
as frame bracers and strengtheners 
® Tubular steel leg stretchers on front 
and rear legs increase frame rigidity 


® Securely welded seat stops with rub- 
ber silencers minimize folding noise 


DESIGNED AND ENGINEERED FOR COM- 
PLETE SEATING SAFETY 


® Non-marring, annular design rubber 
feet tightly secured over steel dome 
gliders prevent floor skidding 


® Fully covered folding hinges safe- 
guard against pinching 

® No sharp edges—all are fully rolled 
and beaded to protect against injury 

® Non-tipping Y-type design permits 
edge of seat sitting without tipping 






oe Demountabbe 
CHAIR TRUCKS 


Seven s*andord sizes 
hold both X-type 
channel or Y-type 
tubular chairs — up- 
right or horizontal. 
Regular or under-stage models 
Demountable ends and exclusive 
chon-angle frames permit stack 
ng empty trucks one on the other 






For new, complete line catalog 
No. 700 as well as brochure 100 


z 


} 
: 
MT 
tc 








METAL PRODUCTS @ GREEN BAY @ WISCONSIN 
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comfortable, longer 
lasting seating than 








salesman. Local school trustees recently passed an account of 
$840 to pay for an order of 4,320 pencils, but since the school 
board does not supply pencils to its students, no one on the 
idmunistratiy statt apparently had an answer (at least im 
ediately) as to just who gets and uses the pencils. 

New owner of Specialty Paper Products Ltd., Bowmanville, 
Ont. is Harold B. Magee. He was formerly with Bell Paper 
Co. Ltd. for 18 years. 


7 
Richmond Hill, a suburb of Toronto, has a brand new sta- 
tionery trade outlet. It is owned by Mr. and Mrs. Jim Adamson, 
Thornhill, Ont., who also Operate similar venture in Waillow- 


dale, another ‘Toronto suburban community. 
* 

Goddar & Reed Ltd. in Windsor, Ont. is a_ partnership 
established recently by Harry M. Goddard and Norman Reed 
to handle sales and service activities in that territory for Royal 
l'ypewriter of Canada, Ltd. Both were formerly with Royal. 
Their new firm will also handle an extensive line of duplicating 
equipment, photographic copiers, office machines, related sup- 
plies 

wo 

Progress report: In Kitchener, Ont., J. C. Jaimet & Co. Ltd 
has completed modernization of its store premises in the self- 
serve manner. The store has been in same location in down- 
town Kitchener since 1916. It has retained the Jaimet name 
although its founder retired some years ago. Firm is now being 
managed by Douglas Smith. 

* 

Credited as a showplace of the industry's products, Cloke 
& Son, Ltd., Hamilton, Ont. has a new branch in the suburb 
of Burlington. It is completely self-selection in design. 

2 

The 26th annual convention-product exhibition of the Sta- 
tionery & Office Equipment Guild of Canada, Inc. will be held 
in Montreal, May 22-28. Business sessions will get underway, 
May 25. 

C. Leslie Robertson has been announced as general conven- 
tion chairman. He is president of Granger Freres Ltd., Mon- 
treal, and a former Guild vice-president. Chairman of the 
exhibits committee will be George Basil, Carter's Ink Co. of 
Canada, Ltd., Montreal, and currently a Guild vice-president. 

* 
Appointment of Lance F. Buie as sales manager for Commercial 
Papers Ltd., Toronto, was announced by president W. B. Hanna, 
Mr. Buie has been handling major accounts for the firm in 
Windsor and Toronto territories for the past several years. 
7. 

A. Kimball Ltd., Toronto, announced appointment of F. V. 
Meade as president and managing director of the company. M. 
L. Garland has been named vice-president 

7 

Among award winners in the recent national window dis- 
play contest staged by Parker Pen Co. Ltd., Don Mills, Ont 
were the stationery trade firms of Cloke & Son, Ltd. Hamilton; 
Grand & Toy, Ltd., Toronto; Peninsula Press, Ltd., St. Catha- 
rines, Ont. About 300 entries, in a variety of dealer classifica- 
tions, resulted from the promotion. 

* 

Stationery & Office Equipment Guild, Inc., Toronto, re- 
ported that its survey of dealer sales for the month of July 
this year, as compared with same period a year ago, showed 
stationery and office supply sales by dealers down 1.09%; 
office furniture and equipment sales down 8.3%; printing 
sales down 0.6% 

+ 

Ernie Warner has been appointed vice-president and general 
manager of Willson Stationery Co. Ltd., and of Clark & Stuart 
Co. Ltd., Vancouver. S. J. Vogan, president, in announcing 
the promotion, said Mr. Warner is also general manager of 
Diggon’s in Victoria, B. C.; director, Coast Purchasers, Ltd., 
Vancouver; director, Municipal Supplies Ltd., and Hospital 
Forms, Ltd., Edmonton. All are divisions of the Willson chain. 

« 

Strictly social: George M. Savoy, son of Harold Savoy, presi- 

dent, Dominion Blank Book Co., Ltd., Drummondville, Que., 
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Try 


Now...the cellophane tape that 
stays fresher 


Foil wrap is air-tight, moisture-proof, keeps 
“SCOTCH” BRAND fresh when you buy 
it, fresh when you use it. 


ison, 


“| sticks tighter 


Ltd grab, holds tighter, longer. You need less 
self tape to do a better job. 
Wl 


unwinds easier} 


joke 
urb 

Patented easy-release backing treatment 
Sta lets “SCOTCH” BRAND tape unwind 
el without breaking. Saves money, saves 
i tempers. 
en 
on 
the 


TO OPEN 


“ | won't telescope 


Famous Air-Cushion Core, a “SCOTCH” 
BRAND exclusive, eliminates tape waste 
caused by bothersome telescoping. 





outperforms others 10 to 1 


Exacting packaging tests prove “SCOTCH” 
BRAND has 10 times greater holding 
power. Test it yourself—and see! 


...1S selling at lowest prices ever! 





TUiinnwesora [fininc ann TVAnuracturinG company 


ee My 
‘3M > 
.. -» WHERE RESEARCH I1S THE KEY TO TOMORROW G3 
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NOW AVAILABLE TO DEALERS! 


A Complete Line of Full Keyboard Automatic Calculators! 








Now, for the first time, dealers may carry a full 
line of new rotary calculators. Control Sys- 
tems, Inc., distributor of the world-famous 
PLUS line of key-drive machines, now 
offers the outstanding DIEHL line of 
full keyboard automatic calculators to 
the retail trade. 
WRITE TODAY for full details of 
the PLUS-DIEHL dealership 
plan. It offers a complete new 
field for profitable calculator 
sales. 
PLUS-DIEHL Calculator Division 


5 Beekman Street New York 38, N. Y. REctor 2-0045 





Representatives in Principal Cities 
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More than 
Deluxe Change- 


1,000 WAYS to MAKE MONEY Bie 
with DAV-SON BULLETIN BE Seumsement Bound 


_ji~ Ss ms Walnut finish 
ae & " BOAR DS Se, frame with glass 
) ter _ iC 
~~ ef aes (S) Ss door mounted on 
“6 









5’ 5” standards 





mes 2" xs oe 


2 ee ' 
NO INV ESTOCKING NECESSARY Ideal oe become j 
foyer or hallways a 
Po é ble » © aSi y 
EVERY ONE of the more than ra aur fr Ape : 
eves = Om | CHURCH BULLETIN BOARDS 


1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— 
DAV-SON drop ships for you 


for every Church need. In- 
doors or Outdoors. Wide 
variety . . Extruded Alu- 
minum, Stainless Steel or 
rich Bronze Baked Enamel, 


location to in 


other. 


Pe 


frames. Removable, change 
able-letter panels. 





‘ 
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CONTROL SYSTEMS, INC. 
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‘ with your label. sl angeable-Letter 
‘ wlletin Boards 
r Portable An- 
: Sell the most complete line of Bul- nouncement Board 
‘ letin Boards in America—made 20” x 15” Chrome 
by the largest, most reliable man- Frame Changeable 
‘ ufacturer in the industry! Prac- Letter Board with 
¢ tically every business in your glass front and 
‘ area is a prospect for one or more. removable back 
‘ Mounted on 48” . . a 
‘ o> > ; Chrome Pedestal! 
6 DAV. n NO / Overall heighe ae Cones 
’ = LL j gs Black or Green. Exclusive 
‘ Al - 63 smooth Duro-O-Plate Chalk 
’ Uy Surface - » @aSy to read 
Genuine PERSONS WOKE 
, z SELL TO easy to keep clean. Widc 
’ — EASY To OF BUSINESS! MN THE TEPARTMENT DEALERS range of sizes. 
4 Boards EVERY ' MUST WEAR GOGGLES INQUIRIES be, wat? 
‘ Also manufacturers of Flashing Safety - . INVITED 
, Signs, Outdoor Bulletin Boards, et« Stock Metal 
3 WRITE for big FREE 1958 Catal Safety Signs NAME PLATES 
Desk, Corridor or Door 
, 
; A. C. DAVENPORT & SON, INC. Styles. Complete with let 
‘ ~ - ~~ a me a All finishes to match 
t in ur ZOtE ear | Guay service any decor. 
: DEPT. OA, 311 N. PESPLAINES ST. @ CHICAGO 6, ILL. ‘ 
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ntly ma Jacqueline Marchesseault. George Savoy is 


randson of tl late George Savoy who founded the con 
In Toronto, the marriage of Yvonne Lowe, daugh 
Mr ind Mrs. Gordon B. Lowe of Luckett Loose Leaf 
John For vas announced. Event took place August 9 

a 
Fall sea tivities for members of the Stationery & Offic« 
Equit nt G Club of Toronto opened with a tour of the 
Canadian pl f Parker Pen Co. Ltd., in suburban Don Mills 
y we! 1 on behalf of the company by general 
James C. Grier, and other executives of the writing 

StI rr n 

- 
First meeting of the new term for members of the Com- 
ial Statior Association of Toronto, held at the Albany 


Club in lowntown Toronto, heard a panel discussion about 


w trade salesmen look at purchasing agents.’ Directing the 
ussion were Jim Luckett, Jr., president, Stationery & Office 
Equipment Guild of Canada, Inc., and Ralph M. Roger, vic« 


; Products (Canada) Ltd 
Norman L. Brown, Dominion Blank Book Co 
association president this year. Secretary-treasurer is 


Al. J. Feheley 


Ltd., Toronto 


o announced that June 25 next would be the 


f the annual dinner party at the Royal Canadian Yacht 
( I I i 
* 
Appoin Mosler-Taylor Sales Ltd., Toronto, as Ca 
lian distributor of the Protectall line of safeguarding equip 
1 by Raymond W. Graber, general sales 


re! Protectall Sates, a division of the Mosler Safe Co 
N Y ork 
a 
D. 7 nd has been appointed to the sales staff of 
S rs (Export) Ltd loronto, according to Eddie Almond 
t pat Originally from England, Mr. Townsend 
Can ouple of years ago, joining the office staff of 
Stationet & Oftice Equipment Guild, In in Toronto as 
tant ti tary-manager, Fred R. Smart. 
2 
Founder and president of the Eclipse Fountain Pen & Pencil 
( Ltd., 7 Joseph P. Tully died in that city, Sept. 21 
H vas ( Born in Delavan, Wis., he was associated with 
Eclipse in tl L'nited States since the age of 16. He founded 
Canadian fi n Toronto in 1925 




















“It always comes up with the same answer: 
‘Give the UNITED WAY’!” 
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One “Sit” Proved 


the difference! 




















No. 1750 


NE EXECUTIVE POSTURE CHAIR 
Back Design 


Those at the N.S.O.E.A. Convention 
who tried the newly designed Crafts- 
man Executive Posture Chair were easy 
to convince. 

The extra comfort is there to feel at 
first ‘‘sit'’. The new curved back fits 
the body so perfectly, there is the won- 
derful promise of freedom from fatigue. 
Back height is adjustable for ‘‘custom 
fitting."’ 

Foam rubber in back, seat and arms. 
Best spring construction. Two-inch ball- 
bearing casters. Genuine walnut or 
walnut or oak finishes. Coverings of 
elastic Naugahyde, California buff 
leather, or top grain leather. 

Ease your next customer into one of 
these Executive Posture Chairs and ease 
the way to a satisfying sale. 

Write today for full information on 
these and other solidly crafted Crafts- 
man Chairs. 


Member Wood Office Furniture Institute 
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SUFT 


ADDING 
MACHINE 


50 


plus tax 


The 
Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 





Seating for Board of Directors . . 





This attractive board room of the Midland National Bank, 
Midland, Tex. was installed by The Baker Co. through the 
Gunlocke Chair Co. in Dallas. The seating is Gunlocke’s No 
22999 upholstered in white Scotch Mill leather and the table 
was made by Adleta Fixtures in Dallas 


Stenocord Dealers ‘‘Unscramble’’ Slogan 
in Ad Campaign Contest 


A Ord-scram| contest teatured in t r regular sales bul 
letin was one way in which Stenocord Di of Pacific Instru 
nts Corp Li Angeles told de alers an listributors about 
Stenocord’s ne vertising plans. In the contest Lew 
Schroeder, vice-president and general sales manager of the divi 


for the first three correct solutions to a 


si10n ome! 

ies Of scrambl letters which, unscrambled, spelled ‘Pet 

Playback,” theme of the division's n¢ national advertising 

impaigcn 

Contest t nough excitement rrant several long 
listance telephone calls (at the callers pense) im an eager 
ness to be first with the right answer 

Winners who correctly guessed the answer and won the first 


three prizcs in order: Frank Cimaglia of Business Machines 
Co., Deny ( Frank Davis of Frank Davis Co., Madison 


Wis.: Al Lebeck Lebeck’s Business Equipment Co., Sacra 


mento, Calit 
l} campaigi inning in busin in ittice management 
g nes t es the special contribution of this equip- 
I o be on and speedier transcription. Among fea 
stress ise of making cot tions and larity of 
re} 


Heads Young Decoraters’ League 
RICHMOND, VA 


S. Mitchell Solberg, interior designer and Guild co-ordinator 
tor Morton Marks & Sons, In Richmond, Va has been 
lected 1} nt of the Young Decor League of Rich 
Mr. Solberg headed the Marks fi interior en de- 


partment for mo than three years. H« graduate in fine 


arts witl intericr design from Richmond Professional 


Institute 


Other ne f clected by the organization are G. David 
Hunter, Mill & Rhoads, Inc., first vice-president: Orville H 
Jones, Milton G i Associates second presi Charles 


M. Pulley, M & Rhoads, In t nd Miss Victoria 


Jamgocian, |. I Jones & Co., tr 
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REVOLUTIONARY NEW FREE-FLOWING 


PASTE-TYPE 
DUPLICATING INK 


FOR SINGLE CYLINDER MACHINES 





WON'T DRIP 































































sf 
NEW IDEA IN INK PADS* Gone forever is the mess inevitably caus- WON'T CLOG 
T S ed by liquid inks! Wonderful-Guaranteed- / ink pad 
PRINT-O-SCREEN No-Drip IMPRESS “Print Dry” PRINT-O- / - 
SILK SCREEN PASTE STENCIL DUPLICATING INK 
DUPLICATING PROCESS flows freely from the tube and through the ES 
Sink eitehidtinton deka pad, yet it gelates on contact with the ue 
possible to print  aunvenieaiee cut cylinder. Positively will not drip, smudge, 4 
stencil. Provides clear, sharp print- separate or offset! Prints clean, sharp press- 
ing proce or offset-tihe cage. yon like copy. Ideal for all open or closed 
mee Gusltention with ye ok. brush type. single-cylinder duplicators, 
Can be used on all makes or models 
ef duplicating machines — open o 
closed cylinder. . : STOCK UP TODAY! 
Pat. applied for 
aad 








CERTIFIED 


Victor Treasure Chest 


NSULATE 


in the midst of this disastrous fire 
saved documents and important personal papers 


This TREASURE CHEST test under fire occurred in the home 
of Mr. J. Paul Lyet, Il, of Lancaster, Pennsylvania. The interior 
of the room shown was being repainted and fumes from the 
paint remover caused an explosion and a very serious fire. 
Mr. Lyet reports ‘‘The worst of the fire occurred in my office 
and most of the contents were reduced to ashes; however, the 
contents of our VICTOR TREASURE CHEST, consisting princi- 
pally of documents which would have been difficult if not im- 
possible to replace, came through undamaged even though the 
chest was in the office in the worst of the fire.”’ 


Every VICTOR TREASURE CHEST Insulated Container is certified 
to provide the same fire protection for your customers as this 
one did for Mr. Lyet. You can offer your 
customers 4 TREASURE CHEST sizes, 7 prac- 
tical models — each in any of 4 smart colors, 
with a choice of key or combination lock. 


VICTOR TREASURE CHEST Certification Labels: 









The VICTOR TREASURE CHEST insulated con- 
tainer is certified to protect its paper contents 
for a period of 1 hour in heat reaching 1700° F. or for 
a period of ¥2 hour in a constant 2000° F. temperature. 
See your Victor salesman or write to 







|'*s VICTOR SAFE & EQUIPMENT 


OA—11/58 189 





A New Route to the Office 
Can Brighten Sales Outlook 


by CECIL DODIC 
Vice-president and Sales Manager 
National Printing & Stationery Co. 
San Antonio, Tex. 


@ THERE IS MORE to selling than 
books on psychology and the lectur 
company’s sales manager. 

Now, after years of selling, I realiz 
essential ingredient—so often missing 
printing, stationery, office supplies 
common sense. 

How do you start your day ? 

It is common sense to start by plannir 
do. 

Who are you going to see? What 
about? How are you going to sell ther 
can you “lay out” in order to see the 
est time ? 

If you go down to the office hoping 


something will turn up, you may be disay 


much of your time for the day will b 
telephone call or a letter from a_ pros] 
just as even that you may not 


When do you start your day 


Do you take the same route to t 
spend your “driving-to-town” time 
traffic light and the general slowness 

Your day should start the minute 

And you should take a different 
get out of the rut 

Observe what is going on e M 
torn down? It may be only another used 
you are selling printing, you will not n« 
may be a customer coming there for bus 

Is a new building under constructi 

It may be a bonanza 

A new firm may offer an opportunit 
office furniture—if you get there first 

So hie yourself to the city hall so 


find out what is going on there. Man 5 


just such a beginning. And, if yo 
occasionally, you may be rewarded in 
How much time do you spend in tl 
The good salesman—the one wi! 
in the office only just long enoug! 
for him that may Mange his day’s 
And—except perhaps on Saturda 
hand only by appointment with his cust 
the time he spends in the office 
time. 
How often do you call on customers 
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Common sense should tell you that Rome was not built in a day 


although an H-bomb may destroy it in 10 seconds 


Business firms are not getting along without office supplies be 
se you are not calling on them. Unless y: ot in at tl 

tie if h ving thet pplies from some ompetitot 
And it takes time to gain an e¢ with new fim and bul 


up sales 
The big failing with new salesmen—and not a few older ones 


is that they become too easily discouraged. They follow the motte 


I recently saw on some jokester’s card It at first you don't su 
ceed, the heck with it! 

Statistics here back up common sense to state that 800 of all 

siness is secured afler the fifth call 

You ve got to keey calling 

As to how often that, again, 15S where you ist use youl Ol 

on sense With some large firms, you |! st call two or three 
times a week 

With others, you may wear your welcome out if you call more 
often than once a week 

Again, some purchasing agents are quick buyers—they know 
what they want and order it right now. Others are slow buyers 


r ake 


t may take as many as three calls to induce them to finally 


up their minds and give you an order 

If you haven't got—or don’t use—common sense in this mannet 
you will never star as a salesman 

What do you see when you make a call ? 

Common-sense selling should tell you to look around, while you 
ire waiting for an appointment—and after you get one with your 


custome! 


What Does the Customer Need 


Perhaps he only needs a new pencil sharpener. If he does, go 
over your stock in your mind and select the one best suited to his 
needs. Very likely you can sell him one. Perhaps his secretary 


needs a posture chair. Occasionally you will find a customer who 


needs—even though he may not want—a new set of office furni 
ture 

But you w never find this out—-and never make the sale 
nl yOu at / nt when you call. 

Did you fail to make the sale? 

Or worse stil lid some competitor get in ahead of you and 
ake it 

Common sense dictates that you should sit down, after you 
eave that customer, and analyze the cause of your failure. Did 
your firm fail to have the item wanted? Did you fall down some 
here in your presentation? What could you have done to have 
nched that s 

In his memoirs, no less a person than Bernard Baruch says that 
every time he made a mistake in the stock market, he sat down on 


the nearest park bench and tried to analyze his mistake—so as 


What Went Wrong? 


But you can rtainly park your car somewhere—and try to 
gure Out what went wrong with the sale and resolve not to make 


he same mistake twice 


Chat’s just common sense 

Finally—-how many hours a day do you work at being a sales 

an 

If you “quit when the whistle blows’’ you may miss the big 
opportunity of the day—that new building you pass on the way 


ome from the oftice 


I am not an advocate of all work and no play. But I do contend 


that a good salesman is not one who holds his work down to eight 


ours a day—and refuses even to think about selling the rest of 
he time 

Common sense demands that he be alert f ihe pportu 

tee }} 

Only then can he be really efficient 

Sales training 1s important. A knowledge t sales psychology iS 
luable 


But, unless ‘book learning 1S coupled with a good measure ot 
mon sense, your selling, as it is done in these days and times 


annot be reall fficient—and productive 
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No... he’s gone— < 


> . =e 





. he catches the 5:05 since he got 


his new Bentson Modular! 





When you sell Bentson, you sell satis- Bentson units smo-o-o-th . . . quiet 
faction! Bentson styling and flexibility . . . and sturpy! Yes — Bentson’s the 
meet any office requirement .. . for BIGGEST value by far! That’s why it’s 


function, size, color and use. Exclusive easier when you sell Bentson. 
Perma-Hush construction makes all 





58440 ...F AN-TOP desk! 2030 Functional 2133-D ... Beautifully 

Executive class with a modern efficiency-design in a full designed double pedestal 

flair! Large work surface... line of flat top desks for secretarial desk with an 

stainless steel edge. any office need. exclusive personal storage 
drawer. 
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Write today for new catalog and dealer programs. 
A dealership may be open in your territory. Learn if 
you can join the proud group of Bentson Dealers. 








650 Highland Ave., AURORA, ILLINOIS 


191 





with 
TIFFANY STANDS in 
every price range... 





NOW 
YOU | 
CAN 


TIFFANY 
JR. 


Quality constructed | 


in the 
sTANO oe 


True 
qitfany radition 


For use in Offices and Homes, for 
standard and portable type- 
writers, etc., where space is a MODEL 
factor and the features of the 





1. Order from one sources 





? Have maximum weight 
* for minimum freight 


3. Buy at minimum prices 


4. Get maximum profits 


ate 




















larger models of TIFFANY STANDS are not required. 7711 
Top undercoated for sound-vibration abatement S, 





FIRST CHOICE OF OFFICE WORKERS AND 
MANAGE MENT 
EVERYWHERE 


Because of superior 
construction and 
design features 


@ Rigid ... providing 
“safety insurance” for 
costly office machines. 
Framework YY" thick, 
angle and channel 
steel, reinforced. 





@ 4-cup open top reduces ma- 
chine noises and vibration 
and adjusts to hold most size 


machines. 


Mode! 5002 identical with 
Mode! 5000 except thot 
it has 2 drop leaves 





A 


MODEL 2300 Multi-Purpose 


UTILITY — ~~ 
TABLE a, 


Countless uses in offices, 
factories, schools and 
hospitals. For Duplicating 
Machines, Photo Copying 
Equipment, Visible Record 
Cabinets, Cancelling Ma- 
chines, Marking Devices, il 
Tape Recorders, etc. &Y 
Heavy steel throughout with rounded corners on 
tubing. Table is stationary with brakes ON; portable 
with brakes OFF. 

















STAND CO. 


St. Louis 5, Mo. 


Y TIFFANY 


7350 Forsyth 





For further information write Dept. OA 
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Know Your Editors, Make 
Publicity Really ‘News’ 


by ART ZAILSKAS 


Public Relations, 
Victor Adding Machine Co. 


@ YOU KNOW THAT good advertising pays. So does good 
local publicity ind it doesn’t cost as much 

You also know that a dealer who is well known is more 
successful. And publicity is a good way to make yourself 


known — to more people than ever. So naturally you are 
interested in getting publicity. 
Fortunately, it is not too difficult. It doesn’t make much 


difference whether you live and sell in a metropolis or a small 
in the big small 
town intense interest in local people. There's 
always a paper that will print news about you and your busi- 


town, for community papers cities equal 


papers in their 


ness — provided it’s news and presented as such. 
[he last thought above is the most important thing you 
should know about publicity. Although it is “publicity” to 


to the editor and his readers, or 


you, it must be “news” you 
will be well publicized . . . in the editor’s wastebasket. Reader 
interest is the only reason your story will be accepted by 


self-respecting editor. You will find it safest to assume your 


editor is a ‘‘professional” in this sense. 


News Defined 


de h- 


con- 


Now what is “news” and what isn’t? There are many 


nitions and much confusion, but one thing is certain: the 
cept of “news” changes with the size of the city, the circula- 
tion of the paper, the ideas of the editor and 
his readers. For example, the event that ‘makes’ the front page 
of the (Chicago) West Side Clarion may be considered utterly 


the interests of 


worthless by the Chicago American. The general rule is: the 
bigger the paper, the more important an event must be to 
qualify as news. Your best guide is the newspaper itself. Read 
it carefully and you will soon notice what your editor con- 


siders to be news. (Look particularly for stories about business- 


men and businesses.) 


Your news possibilities include: outstanding performance 
in sales contests, promotions, awards, prizes, announcement 
and arrival of new products, new building, remodeling, re- 


decoration, general expansion, attendance at sales schools, con- 


ventions, your Own contests and _ business promotions, et 


Don't overlook your personal milestones and accomplishments 


and the achievements ot your family. And always give your 


business identification — full mame and address. 
Here Are Pointers 
Here are some pointers on how you can get sales-building 


stories about yourself into your local paper's news columns: 
1. Find an opportunity to meet your editor. He will appreci- 

ate your visit more if you will be careful to choose the hour 
when he 

It's a 


General rule: 


or day is not too busy (when the deadline isn't 
idea to call in and find out.) 
morning paper editors are least busy before noon; 
weekly editors, right 
work hardest 
before the 


near. good advance 
afternoon paper editors, in the afternoon 
after publication day that’s because 
and the for visitors in the 
paper appears 

When the time comes to knock on the 
him that you are not an egotistical publicity seeker by being 
of some tangible service to him. For example, bring him some 
good news about other important people. This approach will 
certainly make a good impression (and not only on the editor 

- see below - 

2. Cultivate a nose for news. (Contrary to popular belief 
you don't have to be born with it, for it can be developed.) 
Always be on the lookout for anything worthy of newspaper 
space — whether it is about yourself and your business or 


editors 


have least time hours 


editor's door, show 
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STEEL OFFICE SPECIALTIES 


CURMANCO LETTER SORTER 
WITH NEW SLOTTED SHELVES 
Sorts, classifies, distributes papers 










of daily work. Sloping trays catch CURMANCO 
42 and hold the papers. Each tray has SORTING TRAY 
front edge cut out. No posts to Daily Business Sorter! LA 
aK OF OFFICE AIDS dodge thy: 
GREEN GRAY BROWN —_ GREEN COPPER Active papers can ~ 
TA be referred to in- 
No. 202 Letter size, 2 ke incl. base—$4.00 stantly, open like a 
No. 203 Letter Size, 3 trays incl. base—$5.25 book for fast easy observation when used 
No. 204 Letter Size, 4 trays incl. base—$6.50 with A-Z Index Folders or Tab Guides 
No. 205 Letter Size, 5 trays incl. base—$7.50 corrugations in the bottom prevent slip- 
ping 


No 115 Letter Size, without Index— 


CURMANCO STATIONERY SEPARATOR 

Fits into standard typewriter desk drawer with- 
out papers catching when drawer is used. 3 
inches high, 4 letter size and l-half size trays 
Holds 200 sheets. 8%” x 18” x 3” Electrically 
welded one piece. Not ADJUSTABLE! 


$4.00 
No. 116 Legal Size, Without Index— 
$5.00 


CURMANCO STATIONERY AND 

ENVELOPE SEPARATOR 
Fits into desk drawer. Has four 
Letter-size and one-half-size trays, 





No. 310 Letter Size with 5 divisions, wt. 4 Ibs—$4.50 SAVES STENOGRAPHER’S also pockets at end to hold a 

TIME! MADE OF ART good supply of both large and 

CURMANCO CASHIER'S PAD RACK STEEL, ELECTRO-WELDED small business envelopes. Keeps 

Every business has various pads, bank checks INTO ONE SOLID UNIT Stationery and envelopes handy, 
receipts, contracts, partial payment, delivery 3” high x 9” wide 21” clean and ready to use. 


and service forms. This rack holds each in an long. No. 311 Letter Size, individually boxed — wt. 5 ibs, $5.50 


easy to reach place. Saves space and confusion 
All one piece welded steel. Hallowspace 


No. 566 - Six Pocket 8”x71/2x4” $4.00 CURMANCO CORRESPONDENCE SEPARATOR 
No. 568 Eight Pocket 8”x92/2"x5)/2” $5.00 Keeps letters, price lists, folders or catalog 
No. 570 Ten Pocket 8”x91/2"x65e” $7.50 separated for quick, easy reference. Special 
sizes made to order. Not adjustable. Distance 
WX MORE THAN 50 OTHER ITEMS between upright 134”. Label slot each side 
IN THE COMPLETE LINE Comes in Five colors 





Me ot AND DISCOUNT SCHEDULE! No. 1105 Letter Size with 5 Page A 
“2 R COMPLETE CURRIER MFG. CO. | 


a DEALERS re ecounT SCHEDULE 2448 W. Larpenteur Ave., Saint Paul ne Minn. 
ss CATALOG THE COMPLETE QUALITY LINE OF TIME SAVING STEEL OFFICE AIDS 





























CHAIR NUMBER 33... 


built by Jasper Chair Company 
to take years and years of wear 

STU RDY and tear in the school or in the 
library. Extra-strength construc- 
tion and good-posture design 
have made No. 33 a top value 
seller. 


THE RIGHT CHAIR AT THE RIGHT PRICE 





At the NSSI Convention, see all 
of our school chairs in Room 


764, Palmer House, Chicago, 
DUR ABLE November 30 thru December 3. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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item yf 


delivery 


on MIDWEST 


carbon interleave 
business forms 


with no 
inventory 


DEALERSHIPS 
, AVAILABLE 
SEND FOR COMPLETE 
CATALOG AND 
PRICE LIST 


MIDWEST ROTARY 


MANIFORMS CO. 


P.O.BOX 112,CARO,MICH., DEPT.120 


MANUFACTURERS FOR THE TRADE ONLY 


TODAY! 








about your customers or prospects and their business ( the 


latter, you will find, pays also from a strictly sales point of 


view.) If you will become known as a volunteer reporter who 


passes on to the editor the good things he hears about others 
people will co to you (and buy from you.) 
3. Make yours a professional-reading story. (Its not too dif 


cult.) As a newspaper reader you have noticed that most 
stories in the paper answer as many as five basic questions in 
the first paragraph or lead (pronounced “‘leed’’). They ‘are 
Who, What, When, Where and Why but not necessarily in 
this order. (When the “How” 1s unusual or important it 1s 
also included.) These are the questions the busy reader wants 
answered immediately; these are also the questions you want 
portant news, Th 


answered first when somebody tells you i 
function of the summary lead thus ts to tell the important 


facts about an event in capsule form. Further details are given 
in order of decreasing importance with the least essential facts 
forming the rear guard that may be sacrificed to a sharp edi- 


torial pincer movement (in other words, it may get cut). 


Although this “inverted pyramid” structure of a news story 


causes some repetition there are many good reasons for the 
practice. The principal one was implied above it permits 
busy editors to cut paragraphs from the tail end without hav 
ing to rewrite the story. In brief, an ordinary news story 
should be written so that the lead can stand alone and 


still make sense 


Consider Story Lead 


fo make your lead a good attention-getting device you 
should carefully consider the five W’s of your story and pick 
the most important or most intriguing one to lead the parade 
Che beginning of the first paragraph the very first words 
may determine whether your story in the paper will be read o1 
ignored, so be extra choosy. Select that answer to the five W's 
which 1s the reature of the story and is most likely to catch 
the eye and hold the attention of the editor, and the reader 
Unless you are very important, it is seldom your name 


(Who?) 


From time to time you will find a story that has human 
interest or some other feature element and lends itself to 
more original treatment. In such cases, it pays to discard 
the standard form and instead of the summary lead use a 
striking statement, a question or a “quot You might also 
keep the reader in suspense by telling the story step by step 
as it happened, climaxing with an unexpected ending. Thess 
gimmicks are good if the story justifies them. Avoid ther 


if they make the story obviously contrived and artificial 


Use Newspaper Style 

Rule zive th editor what he is accustomed to cetting 

from his own reporters stories written in the traditional 

newspaper style. But don’t be dismayed if the printed story is 

not exactly the story you had submitted. This is to be expected 
rot publicity stories are often completely rewritten 


i. Make yours a professional-locking story. Type your piece 
on one side of a plain sheet of paper (not an expensive bond) 
double-spaced and with generous margins on both sides. Begin 
the first page about halfway down the editor will use the 
space at the top for instructions to the printer and the head 
line. Do not attempt to write a headline for publication yout 
self only an editorial worker can do that. The reason: the 


headline is determined by quite a few variables that you can 


not possibly know the newspaper's headline styles, chat 
acter counts, editorial policy, and most important the exact 
size and shape of the space your story will get when the paper 
s “made up There's one thing you mast include. This is the 


story's source: your name, address, and phone number. This 
information is an absolute requirement, and the best place 


for it is the upper right-hand corner 


t is best not to exceed 


Unless your story is ‘“earth-shaking 
one or two pages. Remember that your story has dozens 
hundreds or even thousands of competitors for the very limited 
newspaper space that is available. If it is brief, it is much 

ore likely to appear in print. And a brief item that gets 


published will do you more good than a long piece that will 
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Calor cerywhere agite 
LE, VISI-SHELF gives more 


of what we're selling 
filing for! 







more profits 





Thanks to Visi-Shelf’s exclusive 
features that provide — 


more filing capacity 
Visi-Shelf units file “Twice as many 
records in the Same Space” — offers 


maximum space savings—by almost 200%! 
to our customers! 


more record protection 


Our customers really go for the 

exclusive, patented Drop Doors that 
protect records from dust, dirt and light — 
and are so easily handled 

with just one hand! 


more filing per day 


Filing is faster and easier with 
the Visi-Shelf Filing System — adds up 
to more records filed per day! 


more National advertising 








More people ask for Visi-Shelf 
Filing Systems, because Visi-Shelf is 
consistently advertised in the magazines if You're Not Getting Your Share 


our customers read, such as: of Filing Profits — Send Today For 
Full Details of the ViISI-SHELF 


Dealer Promotion Program! 


VISI-SHELF FILE inc. 








225 Broadway 
New York 7, New York 
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EFFICIENCY AND CHAMPION 
Lines Of 


Paper Products 


Include a great many other items important to com 
mercial stationers everywhere. 


Letter Ruled Pads, Work Sheet Pads, Receipt Books, 
Wire-O Notebooks in various sizes and rulings — 
Desk Pads — Typewriter Paper — Blotting Paper. 


For information about any of these Efficiency and 
Champion items. 


Let Us Quote For Your Legal Pads. 


Aneuii tal & Paper Company 


HOLYOKE- MASSACHUSETTS 


Manufacturers of 


EFFICIENCY and CHAMPION LINES 


- Mn 2 nd Mes Fu ata G Gar mon 


VENETIAN 
MM and Mn Honus (ht « 2 Vent x 
FLORENTIN 


KM and Ses Y Lan HR Be ne? 


> *9) ee » & 
ON. ond Mrs. oy Idword Lanahton 





R A 
Mr and Mrs Arthur j Bro fe rick 
FLORIDIAN 
Mr and Mes Georg: R Werylord 
ROMAN STY . 
mn 
BASQUE 
, Me. and Mrs. Thowas Barry Nichals 
oy LONDON TEX 


trom the Flower Wedding Line. 


agkey-) am oe) 0) 01 F-] am r-Ler-s— of the yeas 
by Re Gai ee sree ree ee, 


ved letters in exclusive new scripts! new effects with superimposed and angled letters’ 


harper, more legible letters! Te) e] ale] @meie-baG-teel-lal-talleme-iar-lemt-leal-)41s)-4h aloha ae olalet 


4 


Flows r Wedding Line Catalog it -F bala tae Motel eats) 34.) 
ost asked-for styles! Postpaid shipment within two days of order! Libera/ discount 


dds iP requaan your business letterhead to: ; — 
REGENCY THERMOGRAPHERS New York 10, NeY. 


ercial announcements and business cards 
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the first editorial wastebasket. Say it 
; 
It 1 st longer than one page, be sure to typ 
ey ats bottom of all pages except the last, which 


j end”. 
Suggest direct coverage by the newspaper's own staff 
when really big news is breaking. That is preferable to any 


1 be marked either “30” or 





ise you might write. If the editor sends a reporter or comes 

If ak the gentleman gets what he wants 
ws and tt of attention, courtesey and comfort be 
(as yt k journalists are human too). Never ask 
Fourth Estat o show you his story before publication 
onsi insult because it implies distrust on yout 
ind incompetence on his. You will find it far better to 

k an occas rror than offend a newspaperman 


Face Up to Bad News 


Should bad news such as an accident or legal trouble 


break, don’t let it break your good relations with the press. 
R nber, tl | entitled to the facts; if you suppress 
tl the press will guess, and you may be the loser. The way 
handle the press when the news is bad may forever affect 

| t vay the press will handle you when the news is good 
A few more things you should know and practice —- to 


ike publicity work for you: 


Always remember that you must be of service to the edi- 


(and not the other way around) 
Offer genuine news, not mere trade “puffs 
Lh cheap st iy to send news is to mail it (first class or 
t ); the t effective way, to deliver it personally. 
Never ask an editor to use your story. Just hand it to him 
let him judge it according to its merit and nothing elise. 
ist his judgment and never, never, never question it. To 
ue with an editor about a story is fatal to the publicity 
ker 
Don’t ask t litor whether or when the story will be 
ished Ey f the editor likes your piece it may be 
out by later, more important, unexpected events. The 
news is unpredictable. On a dull day relatively unim- 
nt items about your competitor may make a good page 
next day you story ten times as important may not be 
nted at all. Spot news always takes precedence over the 
ut of publi It's tough when that happens, but nothing 
one about it 
Don't Berate Editor 
remonstrate with the editor if your release does not 
ppear even f lull mews day. If the story was routine, 
get it. If it vital to you and definitely interesting to 
and st is timely, change to slant, up-date the story 
ubn it ita in 
Never thank an editor for printing your story. If he did 
becat it was news, and his job is to publish the 


(At least, that’s what the editor prefers to think. To 


gest th id it as a favor to you is to question his 
professional integrity.) You may, however, imply your satis- 

tion that your news met the editor’s high standards. 

Never attempt to “buy” editorial space, never beg, never 


never tl ten and never use your advertising schedule 
editors. (This approach usually back 


imental point: Good publicity can do a 


you, but it will not take the place of paid advertising 
N confuse tl two they are not the same and cannot 
Sa t y an benefit from both ise each in its 


Alexander Buys Cargill Co. in Houston 


HOUSTON, TEX 
Houston division of 
has purchased the Cargill Co., large Houston 
inting firm, and he will now act as presi 
of tl pany. Mr. Alexander was with Maverick-Clark« 


rious . pacities for 10 years. 


Phil Alexander, manager of the 


Maverick-Clarke 


smn j : 
UMUPpPiy all st 
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Wabash Filing 
Surveys put your 


proposals on top! 


With a Wabash Filing Survey, you can present a detailed 
analysis of a company’s indexing system. These surveys 
are part of Wabash System Selling, which can lead to 
healthy profits for you. You can show how Wabash 
products save money by increasing the efficiency of 
executives. And you can develop even more profit 
through automatic repeat orders. Wabash is now expand- 
ing its dealership organization in certain areas. Write 
for full details today. 


Get the facts about Wabash System Selling! 


With Wabash System Selling, you can conduct a 
thorough indexing analysis os well as submit o 





proposol that includes complete costs, 


WABASH FILING SUPPLIES, INC, 
383 Sovth Wabash Street + Wabash, Indiana 
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IT’S IN‘SDEMAND... 


the extra quality of the Consolett 


There’s always a market for quality and office 
managers, purchasing agents and others who buy 
office equipment are quick to see (and appre- 
ciate) the quality features of the Consolett. 

It’s safe — Consolett provides top protection for ex- 
pensive electric typewriters and computers. Rugged, 
all-steel construction insures complete stability at 
rest or on the move. Smooth, no-snag styling; won't 
trip, scratch or upset. 

It’s attractive — streamlined design blends in any of- 
fice and harmonizes with other equipment. Choice 
of three attractive colors. 

It’s convenient — Consolett offers comfort and privacy 
operators like. Plenty of room on top for machine and 
copy. Stand rolls easily on four casters — anchors 
at the touch of a toe. 


Mail coupon for literature 
and prices 


STOLPER STEEL PRODUCTS CORP. 


STOLPER STEEL PRODUCTS CORP. 


340 Pilgrim Road, Menomonee Falls, Wisconsin 
Name 
Address 


City...... : Zone... State 
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You Can Put Pep into 
Monday's Sales Meeting 


by J. H. REED 
@® HOW TO INSTILL life into that Monday morning sales 


meeting is the $64 question with which every sales manager, 
branch manager and store manager is confronted. 


Too often the Monday morning sales meeting degenerates 
into a pep talk on the part of the sales manager to a group 
of bored salesmen who only wish he would get through with 
it so they can go out and get a cup of coftec 

Phil Alexander, former branch manager for Maverick-Clark« 
well-known Texas office furniture and equipment firm, has d¢ 
vised a system, however, which keeps the sales force on its toes 


and interested in every sales meeting that he conducts 


First, he lines the room with about six items sold by the 
company. These may consist of an office suite, a filing cabinet, 
a posture chair, a duplicating machine, a typewriter or what- 
ever the firm happens to be “pushing” at that particular meet 
ing 

On each of these items is pasted a number, from 1 to 6 

These numbers are written on cards and placed in a hat or 
some other convenient receptacle. 


Items From a Hat 
At each meeting, one salesman draws a number from the hat 
and that is the item he must “sell not only to Mr. Alex- 
ander, but to the entire sales Zroup, and some business man 
who may be an actual customer or at least posing as one 
Since the salesman never knows what item he is going to 
draw”, it is impossible for him to “bone up” on it and pre- 
pare any sales talk in advance. As a matter of fact, when he 
comes into the sales meeting, he does not know even if he is 


going to be called on to draw a number! 


The whole talk must be made out of the information the 
salesman has in his mind 

If he ‘sells’ the item in the opinion of Mr. Alexander, 
the other salesmen and the “customer he wins a cash award 


for his presentation 


This award starts at $5.00 and $5.00 is added to it every 
week until it is won. And it is indicative of how hard a “‘sell- 
ing test’’ this is that it often runs up to as high as $50 or $60 
before anyone gets it! 

Needless to say, the higher the award gets, the more interest 
the salesmen take in the contest and the harder they try to give 
forth with a real sales presentation 


Sometimes the customer is a real one who has come into the 
store at the time and is willing to take part in the unusual 
event. He may have come in to buy a desk while the demon 
stration is on a filing cabinet so if the salesman succeeds 
in selling the customer, he wins the contest “hands down”, so 
to speak 

Such sales, needless to say, are rare. 

But the effects of the contest are several-fold. Salesmen al- 
most always turn up at the meeting for they are unwilling to 
miss a chance at from $25 to $50 in cold cash 


A Tough Job to Sell 


Again, the salesmen do a better job of studying and knowing 
their products and of training themselves to make a convincing 
sales talk. It is a hard enough matter to convince a tough sales 
manage but it is 10 times as hard, the salesmen say, to 
convince a bevy of hard boiled salesmen that you have the stuff 


in a sales presentation 
So it is a real job to win the prize 


Finally, this contest encourages salesmen to know and sell 
all of the company’s products. 


It is quite impossible for a man who “‘specializes’’ in office 


chairs or duplicating equipment — and neglects all of the other 

lines to win the coveted prize. 
The chances that he will be called upon and draw an of- 
OA-11/58 




















UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 










Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 








ASSOCIATED Kilian Manufacturing Corp. 
COMPANIES: (Canada), Ltd. Kilian Stee! Ball Corporation 
90 Queen Elizabeth Blvd. Toronto 14, Ont. 100 Wellington St., Hartford, Conn 
modern steeleratt... 
one ~* ‘ r= , : | ' ~ 









SERIES 100 and 200 — FULL SUSPENSION FILES 


® 10 Roller Bearing heavy duty full suspension cradle 
Newly designed finger-tip control follower block 
Symphonic, lusterous, permanent finishes of olive green 
or modern grey 
Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 
All models available in letter or legal sizes and with 
piunger locks 

Puzzled on how to turn shoppers into customers? .. . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by ao company specializing in files for over half a century. Built with features that clinch soles 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 


Write for catalogue showing our full line of easy 
selling, high profit office furniture. 





modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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OA REPRINTS 


The following reprints are available at §.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Olffice Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau 


17—Booming Yotential in Furnishing New Office Buildings. 


3—Dealers Are in the ‘Packaged’’ Office Business. A special! 
research project determining the extent to which dealers 
are furnishing designing and decorating servic 





4—Developing a Sales Management Program. Four down-to 
earth articles on sales management 


S—How to Select an Office Equipment Salesman. Outsian 
maierial on selection and training of salesmen 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 


8—Business Forms Sell Best When You Sell! Ideas. 


ALiwebat ¥ 


9—Copy Machines . . . Developing 

10—Color Is Your Business. 

20—Three Out of Every Four Dealers Sell the Complete Office 
Interior. 


The following are available at $.15 each: 


13—Basic Color Guide. For dealers and salesmen selling the 
complete office interior: 

1—School Equipment and Supplies. Four excellent case his 
tories showing how to penetrate this big market 

2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling 

14—Discount Selling Spreads Its Tentacles. 

The following booklets are available at §.50 each: 

18—Today’s Best Buy—Office Machines. An exte e stud 


by OA‘s Research Bureau comparing the big price in 
creases in general con: n 


in office machine prices. Excellent sales ammunition 


19—Automation Comes to the Office Supply Dealer. 
& 


The following booklet is available at $1.50 each: 


1l—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a suc 
salesman, L. R. Addington, Vice Presi A 


Construction Company 


cessful 


dent of Art Metal 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 





PTrittiittt tit ttt ttt ttt ttt ee eee 


Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 8 9 10 
VW 12 13 14 15 16 17 18 19 20 


Name 
Position 
Address 
City - 


O Check here for quantity prices on items circled. 


Zone State 
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fice chair from the hat — are about as good as those of his 
winning the Irish Sweepstakes! 

Only the well-rounded salesman — and that is the type 
Maverick-Clarke wants — can have a chance to win, no matter 


what item he draws 


A variant on this theme has been borrowed by Mr. Alexander 
from Groucho Marx 

A “magic word” to be included in the sales talk, together 
with an extra $5.00 bill, is suspended out of sight above the 
room. No one knows the word except Mr. Alexander — but if 
it is used by the salesman in his talk, a balloon carrying the 


$5.00 bill floats down on him from the ceiling 
This furthet 
Sales 1 


demonstrated 


adds interest to the sales meeting 
1 not be bores, Phil Alexander has amply 


eetings need 


They can be made so interesting no salesman will stay away 
- unless in the hospital. And they can be made educational at 
the same time. It is a matter of using modern — and sometimes 
television techniques 

And the more interested salesmen are in such meetings the 
more they learn from them on the technique of selling — the 

ore merchandise they can sell, with a profit to Maverick- 
Clarke and for themselves. 


HOW TO SAVE TIME 


EDWARD RITTER 


@ HAVE YOU EVER HAD to wait for a train or bus connec- 
tion on a Sunday in a strange town or city? How slowly the 
time passes. You have a chance buy and read a couple of 
Sunday newspapers and perhaps a popular magazine. You 
glance at your watch. Only one hour and a half have passed, 


an hour before your train 
half spent waiting! 


immense 


and you still have 
You begin to think, 
work 


In your business two 


Two hours and a 
Mr. Merchant, of the 
in two and 


you could do 
and 


amount of 
half hours. 
You probably would wade through 


at your store 


a half hours pass quickly. 


numerous sales 


a stack of work, meet many people and make 
in that time. 

But if you stop to consider it, the average merchant probably 
wastes a lot of hours in his business, just as he seemingly 
wasted hours waiting for that train or bus. How is time wasted 
in business, and how can one save time? 

l Spending too much time with correspondence It takes 
time to compose a letter; it requires thought. But the chances 
are that the average merchant sends letters to customers every 
month which are very similar. For example, letters welcoming 

stomers to a community, answering requests for information 


ind collection letters, usually run along the same line 


Compose Standard Letter 


Much of “form” or 
pattern” 
that you can 
type of 


this correspondence can be handled by 


I do not mean mimeographed letters. I mean 
standard letters and instead of dictating the 
letter over and over again, as the occasion arises, 
tell stenographer or clerk to the 
23 A, whatever the case may be. 

Naturally she will type each letter and bring it to you for 
signature. Not all your correspondence handled that 
but a great deal of it can, and it will still have that “‘per- 
touch. If you type your letters you can the 
Why spend time letters which are so 


a waste of 


letters 

have 
Same 
merely your send 


you can 


person Form Lette1 


can be 
way, 
own use 


dictating 


sonal” 
system 
similar? It’s 

Gathering 


same 
time, 
data 


uses. It ts 


Many a businessman gathers data 
casy to get 


spending too 


nec lless 
research 
much time. Later, 


But it COST 


which he never interested in a 


project and go “‘all out’ on it, 
much of the research data may go into the files 
valuable hours to compile it. 

Research is fine, within limits. But don’t let it get out of hand. 
If you must overdo this phase of your business try to do it at 
home on off research to store 


—_ = 
needs 


you 


hours. But it is wise to channel 


ads 1S 


Writing GOOD 


complete ads fot 


you write ads 


ads try 


Concentrate when 


hard work. As you write to outline or 
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Lu®uriously Designgéd... 


a oe 


SPRINGER™ PENGUIN, INC. 
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Inventory is a tedious “must“ - however, Reyburn’s 
informative inventory tags make it an easier chore. 
Perforated, patched, couponed and numbered, our 
tags do everything but write in the figures. 





Our contrasting Sale Price tags help make special 
sales outstandingly successful. A quick glance 
informs the customer that “the price is right”. 
Stimulate your customer's interest by keeping 
well stocked with Reyburn’s tags. 





ngeane custom-built cabinets in the 
~ fine nd-rubbed hardwoods...with a 
spacious refrigerated compartment and a 
separate unit for liquor and glassware. 
9 distinctive models for home and office. 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure. 


9-07 34TH AVE., LONG ISLAND CITY 6, 8. ¥. 
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FAMOUS FOR 


COMPONENTS 
WORKMANSHIP 


PERFORMANCE 






PRECISION 
ENGINEERED 
FOR LASTING 


Service-Ubility and 
Lily 









Trend - Sting 
Designs 
Se ° 


FUNCTIONAL 


FLUORESCENT 
AND 
INCANDESCENT 















LIGHTING 
FOR 
HOME AND 
OFFICE 


ONE DEPENDABLE 
SOURCE FOR ALL 
YOUR DESK LAMPS 






WRITE FOR 
ILLUSTRATING 
THE COMPLETE 
LITE PRODUCTS CO. Poe ger 


Congers, New York 
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the following week. Make brief notes on what you might feature 
n ads two, three or four weeks ahead. Thus have a schedule 
20 by. Then the following week when you need to write an ad 
u won't have to lean back, pucker your forehead and sa 
Wonder what I should advertise this week 


Check Past Ads 


With the previous week's notes at hand, you can see sugges 


tions and get down to work quickly. And your ads will have more 
continuity. Have a copy of last week's ad handy. Scan it for ap 
pearance, content, possible improvements. This conditions your 
ind to get to work immediately on an advertising proble: It 
vorks—and it saves time 

i. Information pad. Suppose as you sit at your desk reading 
your mornings mali, you think of points of information to write 
for, to ask office help about, and so forth. If try to remember 
all this while reading mail, some of it will elude your memory 
And it obviously would take too much time to attend to each idea 


is if Comes up 

[he answer to such problems is to have memo pads handy at 
several places in your store where you can quickly jot down ideas 
for future consideration. One merchant who does this says it works 
very well for hin 

If you have a suggestion for an employee sometimes you can 


} 


lly from a memo and then hand him the slip of 


outline it caret 
paper after you have told him about the idea. Sometimes, these 
nemos can be passed to employees on busy days without even 
talking to ther The memo's can often be kept as instruction 
sheets by the employees 

5. Reminder file. Every merchant has certain things he wishes to 
be reminded of today, tomorrow, next week, next month. But | 
lefy any merchant to remember all these things—especially in the 
hurry-scurry of a rushing day 
For a reminder file I like the ordinary card index file which can 


be placed on the average desk and not take too much room. A 
card stuck up on end rises higher than those lying flat, and the 
stickup cards (put that way the previous day) can remind you ot 
things to do. Don't put the stickup card back flat until you have 
disposed of the suggestion on it. 

6. Schedules. In every store there are duties which each en 
ployee is expected to perform—routine duties. By posting a 
schedule of such duties, and giving a copy to each employee, time 
s saved because each knows what routine jobs the other must 
handle. If this is not done, a lot of confusion will result 

If an employee comes to the merchant and says “What shall I 
do about this?’ it means usually that the merchant has forgotten 
to delegate a routine duty to some employee. Steps and time were 


consultation, if it pertained to an ordinary 


wasted by such 
matter 
When an hour is wasted during the business day, it can never be 
called. But a realization of how it was wasted, can result in a 
better planned program for the days to follow, so those waste 


hours are minimized—with a resulting profit for the merchant 


Carl Ruprecht of Underwood Retires 


Winding up 22 years as director of advertising for th« 
{ nderwood Corp Carl H. W. Ruprecht cleared his desk last 
month and wrote finis to an enviable record of activity in the 
industry. His stint at Underwood succeeded a 17-year period of 
ad-agency work—14 years as an account executive with th« 
Erickson Co. (now McCann-Erickson) and three years as vice 
president of LaPorte and Austin. Prior to that time Mr. Rup 
recht had been a partner in the C. T. Southwick Agency, an 
he also had served as assistant to the president of the Dicta 
phone Corp 

Active in advertising and public relations outside the com 
pany, he is a member of the New York Advertising Club, Sales 
Executive Club, Association of National Advertisers, Industria] 
Advertising Association, Ad Post of the American Legion, and 
a number of other organizations relating to his calling. He 
has served as a director of the Business Publications Audit 
Bureau and of the Point-of-Purchase Advertising Institute. His 


name has been prominent among committee rosters of these an 
other organizations 
Mr. Ruprecht’s friends can reach him in his “retirement” at 


Norwood Av Upper Montclair, N. J 
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Attention: 


“SPEEDWAY —LONG LIFE” 


Pressboard dealers 


We proudly announce our purchase of The 
"Speedway Long Life’ Pressboard Line from 
Swingline, Inc. We shall continue the same 
high quality standards this line has always 
enjoyed. We solicit your continued support 
— we need your support. We shall do every- 


thing to merit your continued patronage. 


Sincerely, 


Joe Wexelbaum, President 





RED-ROPE STATIONERY INDUSTRIES, INC. 











. with the New sales conditioned 


“FLIP OUT DISPENSER BOX! 


A packaged product that sells itself, 
opens a bigger field of Business 
Opportunity. 


Write for FREE sample Dept. NS. 


@ herete. 


BUSINESS FORMS 
P. O. BOX 10425 





i 


TEXAS 





DALLAS 7 





FUNDAMENTALS INTRODUCES WALNUT TO THE GENERAL OFFICE 


fundamentals replaces the old “assembly line look” of general office arrangements with 
modular desk units that combine the warmth of wood with the sturdiness of concealed all 


steel frames. 


And plastic tops that resist stains and abrasions are both handsome and 


practical. Easily interchangeable, fundamentals groupings can be efficiently expanded, 
or rearranged at any time. For office planning on a budget, plan first on fundamentals. 


eS 


EXCLUSIVE 
DEALER 
FRANCHISES 
STILL 
AVAILABLE 


wt. 


’ fundamentals... 


1601 Willow Ave., Hoboken, N. J. Lodi,N. J. Noblesville, Ind. 
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LOOKING 
. FOR THE 
A BEST? eee 


{ You'll find... 

j “THE 

’ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 


information 
on our 
complete line 
today! 


R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 





New BEAUTY Outside 
FIRE PROTECTION Inside 


Sheraithitind 
KING File Cabinets 











New stylized, satin finish solid 
aluminum hardware. 










@® New adjustable follow blocks 
with convenient finger tip re- 
lease. 


@ Fire wall construction for max- 
imum protection. 


@ Sturdy, two speed, ball bearing 
suspension. 


®@ Letter and legal sizes in one, 
two, three and four drawer 
models . . . in five decorator 
colors and special finishes. 


URPHY 





MANUFACTURING CO. 128 €E on, 
LOUISVILLE 2, KY 


k MURPHY EVATOR CO 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





The untimely death of Hudson Y. Ayl- 
win — known to us all as “Mike 
occurred on September 23 in Mt. Carmel 
Hospital in Columbus, Ohio, after a long 
and terrible illness. ‘‘Mike’’ was a beloved 
and respected figure in the industry, and 
came to the aid of many a fellow-traveler 
with words of wisdom and encourage- 
ment, including yours truly. He leaves 
his widow, Agnes, and his fine son, Pat, 
who will carry on his work as the repre 
sentative for The F. S. Webster Co 

Paul Masters and his three sons, George, Tom and Bill of 
Masters, Inc., Youngstown, Ohio, recently lost their beloved 
wife and mother, Nora, after a lengthy illness. Our sincere 





sympathy to both families. 
. 

THE STORK FLIES ON—Ken Boyer, president of The New- 
ell B. Newton Co., Toledo, Ohio, can be called “Gramps” now; 
daughter Molly Ehne came up with a girl, Karen Lynn on Sep- 
tember 11. The daddy is Ensign Thomas Ehne, stationed on the 
U. S. S. Forrestal. . . . Evelyn and Ernie Thacker, Corry James 
town Manufacturing Corp., are the proud parents of a girl, 
Elizabeth Ellen, born on September 1. They also have two 
boys; all first names in the family start with the letter “E 

( ae 

The new president of The Detroit Stationers Association ts 
Morry Wasserman, Home Office Supply Co. This organization 
schedules a dinner meeting on the first Monday of the month 
at Sidney Hill Health Club in Detroit 

+ 

Cal Long, popular veteran manufacturers’ representative in 
the chair industry, has been appointed by Riteform Chair Co 
to represent it in this area. Mr. Long also represents Dorset 
Steel Equipment Co. and Thomas Furniture Co 

~ 

Jim Eastin, Eastin Office Supply Co., Royal Oak, Michigan, 
has been elected president of The Wednesday Club, the Detroit 
Chapter of The National Office Furniture Association. Other 
officers elected are Vern Stough, Lincoln Office Supply Co., 
Lincoln Park, Mich.; vice-president; Richard Young, Roger 
Young and Associates, secretary-treasuret 

os 
PILOTLESS RACE BOAT RUNS WILD! 

These were the headlines in the Cincinnati newspapers on 
last September 14. The boat ran wild on the Ohio River dur- 
ing the Inter-Harbor Regatta. Running at full throttle and trail- 
ing a boiling wake, the boat looked for all the world like a 
balloon suddenly turned loose to flit helter-skelter across the 
river before running aground 25 feet up the river bank. Ray- 
mond A. Benza, president of The R. E. Kindel Co., Cincinnati, 
was the pilot; he was thrown from the craft just as he crossed 
the finish line as the winner. I am happy to report that he was 
not hurt. Tennis, anyone? 

e 

Jack Harris, veteran of the Detroit stationery market, has 
purchased the Warren, Mich., branch of Commercial Stationery 
Supply Co. of that city. Lawrence Phelps, president of the latter 
firm, informs us that they are curtailing the retail outlets to 
facilitate their wholesale operation. The new firm is called 
Maco Office Supply Co. 

e 

Bill Ryan, after many years with Pounsford Stationery Co. 
of Cincinnati. has joined forces with Bill Wintrich in setting 
up aS manufacturers representatives 

a 

Ernie Thacker, longtime Detroit representative of Corry- 
Jamestown Manufacturing Corp., has gone up the ladder. He 
has been appointed manager of the metropolitan New York 
area for the Steelage Division. Mr. Thacker now resides in 
Ridgewood, N. J., with his family 

e 
Gus Demianiuk, former stationery manager of the Detroit 
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IN QUALITY 


Fritz-Cross 

High Chairs 
Are Known 
Nation-Wide 
For Value! 


— zs \ 


< . 
p 


THE FRITZ-CROSS COMPANY 
300 E. FOURTH ST. ST.PAUL 1, MINN. 








en 2 








¢ » 
f Listen Marge — Did | tell you how much easier our + 
i office work is since we got these marvelous new + 
| continuous roll note peds—They’re called SMART 3 
i ALEC —Rightly named, too, we think—You know I 
} Marge, they’re just the thing for phone notes and é 

all those other little notes you have to catch just 

' then —Boss has one too in his office—says they're : 
| so easy to write on with that low down writing i 
y surface, right at desk level—and so handy too, just t 
i turn a knob to look at your back notes, Boss f 
says this new memo system increases our | 
p ‘ . PERSONAL EFFICIENCY and he’s sorry q 
. somebody didn’t invent it sooner — 1 
Oh you're getting one too? ‘ 
Lucky you— Goodbye Marge. j 
enningmen enewanendient 







/ 
“smart ‘;. alec” 


NOTE PAD 
No, 57 $595 


complete 












Dealers write: 


WECKESSER CO. 
5703 NORTHWEST HIGHWAY 
CHICAGO 46, ILLINOIS 
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NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 








CHECK CASE.” RETAILS]95 « 


*, WEST COAST $2.05,¢ 

Seeeeeveet® 
Display a 4 color assortment and watch the sales roll in! 
Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board. Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors, Colorful 
display card and other sales helps available ! 


Y. Attractive Colors 


CHERRY RED SKY BLUE 
SEA GREEN NAVY BLUE 


PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 











is so much 


better, 
safer 


FILING 





Si. with 


Accobind Folders 


Soft folders and loose — are out-of. date! A 


made of genuine pressbc ncory Fastener with 
space-saving compressors keep par 

to file and find. The unique A bir 

bound papers to be removed fr 1, re 
indexed, in the transfer f W itt Jex t 1 A 


Fastener the Accobind Folder 
the finest filing-binding service. Tell your customers! 
ACCO PRODUCTS 
A Division of Natser Corporation 


Ogdensburg, New York 
In Canada: Acco Canadian ¢ I I 





“+ SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—-MOORE METLHEDS ARE 
~ Nationally Advertised 


\ 
Makers of famous MOORE Picture Hangers & Push-Pins 





MOORE PUSH-PIN CO. Since /900 


PHILADELPHIA 44, PA 


BERKLEY ST 
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branch of The American News Co., is now the manager of the 
wholesale division of The Commercial Stationery Supply Co 
Detroit, and is calling on the trade in upstate Michigan 

a 


Associated Stationery Supply Co. of Chicago announces the 
appointment of Art Diedrick as its representative in northern 
Ohio, western New York and western Pennsylvania. Art for 
merly was associated with Lorain County Stationers of Lorain 
and Elyria, Ohio 

3s 

Bill Bardwell, formerly with Associated Stationers Supply 
Co., is the new Ohio representative for Joseph Dixon Crucible 
Co 

a 

Tom Monarch, for many years manager of the Owensboro 
Ky. branch of The Office Equipment Co. of Louisville, Ky. 
has taken the big step and gone into business for himself. Mr 
Monarch purchased the branch store from the parent company 
on August 1 

oa 

Popular Hal Shapiro’s many traveler friends will be inte: 
ested to know that Hal is back at Lincoln Office Supply Co., 
Lincoln Park, Mich 

oF 

Jack Troy, who operated The Troy Desk Co. in Cleveland 
for years, has sold the business and moved to warmer climes 
Mr. Troy is setting up as manufacturers’ representative, and re 
sides at 9141 Garland Drive, Miami Beach, Fla 

e 

[The Motor City Travelers Club, Detroit chapter of The 
Fifth District Travelers Club, announces that the annual Caval- 
cade of Sales will be held again in January. Details will be 
forthcoming in this column. 

s 

Rockwell-Barnes Co. announces the appointment of Robert 
Looney as representative in eastern Ohio, western New York 
and western Peansylvania. Mr. Looney, who has been in the in- 
dustry for three years, will base in Cleveland 

© 

The Cleveland Chapter, Fifth District Travelers Club, held 
the September luncheon meeting at The Metropolitan General 
Hospital in Cleveland, where they again presented a goodsized 
check to their pet project, the Childrens Ward. Thus the boys 
were able to see first hand the results of their generosity. An 
orchid to this group for the wonderful job they have done. | 
am proud to be a member. 

~ 

THE FRIENDLY FIFTH’S 1959 REGIONAL CONVEN 
[TION APRIL 17-18 Salubrious Scott S. Summerville, Summer- 
ville’s, Inc., Akron, Ohio, governor of The Fifth District, in- 
forms us that plans are steam rolling for the above. Set your 
ights on the dates-April 17 and 18, 1959. Watch this column 


for details 


Amfile Names Midwest Representative 


Wale Bachmann of W. M. Bachmann 
Associates, Clear Lak« lowa has been 
appointed as an Amfile representative in 
northern Wisconsin, upper Michigan, 
Nebraska, Kansas, Minnesota, Iowa, and 
North and South Dakota 

The announcement came from Bertrand 
Amberg, president of Amberg File & 
Index Co. Mr. Bachmann has been dis 
trict manager in this area for several 
office equipment and supply firms for 
Walt Bachmann the past six years. His headquarters are 


at 1813 North Shore Drive, Clear Lake 


New Addition for Florida Firm 


The Mendelson Printing & Office Supply Co. of Jacksonville, 
Fla. has opened a new addition at 752 W. Adams St. to house 
its office supply and equipment department. Linc Adel is man 


ager 
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Danish Modern 
by 
Worden of Hotieng 





T he Danish Modern chairs and the "400 Pacesetter Series’ 
desks and accessories combine dignity of design with sim- 
plicity of lines. The consideration given to the importance of 
construction details will give the utmost in service without 
sacrificing beauty and styling. Office Furniture dealers and 
Interior Decorators seeking a stylish line of office furnishings 
to offer in the popular price range, use The WORDEN Line. 


the WORDEN comnany 


MICHIGAN 


HOLLAND 












For easier, faster handling of 
FOLDING CHAIRS AND TABLES 


*Saves time! 
*Saves effort! 


*Reduces noise 
and confusion! 


*Helps solve stor- 
age problems! 


Simplify moving and storage of 


— 3 folding chairs and tables with a 
AY ~_at ¢ Midwest Caddy. Designed to 

\ \ ty handle all types of folding chairs 
and tables. Adjustable models 


i available for partial loads. Built 


Complete line of for rugged service. Easy to 
folding tables handle 99 Y 





Folding platforms & stages 
Choral and band stands 


Write for complete catalog, today! 


FOLDING PRODUCTS 


Dept. 58-G 


ROSELLE, ILL. 
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NEW TYPEWRITER PAD 
SELLS FASTER 


because it’s 


THICK 
QUIET 


and 









100% non-skid, longer-lasting, easier 


#100 for standard 


to clean, thick and spongy to deaden 


machines $2.25 
office clatter, Ace brings you the top 
performance and fastest selling type- #200 for adding 
writer pad you ever saw. Workers machines $2.65 
love the anti-fatigue qualities, man- #300 for electric 
agers love the years of service, every- machines $3.95 


Higher in the 11 
Western States 


7 COLORS 
Grey, black, green, brown, 
red, maroon, blue. 


one loves the smart and colorful 
good looks. Full profit markups. 


Ask your jobber 
or write 


ACE LITE STEP CO. 


1706 S. STATE ST., CHICAGO 16, ILL. 























for the man 
who 
WANTS 


everything 


x Hale’s three new 


1100 groups now give 
your customers the 
widest design choice . 
custom-built appearance 
at down-to-earth prices. 













In shaped wood legs, 
tapered brushed brass 
legs or box base, the 
1100 series will fit 
perfectly in any 
modern office. 


Illustrated: 1148 
Winthrop with 
shaped wood 
legs. Sketched: 
New Yorker box 
bases placed 
end-to-end. 





Have you seen Hale 
traditional cases in 
sectional and solid 
end... of the dra- 
matic 1000 line 
series? Write today. 


INDUSTRIES, INC HERKIMER, NEW YORK 


Division orr.t Wal MANUFACTURING CO 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS. . . 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 
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300 Binders to One Wilson Jones Co. Customer .. 


A proven way 
$ to accumulate 


$ money 











STEES 3 <rr ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 
















COIN HANDLING ACCESSORIES Just prior to packing, a large shipment of Wilson Jones ‘’Gray- 

a See ~ Soon in te oo Line’’ binders especially designed for marginal punched sheets 
Counters * Packaging Trays * Linen Shipping Tags undergoes inspection by three company executives. Left to 
Steel-Strong Coin Trays & Lift Pans | right: Jack Potts, inventor of the Nylon Post binder, Jack Behr, 
COIN WRAPPERS general sales manager, and Ed Whittemore, ‘’GrayLine”’ sales 

Old Style * Rainbow * Automatic * Duzitall manager. Open binder has over 3,000 tabulating-machine 


Gwarvee ° Wheter ° Cunhe sheets measuring 17 by 20 inches. 


BILL STRAPS 
Federal * Colored * Banding 
° | Control Systems, Inc., Announces 
New Line of Rotary Calculators 











Write for Information! 


Control Systems, Inc., distributor of the Plus line of key- 
drive adding calculators, has announced it will distribute a new 
line of fully-automatic rotary calculators under the name of 
Plus Diehl.” 

H. R. Mathieu, president of Control Systems, Inc., in an- 


MORE nouncing the new line, said there will be nine models, featur- 
| ing automatic short cut push button multiplication, full back 
transfer, Duplex register, full cent and visible key board dials 
PEOPLE Prices range from $525 to $925. The new line is on display 
BUY at the National Business Show in New York City 
et 
* 


. Eagle’s New Sales Manager Welcomed... 


THE C. L. DOWNEY CO. HANNIBAL, MO. 








MARKING DEVICES 


Dave Price, (left), vice-president—marketing of Eagle Pencil 
Co., welcomes newly appointed general sales manager, Donald 
Richards. The encounter took place at ribbon-cutting ceremony 
marking the dedication of the company’s new home in Dan- 
| bury, Conn., Sept. 20 
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* Line Quality al 


£ Lconomy Prices 


FOR GREATER PROFIT... SELL THE CESCO 
BINDER LINE THAT'S A YEAR-AFTER-YEAR 
FAVORITE WITH LEADING U.S. COMPANIES 


Gar- NY 











catalog 
AND ADVERTISING 
covers Space saving desks, double 
pedestal, single and secre- 
tarial styles. Aristocrat and 
executive styles with or 
Flat reading surface . . . self-adjusting back .. . easy sheet without overhang. Ultimate 
changes . . . simple to unlock . . . and many more features flexibility for unlimited 
that make Bar-Loc a top favorite. and your most profitable drawer arrangements. 
choice in catalog and advertising loose leaf covers . . . made Finest construction, and engi- 


better by Cesco since 1900. 


FREE — WRITE FOR CESCO CATALOG “I 


neered for lasting quality. 


ROMCO EQUIPMENT CO. 


358 MARKET ST., KENILWORTH, N. J. , 
CHestnut 5 3375 
N.Y. OFF. 154 NASSAU ST. MY. 38, N.Y. BEekmon 3.3922 DESK 











The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y 














MARKWELL U.S. PAT. NO. 2,328,839 


Substantial Discounts to Markwell Dealers 
Write today for full particulars of our 
new improved dealer policies-prices 






Find out what a Trans- 
parent Floor Mat will 
cost. Send for complete 
literature, information and sample. Crysto-mat 
Co., Dept. OA, 213 North St., Auburn, N. Y. 


Calif., Ore., Nevada Served Out of San Francisco Stock 
Canadian Dealers Handled Out of Toronto Warehouse 


MANUFACTURING COMPANY INC. 
Now !n Our 40th Yeor 
200 Hudson Street, New York 13, N. Y. 


Lwea soe aes eee eae ene 


Lae aeae =o @ 


OA—11/58 209 








PLASTIC PROFIT MAKERS for 1958 












classroom, laboratory. Sturdy wire and plastic. 
Decorator colors. Priced to retail at 98c. 


SELF-SERVICE IMPULSE 


ea a Lt a 







amt aN =S- 

— : pe. ss fi 

AKAY MEMO-MASTER in new 
colorful visible packages. 75- 
foot paper roll, pencil and 
pencil holder, rubber feet and 
holes for hanging. Priced to 
retail at $1.25. AK-3044 


A 4 AY CORPORATION Division of Hauser Products Inc. 
4034 North Kolmar Avenue Chicago 41, Illinois 





to give you 
THE SELLING 

















PAPER RECORDS: 








@ CORRESPONDENCE @ INVOICES 
@ VOUCHERS ® LOOSE-LEAF COVERS 
SEND © MANUSCRIPTS © SALES SLIPS, ETC. 
for *NEW, IMPROVED CONSTRUCTION of high- 
est quality grade steel, with non-corrosive fin- 
LATEST ish and smooth edges! 
CATALOG Available with continuous base and prongs 
—and attachable prongs. Sizes: 23%4"' to 8'/2" 
FEATURING C-C, 1" to 6" capacity. 
PRESTO SEND FOR FREE SAMPLES and information 
on our Display Assortments TODAY! 


SCREW POSTS * EXTENSIONS * LOOSE-LEAF SECTIONS 


CHARLES LEONARD, INC. 


Manufacturers of Stationery Specialties 


79-11 Cooper Ave., Glendale 27, N. Y. 
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For ANY TYPE of | 




































to a desk” 


small investment—BIG RETURN 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 
4 DECORATIVE COLORS 


green-blue-sandtone-gray 
*® less time wasted 
® better efficiency 
e less than 1c a day for one year 
with long life ahead 
Send for free comprehensive report on sharp- 
eners, Booklet P. 


Cc. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 











5295 


Shipping Weight 
10 Ibs. per Doz. 


SIZE 
3M” x 449" x 4%" 


CURRENT 


DIALS FOR 
All OLDER 
MODELS 





NI si 50¢ 
have put on 


A NEW FACE x 


The Mite-Twins are now priced at $3.95 
each. You may still order Mite One 
Pound Postal Scales and Mite Four 
Pound Parcel Post Scales from your 
jobber or from the factory with discounts 
based on the old $3.00 price. This offer 
expires November 30, 1958. 


Order From Your Jobber or 


B-T CO. INC. 


121 N. BROADWAY MILWAUKEE 2, WISCONSIN = 
ANUNNRGACUNTANRONESUCUUNAENAONNRSACNNNRNANNANA COUT AneeseaNeNCoreeneNN CoN 
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Duplicating Sales Manual by NSOEA... 


+. 












a 
Sheet eer ad 





How to Sell Office Duplicating’ is the title of the 19th 
NSOEA manual in its product training series. This manual, 
prepared by Homer Smith, merchandising manager, provides 
basic text for salesman wishing to increase their knowledge 
of the field 


Globe-Wernicke Stages Breakfast 


The Globe-Wernicke Co. held its annual breakfast for its 
dealers on Monday, September 29, at the Sheraton-Blackstone 
Hotel. It was moved up one day because of the change in the 
convention format. Appropriate words of welcome were ex- 
tended by Herman Hammer, president of the company, and 
Elmer Rahe, vice-president. Mr. Hammer stated that the re- 
cession trend of the early part of the year was definitely re- 
versed 

Mr. Rahe reported an increase in the company’s advertising 
and sales promotion budget of 25%, with an increase of reader- 
ship of advertising of 70%, to help the dealer sell the com 
pany Ss wares 

Mr. Sprott with the aid of two models (one, Miss Photoflash 
of Chicago) gave dramatic presentations of features on the 
company’s desks, files, supplies, wastebaskets, etc., following 
with a new Techniplan display for dealers. As usual the break- 
fast was attended by enthusiastic dealers from nearly all areas 


ot the country 


Board of Control Holds Session 


[The Board of Control held its first meeting under the direc 
tion of the new general manager, Charles Mortensen, on Satur- 
day noon at the Sheraton-Blackstone Hotel. The meeting was 
well attended. Reports given at the meeting were repeated b« 
fore the general assembly later. 

Mr. Mortenson told of progress on the Harbridge House 
project for sales seminars, the association’s new major medical 
insurance program, and revision of ad mat service for retailers 
Paul Burbank, now restricting his activities to development of 
special products, went into more detail on the Harbridge 
courses for management and sales training and the medical pro 


ral 


Art Metal Entertains Deaiers 


Art Metal dealers were treated to a buffet supper Sunday 
evening, September 28, in the Tower ballrooms of the Conrad 
Hilton Hotel. Andrew Wilson, chairman of the board, and 
Mrs. Wilson; L. R. Addington, executive vice-president, and 
Mrs. Addington; Russell Goss, manager dealer sales, and Mrs. 
Goss, and others of the Art Metal family performed the pleasant 
task of being greeters as the guests arrived in the elevator 


lobby 
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NEW Ever-Safe Portable 
Insulated LEDGER FILE 


Posting Machine Carriage 
clears top of Ledger file. 






wa 





Model 501 LEF 
No heavy lifting 
of trays. 


FIRE PROTECTION at point of use — 
Convenient Operating Height Posting trays holding 24° 


more heets, at convenient posting heiaht at a times. 
Roll-Around Portability Easily rolled alongside posting ma 
hinge r any ther desirea ocation 

Operating Ease Drawer has finger-tip operation on 10 
roller bearing full suspension. Easy to open and close 


Point of Use Protection Records never need to leave the 
f protected from fire at ai! time 


SPECIFICATIONS: | Insick 


drawer dimer Y width 18 
Height 13'/2"; Clear filing depth 27 Outside dimensior 
Height on pedestal 28'/2"':; Width 22%4"'; Depth 31”. 


Write for complete information and prices 


Midwestern Manufacturing Corp. 


Indianapolis 4, Indiana 











FORCE Model 
ee ang Ase 
aters fill the 
needs of offices, JAN23°ST 
banks, insurance companies... 
move fast, earn high profits. 
Model 400 dates in small 
spaces; date changes with 
stylus. Model 450 has bold day 
figures; month changes auto- 
matically after 3 | st day change. 


Write for catalog, 
Dealer Discounts. 











ARD LECTERNS & COSTUMERS 


FOLDING LECTERN 


Beautiful crafted, low 
priced. Folds to 2” thick 
for carrying, storage 
15” high set up, 12”x 
18” top. Natural birch 
Your decal applied free 
if furnished with order 


No. LW-F2, list $30.00 


No. LW-F3, 1612” 
wide, 14”x191/2” 
top .. : $34.00 


COSTUMERS 


No. 14CB illust Revolving 
pedestal style with 8 t 

bend hooks, 12” polished 
wheel, 15” tubular chrome 
column, 25-lb. black crack 
le finish base $31.90 





No. 14BB, black crystal 
line wheel and base $30.90 


TABLE & FLOOR No. 14CC, polished wheel 
MODEL LECTERNS chrome _ shaft and base 
$35.90 


No. LW-1 pictured. Hard- 
wood base and standards 
natural wood top, front 
panel for decal. Base 
15” x 21”, top 16x22” 


We Sell Thru 
Dealers Only 








19” high at front, 12” Usual maximum dealer dis 
at rear. List $45.00 counts. Get our low prices 

Also furnished with on Showcases, Special Fix 
genuine Formica top tures, Tables, Chrome Fur- 
Other models available niture Lounges Chairs 
Write Stools. Quickest delivery 


Send for our new 1958 Catalog No. 17. 


4 
JETA MANUFACTURING CO., INC. 


EVANSVILLE, INDIANA 





13° VINE STREET —_— == 

















MR. DEALER — 


Sell imprinted ball pens the SUPER-RITER 
way — with YOUR NAME on Each Pen! 


Packaged 12 per box 


2 Ways 
to Profit 

















Lf These Prices 


ae aes wa (1) Order in gross lots with 


your name on each pen (Jones 





Your Cost 
$19.00 a Super-Riter). Each box designed 
gross. to carry your name. Sell singly or 











by dozen. 
Price includes 


your 1 line (2) Order with your customer's name 


imprint on each pen. Place your name on each 
box of one dozen. Copy can be changed 

Woodcased for each dozen pens. If you have 12 dif- 
n ferent names you still get gross rate. 

6%" long Colors of pens can also be assorted in 

dozen lots to help you earn gross rate. 

Yellow 

barrel, If you order less than |2 doz at any one time, 

black price is $2.90 doz. less 25%. 

print. 


eal COLORS: Blue, Red, Black, Green 
ireser Send a trial order today. Cash 


in on ball pen profits. 


GARDNER RUBBER STAMP COMPANY 


166 SOUTH WASHINGTON STREET 
WILKES - BARRE, PENNSYLVANIA 


All prices FOB Wilkes-Barre, Pa. 
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Bertrand’s Occupies New Building 
In Concordia, Kansas 


Bertrand’s, owned and operated by Joseph V. Bertrand, has 
recently moved into a new building purchased by the owner and 


remodeled to house both office supplies and equipment 
The new store, located at 108 W. 6th St. in Concordia, is 
the second location for the business. It was first opened in 1948 








Two Views . of the new Bertrand’s in Concordia, Kan., show 
the office supplies section and a part of the office furniture 
and equipment section 


as a combination office supply store and accounting service 


sharing space at 117 E. 6th St. with an insurance and abstract 
office 

Today, according to Mr. Bertrand, the office supply and 
equipment business has expanded to the point where account 
ing work has been limited to a select clientel 


Name Treasurer for Royal McBee International 


John A. Young has been named treas- 
urer of Royal McBee International, Inc 
in Geneva, Switzerland 

Mr. Young was formerly assistant 
comptroller of Royal McBee Corp. He 
joined the Royal Typewriter Co., Ltd., 
in Montreal, Canada, in 1947 as chief 
accountant. He was later appointed assis- 
tant treasurer of this subsidiary and in 
1955 was transferred to Royal McBee 
headquarters. In 1956 he was named as 





John A. Young 


sistant comptrolles 
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HEDGES files your 
RECORD YEARS! 


A — HEAVY DUTY POP’LAR WOOD 
TRANSFER CASE 

B — GREEN EDGE CORRUGATED 
STORAGE CASES 

Cc — “DANDY” TOUGH 
CORRUGATED TRANSFER FILE 

D — THRIFTY ALL STEEL 

TRANSFER CASE 















Hedges 


MANUFACTURING (CO. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 


“The Line... SE 
that makes things Easy to Find 


STEEL TRANSFER CASES 


















25-R 
GRAY or GREEN  oven-baked finish 


IMMEDIATE 
DELIVERY 


® Brass finish cardholder and handle 


A Sturdy Recessed 
Base with Toe 
Clearance at front 


@ Four rollers for ease of operation 
@ index guide rod with brass kvwob 
® Self-locking follower available 


‘T op FLIGHT PRODUCTS 
Company, Inc. 



















6224 S$. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 
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1 Want a 


CRAM 
GLOBE 



























The Perfect Gift 

for All Ages... 
Decorative—Informative— 
Edited to School 
Room standards. You can't 
sell from an empty wagon. 
How is your Cram stock? 


FREE 64 Page Book “Our 


Earth and Outer Space” ™ 
rs 


See Cram's new Catalog 68 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St. Indianapolis 7, ind 





STARK CALENDARS... 
As essential to the Office as 
Spark Plugs 

to a Car 









* EASY TO READ 

* EASY TO USE 

a quality line of stands and pads featuring all popular 

styles and sizes. Calendar pads are lithographed on high- 

grade bond paper of UNMATCHED WHITENESS with 

the date in red and the —— calendar in black. Fast 
les us to give you the 


2-color lithograph printing ena 

best in quality and prompt service. 
write or phone for complete details 

“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS encorporated 








100-112 BISSELL ST. * PHONE } * JOLIET, ILL 
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Aigmont the office supply buyer says « «« 







"an index divider 
that lasts 





AICO's 


pout 


Rip Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes 
Ideal for use in ring books post and 


ledger binders and memo books 


Binding edges are reinforced with 
MYLAR* plastic. It is stronger than 
other reinforcing, less bulky... and 
costs less! 


| In all stock sizes and made-to-order. 
Choice of a wide variety of index tabs 
and colors. 


AVAILABLE AT YOUR STATIONERS 
obi or write for samples and prices 


G. J. AIGNER CO. 
x 426 S. Clinton St 

Chicago 7, Illinois 

Rochelle, Illinois; 


* DuPont's registered Trade New York and Calif 
Mark for its polyester film. 


DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 
*consumer readers of business magazines carrying this AICO advertisement, 











MAXIMUM SECURITY 


- CONTINENTAL 
NATIONAL BANK BUILDING 
with 


TELKEE 


the complete system of 
positive key control 








In Fort Worth’s new C N B Build- 
ing—and in thousands of stores, 
schools, plants and buildings across 
the country—a TELKEE System 
assures constant, fool-proof con- 
trol over the keys to every lock. 





TELKEE keeps keys in authorized hands; eliminates prob- 


lems of lost keys; cuts costs of replacement locks and keys. 


Available in capacities from 21 to 2240 key changes, there’s a 
TELKEE System to fit your property, large or small. Write 
today for “The Key To The Whole Thing”. 


P. O. MOORE, INC. 


A Subsidiary of SUNROC Corporation 


The MOORE KEY CONTROL System 


GLEN RIDDLE 32, PENNSYLVANIA 








Dutch Handwriting Foundation Formed... 





Leon Black (left), executive vice-president of the W. A. Sheaf- 
fer Pen Co., presents greetings in the form of a scroll from 
the American Handwriting Foundation to John A. Dortmond, 
president of the newly organized Dutch Handwriting Founda- 
tion. The Netherlands group was formed on September 15 for 
the purpose of promoting greater interest in handwriting in 
that country 


Newsletter Announced by C. E. Sheppard Co. 


M. H. Krueger, vice-president of C. E. Sheppard Co., Long 
Island City, N.Y., recently announced the company’s publica- 
tion of a timely newsletter titled “Multi-Rite News,” designed 
to provide advance information of new developments in one- 
writing systems. 

As did the first issue (released in late September), the news- 
letter will cite case histories showing how specific customer or 
client problems have been solved through the systems approach. 

Compiled into four pages by Nat G. Bodian, editor, the new 
sheet is pre-punched for filing in a binder which, it is hoped, 
will serve as a valuable reference portfolio. 

In addition to providing factual information on practical 
applications of the company’s systems, the new publication 
will also carry news and information of plant-centered ac- 
tivities as well as items about Multi-Rite franchised dealers. 


Third Mars Design Contest Announced 


The Mars Outstanding Design Contests have uncovered 
numerous interesting designs which might otherwise never 
have been brought before technical audiences. They have at- 
tracted such wide interest that Mars Pencils is sponsoring an- 
other contest in 1959 

The winning designers will again be paid $100 and will have 
their designs reproduced in the wide list of technical publica- 
tions in which the Mars Outstanding Design Series appears. 
There are no strings attached. The designer is given full credit 
and retains all future rights to his project 

The subject can be in the field of aviation, space travel, autos, 
trains, buildings, engineering structures, household items, tools, 
machines, business equipment almost anything. Projects will 
be selected on the basis of appeal to design-minded readers, 
broad interest, attractive presentation. They should be sub- 
mitted to: J. S. Staedtler, Inc., Hackensack, N.J 


Warshaw Expands Operations 


BROOKLYN 
To accommodate expanded activities at the Warshaw Man- 
ufacturing Co., Inc., the firm has added one floor of space. 
This provides 20,000 square feet of additional room. Warshaw 
has also installed new special machinery for many new sta- 
tionery items 
Warshaw 


plies and gummed specialties. 


manufactures the Superdex brand of filing sup- 
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YOUR FUTURE IS GREAT IN A GROWING AMERICA 


AMERICA ALWAYS OUTPERFORMS ITS PROMISES 


We grow so fast our goals are exceeded soon after they are set! 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More People 
tion has doubled in last 50 years! 


Four million babies yearly. U. S. popula- 
And our prosperity curve 
has always followed our population curve. 

2. More Jobs—Though employment in some areas has fallen 
off, there are 15 million more jobs than in 1939—and there 
will be 22 million more in 1975 than today. 

3. More Income—F amily income after taxes is at an all-time 
high of $5300—is expected to pass $7000 by 1975. 

4. More Production —U.S. production doubles every 20 
years. We will require millions more people to make, sell and 
distribute our products. 

5. More Savings 
ever—$340 billion—a record amount available for spending. 


Individual savings are at highest level 


OA-11/58 


6. More Research — $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


7. More Needs—In the next few years we will need more 
than $500 billion worth of schools, highways, homes, dura- 
ble equipment. Meeting these needs will create new oppor- 
tunities for everyone. 


Add them up and you have the makings of an- 
other big upswing. Wise planners, builders and 
buyers will act now to get ready for it. 


FREE! Send for this new 24-page illustrated 
booklet, “Your Great Future in a Growing 
America.” Every American should know these 
facts. Drop a post card today to: THE ADVER- 
TISING COUNCIL, Box 10, Midtown Station, 
New York 18, N. Y. 





INDIANA 


UNDER-COUNTER 
CASH DRAWERS 


assure profit 






COMPLETE LINE 


4 Popular Models 


@ No stock to carry ; 
— we will make | 
drop shipment — in 
24 hours. 


@ Full dealer discount. 

@ Finest product of 

its type available. 
Model R - 1 


Has removable metal money 

tray with lock-on lid 
To sell Indiana Cash Drawers ai! that is necessary is to display 
one. Your customers will like this high-grade product made of 
Indiana hardwoods — with smooth finish inside and out. Quiet 
roller mechanism — warning bel! that rings when drawer opens 
— high-grade disc tumbler lock. 

Write for bulletin. 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Shelbyville, Indiana 
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LUNDSTROM LABORATORIES, INC. 
132 Smith St.; Herkimer. N.Y. 











Dealer Display Successful at County Fair... 





The annual County Fair in Allentown, Pa. was a big success 
with 178,000 in attendance, and right up in front with an 
exhibit was Royal H. Eckert, Inc. The company reports cash 
sales of several thousand dollars along with hundreds of good 
prospects for the effort. Shown here are Arnot partitions, 
Mosler safes, Barcalounger chairs, Security desks and chairs, 
Myrtle desks, lamps and accessories. 


Smith-Corona Consolidates 
Kleinschmidt into Division 


Kleinschmidt Laboratories, Inc., a subsidiary of Smith- 
Corona Marchant Inc., will be consolidated with the parent 
company and operated as the Kleinschmidt Division, it was an- 
nounced by Elwyn L. Smith, president, Smith-Corona Marchant 
The consolidation will be made retroactive to July 1, the be- 
ginning of the company’s fiscal year 

Mr. Smith stated that the Kleinschmidt operation 
continue under the able direction of David §. McNally, vice- 
and chief administrative officer of 


would 


president, general manager, 
Kleinschmidt 

Kleinschmidt is prime manufacturer of printed communica- 
tions equipment for the United States Army Signal Corps, and 
a growing supplier of similar equipment adapted for com- 
mercial markets 


Ralph Rector Retires from Dennison 


Ralph B. Rector, West Coast sales manager for Dennison 
Mfg. Co., retired in August. He has represented Dennison for 
47 years, starting as salesman in Seattle in 1911. He was ap- 
pointed district manager of the Pacific Northwest area in 1931 
and regional manager of seven western states in 1936, with 
headquarters in San Francisco. In 1950 he was appointed divi- 
sion sales manager. 

In 1957, Mr. Rector moved to Los Angeles and has been 
manager of the Southern California district up to the time of 
his retirement 

Succeeding Mr. Rector as manager of the Los Angeles sales 
office is R. B. Pemberton, who has been manager of the Ore- 
gon-Washington territory. Successor to Mr. Pemberton in th 


Northwest area is R. G. Lindstedt. 


Guest Book 


Mr. & Mrs. H. O. Atwood of New York City sparked the 
afternoon of Monday, September 22, by visiting us briefly and 
igning the Guest Book. Harold and Charlotte have not been 
active in the office supply industry for about four years but 
they are now planning to re-establish headquarters in New 
York and call on dealers in the metropolitan area. Judging 
from the pictures shown during our visit, the Atwoods will be 





spending all their spare time sailing the waters around Long 
Island 
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SCHWAB 
sells 
protection 





PROOF SAFES 


@ BURGLAR PROOF 
CHESTS — VAULT 
DOORS 


Underwriters A, 6B, and 
Label 


Large Variety of Sizes and Styles. 


@ ‘FORTIFIED 
FILES’’ —- HOME 
1832-C T-20 U. L. Label CHESTS 








Noesting considers QUALITY 
‘ , ‘ THE 
is of first importance. | 


NOESTING PIN TICKET CO., INC. SCHWAB 


728 E. 136th Street, New York, N. Y. SAFE COMPANY 
LAFAYETTE, INDIANA 2 




















aniline alphabet 


ee ed 









STACO «stds P 
, 


4 Chanae the letters anytime at 
<— “8 Board height and slope adjust 
OE-Touck C° tek a ae ndlastoaie’ SIZES 





automatically active. d 


your foot : ble. New alphabets and base can be 


the drafting mpc 
table-desk eoered, poll-oxt : 7 
combination —aae 
with all the (aa 
features 


Dulit ked arey | 
Write, wire, phone 3-rece | 
s RIGHT -NOW for vert A % 1. 
complete catalog err 
ett on ing device Write or wire TODAY for prices and dealer discounts. 
ifetime products > a pase 
gyiarPproducts co. 


416 No. MADISON ST. 
GREEN BAY, Wisconsin 


and 13” 











Larger size |0 1 13° wide base. 


size 6'/2" wide 
base ... ideal for short 
ndividual names 








STACOR EQUIPMENT =e) fe 


309 Emmet St., Newark 5,N.J. @ Bigelow 2-6600 
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» ANCO 


STUDIO EASELS 






_ NO. 250 IMPERIAL EASEL 


f A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 
and other hardware plated to resist corrosion 
List price $15.00 
FOB: Glendale, L. | 


fic: re 
git 
NO. 83 MASTER EASEL 


Anco’s traditionally popular studio easel now 

even better than ever! New unique 

construction provides easier adjustment of 

tray and canvas holder with built in palette 

holder. Large easy tightening thumbscrew- 
and-steel plate assembly preyent tray ; 
slipping even with 100 Ib. weight | 


List price $12.00 FOB: Glendale, L. | 


Please write for literature mentioning this publication. 





ANCO WOOD SPECIALTIES, INC. 


GLEN DO A tees CO 








MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 
HASCO’S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 


Retails for 


HASCO’S $14.95 each * 


rorere BRAND 








o 
a) 


Eliminates SLIDING ... SLIPPING... VIBRATING... NOISE! 


This new RUBBERIZED CUSHION TOP stand from Hasco stops ' typewriter 


slip’ ... even when carriages are banged hard rctually permits tilt- 
ing almost twice as far without slipping o e machine proof 


positive that machines will not face under normal 


operating conditions 


Send your order today! Immediate delivery! Be the first dealer in your 
crea to offer this revolutionary new star *Slightly higher West of Rockies 
ORDER TODAY! 

No. 1900-4-CR Office Machine Stand with rut r¢ top. In Gray or Brown. Top 
size 16” x 18”. Leaves: 8” x 16”. Free + , ; f locking casters). Avail- 
able with Formica Top. Drawer and in b t shtly additional cost 


4 


Shipped set up, ready for use 


manufactured ond guoranteed by 


| Var: Pa WD 1 CD >D = ae 7] 0 


308 So. Fourth St. © St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 
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1712 Arcade Place 


STEEL SORT-A-TRAY 
NO. 502 








The Handiest Accessory A Desk Ever Had 





Use As A Vertical Sorter—Letter Tray 
Work Distributor—Correspondence Separator 


Folders 





Ideal For Catalogues—Periodicals 
[5x1 1'/>x834 High—Individually Cartoned 


Also available in Legal Size — No. 502-L 
NEW CATALOGUE NOW AVAILABLE 


GOMANCO, INC. 


Chicago 12, Illinois 











Wemo to the Boss: 


Give your key employees their own copy of the 
OA Buyers INDEX. They'll use it all year as a 


key reference tool. 


The best method is to enter an inexpensive OA 
subscription for each of them which includes 
the Buyers INDEX at no additional cost. Over 
200 dealers have taken advantage of OA’s special 
“group rate” which is a substantially reduced 
price, when five or more subscriptions are en- 
tered. 

Write for full details of OA’s “group subscrip- 
tion plan” or better yet, just send us a list of your 
employees (five or more) and we'll enter their 
subscriptions at once to include the 1959 OA 
BUYERS INDEX. 


OFFICE APPLIANCES 


600 W. Jackson Blivd., 
Chicago, Ill. 
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RETIRING PRI SIDI NI William R. Diehl, Jr. (left) of 
NSOEA “He r 61 Presidential pen and pencil 

t in sterling silv presentation case from Daniel Parker of 
Parker Pen ¢ uring the recent convention 





Dates to Remember 


Annual 
Show 


25-28. Second Stationery 


New 


Eastern Commercial 
Building, 500 Eighth Ave 


October 
Show Ne Y« tk 


[rade 


York City Stationers Association of New York Metropolitan 
l avelers ( lub 

October 27-28. Third eastern regional division of National 
Of Machine Dealers Association convention. Grossinget 
Country Club, Grossinger, N. Y 

Nov. 9-11I—NOFA Area Conference, Grossinger’s, N. Y. 


E. C. Diehl Named Schumacher West Coast 
Representative 


Walter Puschel, president of F. Schumacher & Company, an- 
nced that Edward C. Diehl has been named manager 
t Schi Los Angeles office 
Mr. Diehl joined Schumacher in 1937 and is, at present, the 
Schumacher representative for New York state and Canada. 
Mr. D eds Lester Hagen and will assume his new 


ties as of January 1, 1959. 


Springer-Penguin to Larger Plant 


Penguin Re- 
34th 
and 


Springer-Penguin, Inc., manufacturers of the 
frigerated Furniture, moved to its own building at 9-07 
Ave., Long Island City 6, N.Y., on October 1. These new 
larger quarters will vastly increase the Springer-Penguin pro- 
juction facilities 

Springet 


spacious reftri 


that include 


separate units for 


manufactures custom-built cabinets 


gerated compartments and 


liquor and glassware 


Steger Co. Expands Warehouse Operations 


The H. A. Steger Co. has announced that it is now offering 
omplete warehouse services in Tacoma, Wash., serving the 
Northwest, in Los Angeles, Calif., serving California and 


New York City, 
ompany’s main headquarters are in St. 


the Southwest,, and in servicing accounts in 


East Th 
Mo 


Louis, 
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FURNITURE 





Arm Chair No. 8218 


Wide assortment of chairs and occa- 
sional tables. See your dealer or write 
us for our distributor's name. 


AMERICAN 


CHAIR COMPAN 
M 


ANU FACT U RE R S 
SHEBOYGAN, WISCONSIN 


PERMANENT DISPLAYS: 


Chicago © New York @ Miami @® Boston ©@ San Francisco 


Customers clamor nH 


ITS. 


a all-in-one 
carbon sets 

a= . . . because ITS cuts 
— se stationery costs and typing 
time up to 20%! 
You'll love ITS, too... 
because this demanded 
product assures customer 
satisfaction and profitable 
repeat orders for you! 


me: 
UY? 


















EVERY COPY 
IS A 
FIRST COPY 

TH “ITS” 














write for brochure, 
samples and prices 


aad 


onen 27a. md 





REGISTER 
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PAT ited 


in a Bright, New Package for 


OT, ADDED 
. PROFITS! 










Gumption with NEW 
SUPERCLEANSING ACTION 


wipe 


MPTion 


weape owt 

wipes away all stains 
from linoleum and plastic 
' desk tops. Guaranteed to 
bah remove Hectograph & 
Ditto Ink Stains — Carbon 

& Crayon Marks! 

hy adung hak. er HIE eal 





et perfect for steel, aluminum, chrome and 
leather chairs, desks, files, and other office 
furnishings. Full money-back guarantee. Priced 
for volume sales and new profits! 


Call or write today for trade discounts. 


GUMPTION 


Products Corporation 
56 Reade St., New York 7, N. Y. * BArcaly 7-8482 
Exclusive U.S. Distributor 








HOOKRITE CHAIR MATS 
LF 


¥e oa 


COMPETITIVE PRICES — 
PROMPT DELIVERY 


WRITE FOR 
DEALER 
LITERATURE 


AND PRICES 


Meets Government Specifications — Fabricated from 
+" Tempered Hardboard with rounded edges & corners. 


Stocked in Natural, Green, Gray and Mohagany. 


HOOKRITE PRODUCTS CORP. 
49 EMPIRE STREET * NEWARK 5, NEW JERSEY 


BA sy 7-4865 N. J. Phone Bigelow 2-2343 
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Guerrieri Heads Victor Adding 
Machines Providence, R.1., Branch 


J. C. Guerrieri has been appointed manager of the Provi 
dence, R. I., branch of Victor Adding Machine Co., vice-presi 
dent A. F. Bakewell announced in Chicago 

Prior to his appointment, Joseph Guerrieri, served as sales 
supervisor in the company’s Boston branch. He started his Ca- 
reer in Boston in 1952 as a sales trainee and quickly advanced 
to become a senior salesman. In 1956 he was promoted to the 
position of sales supervisor in Newark, and in July 1958 he 
returned to Boston branch as sales supervisor there 

Headed by Guerrieri, Victor's Providence branch, 230 Broad 
St., distributes and services Victor adding machines, automatic 
printing calculators, cash registers and industrial controls 


Select Protectall Distributor in Canada 


Graber, general sales manager of Protectall 
announced the ap- 


Raymond W. 
Safes, a division of The Mosler Safe Co 
pointment of Mosler, Taylor Sales Ltd. of 145 Front St., East 
Toronto, Ontario, Can. as Canadian distributor for the com- 
plete line of the manufacturer's record and money safes 

Mr. Graber, in announcing this appointment, stated that “‘the 
continued expansion of demand for the company’s line of safes 
in the Canadian market has necessitated the appointment of a 
distributor in order to give dealers an immediate delivery serv- 
ice 

William Seager, sales manager of Mosler-Taylor Sales, Ltd 
will be in personal charge. The new distributor will stock the 


company’s complete line for immediate delivery 


Herb Grayson Takes New Associate 


Herbert Grayson of the Ace Fastener Corp. has announced 
that he has recently taken William Reichman into association 
with him. 

Mr. Reichman will assist in sales coverage of the Metropoli- 
tan New York area, including northern New Jersey, working 
directly out of Mr. Grayson’s office. He has had wide and 
varied experience, both in the retail commercial stationery 
held and more recently as field representative for one of the 


large ball pen manufacturers 


Murray’s Opens Shopping Center Store 


Murray's Stationery, Inc., has announced the opening of an 
ultra-modern store in the huge Northshore Shopping Center 
located on Route 128 at Peabody, Mass 

Opened on September 22 the new store features a complete 
line of commercial and social stationery, office supplies and 
equipment, gifts and photography 

Murray's other location is at 37 Riverside Ave., Medford 


Mass 


Texas Office Supply Builds New Home 


HOUSTON, TEX 
A modern glass and concrete building with 36,000 square 
feet of floor space will be constructed for the Texas Office 
Supply Co. here in the 6600 block of the Gulf Freeway. A. L. 
Axelrod, president, stated that the new building will house 
display rooms, offices and warehouse space. A special feature 
will be a greatly-expanded contract department and 6,000 
square feet of air-cconditioned display space 


Detroit Typewriter Mart Opens Third Store 
DETROIT, MICH 


[he Detroit Typewriter Mart now has a store for every yeat 
that it has been in business. Recently opening its third store 
located in the new Sears Shopping Center, marked another 
milestone for the young concern organized by Raymond Ben- 
ach, Edward Kagan and Melvin Volin three years ago 

One of the sales events attracting attention to the new store 
was the Crazy Day Special where a crowd elbowed its way in 
le all priced at 99 cents 


stac 


in quest of seven used typewriters 
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Stop worrying! 
You know you've 
never felt better 
in your life! 


eee 
** ° 
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Guess | ought 
* to see the 
doctor about 
that... 
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Don’t be your own worst enemy! If you notice one of cancer’s danger signals in 
yourself, don’t talk yourself into thinking it’s nothing to worry about. See your 
doctor. Only he can tell. To learn the seven danger signals and to find out how to 
guard yourself against cancer, call our nearest office or just write to ‘‘Cancer,” 
in care of your local post office. 

AMERICAN CANCER SOCIETY 
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Yr oducts with prestige & Profits 
J lele iy. me) 388 


OFFICE SUPPLIES 
, & ACCESSORIES 


Complete lines of 

INKS « ADHESIVES + STAPLERS 
e STOCK STAMPS « MARKING 
PENS + CARBON PAPER + RUBBER 
MACHINES 
S and 





! 

! 

! 

| 

| BANDS « NUMBERING 
| ¢ TYPEWRITER RIBBO 
! 

! 

l 

\ 





other office devices 


Send for your BRAND NEW 
CATALOG NO. 90 


“i = 
DIV., BANKERS & MERCHANTS, Inc. 
3229 N. SHEFFIELD + CHICAGO 13, ILL. 











DEALERS! Find out about our LOWER PRICES 
and FAST DELIVERY! You'll sell more 


SNAP FORMS and 
CONTINUOUS REGISTER FORMS 


and make MORE money ; 
MORE repeat sales with extra 
profits from our complete line of 
printed forms. 
Quality and service 
guaranteed. 









For quotations on forms you 
are now using, send samples to 


THE DEALERS’ BUSINESS FORMS CO. Inc. 








279 Fifth Avenue, New York 16, N.Y. LExington 2-5880 | 




















Wau ug 


SINGLE’ FLUID 


INK and STAIN REMOVER 


ane 
—_ PALO 
mo bynize 


os 











8 Upholstered Furniture of 
' 
Distinction For Offices, 
Hotels, Institutions 
Write For New 
Catalog “a 
Bi eae Teh, 4 

666 Lake Shore Drive 


sa a | sSernize INC. Chicago 11, Ilinois 


Factories: Chicago, Grand Rapids 
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Lit-Ning Subsidiary Buys Central Can Co. 
Office Equipment Operation 


Kip Metal Products Co., a wholly-owned subsidiary of Lit 
Ning | icts ¢ has purchased the office equipment line of 
t ( Can ( Chicago 

Che | ists of steel cash boxes and rolled edge waste 
basket Lit-Ning Co. will take over the full inventory of 
th produ is well as production equipment. The equipment 
for manufactu vill be moved to the Lit-Ning plant in Fre 

n () 


Ahern Named Moore Representative 


Mi Push-Pin Co. has announced that Charles J. Ahern 
Associates will now act as sales representative for the complete 
line of hardware and stationery products in the states of Calif 
ornia, Washington, Oregon, Utah, Idaho, Montana, New Mex 
ico, Arizona, Wyoming, and Nevada 

[he firm makes its headquarters at 414 S. Catalina, Los 
Angeles 5, Calif. It has been handling the stationery products 
of the Moore Co. for the past year, but with the addition of 
the hardware items, it now takes on full representation 


Tom Stuart Honored in Augusta 


Tom Stuart, owner and operator of Stuart Office Supply, 
915 Broad St., Augusta, Ga., was honored recently in a spe- 
cial “Savannah Valley Story’ in the Augusta Chronicle-Her- 
ald newspaper. The newspaper cited Mr. Stuart's growth in 
and with Augusta during the past four years since he took 
over management of Augusta Office Supply 

[he store was originally located at 975 Broad St. but was 
moved in July of this year and the name was changed at the 


same time 


Resigns From Richmond Firm 


RICHMOND, VA 

S. E. Thompson, vice-president of Everett Waddey Co., print 
ers and stationers, has resigned as of September 15, the board 
of directors announced. 

Mr. Thompson plans to open his own printing business 

He has been with Everett Waddey for 35 years. Before being 
named vice-president for sales in 1951, he had been in charge 
of local bank stationery sales and had been plant superintend 
nt 


William Johnson Forms Offiservice Co. 


William Johnson, former assistant secretary and treasuret 


»t Office Utilities in Allentown, Pa., has formed his own busi 


ness, Offiservice, in Allentown 
He is presently acting as agent for the Vanguard sound letter 
writer, Photo Master photo copy machine, Ozium air sanitizor 


f 
ind Auto Erase electric eraser. He is also looking for other new 
items which he can sell in his area. His address is P.O. Box 
811, Allentown, Pa 


Loose-leaf envelopes, 


punched; card-holders, 


any size; menu covers; 
factory record pro- 
tectors; tag holders; 
bill-fold envelopes; 
stamp containers, etc. 


CELLULOSE ACETATE PRODUCTS 


902p SOUTH WABASH AVE. CHICAGO 5, ILLINOIS 


Made of acetate 
(flame resistant) 
transparent cellulose. 
We build to fit your 





MARKILO 


particular need. 


Write us details. 
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Bost Tet 


For every pasting and mounting use. Clean, 








speedy—excess rubs off. Will not curl, shrink 


in © 


or wrinkle paper. Tube to 5-gallon sizes at 


art, stationery and photo stores everywhere. 
WRITE FOR CIRCULAR 
UNION RUBBER & ASBESTOS CO. 


TRENTON, W.2 


¥ 
STAND-B 


@ Patented Knee-Action Grippers 
Hold All Copy Securely 





THE VERY BEST VALUE 
IN COPYHOLDERS 














9°W 2 12°H 16°W « 12°H 


o°W «x 16°H 





( ? 
STAND-BY mat 


ri 
*TRO.oES 


BCURTIS-YOUNG CORPO 
Copyhoiders Dupiice g Supplies t ‘ 


4 110 West 18 


for 


“JETS IN SETS 


THE COMPLETE “JET TRIO" NO. 800 
FOR ALL ERASING! 


No. 827 Jet. rubber for era y ting. 
No. 838 Ball Point Jet. Green rubber 7 erasing ball point 
No. 825 Jet } rubber tor penc 
E ting, clear plastic hold th pocket clip. 
Complete with one refill for each texture, in 
attractive, transparent plastic desk & carrying case. 


IDEAL, YEAR 'ROUND SELLERS. ORDER NOW! 


WELDON ROBERTS RUBBER CO., 365 Sixth Avenue, Newark 7, N.J. | 


W orld’ s Foremost Eraser S pe ialists 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1232 Crampton St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 
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BEACH'S sell on sight! 


| @ Win NEW customers and 
steady REPEAT sales with 
BEACH ‘‘Common Sense" 
Expense Books—first in 


the field—best liked. : = 
~ 
LYS 4 







This Shipping-Carto 


Counter Display 


makes sales on sight! S 


S 


Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 





_| “DON'T DO IT, HARRY! 


“Harry, it’s just plain silly to start a pencil factory. 

You'll never even come close to the high quality of 
| the products Eagle turns out. You know, the Eagle 
Pencil Company. The people who make Mirado, 
| Verithin, Prismacolor and Turquoise . . . plus those 
| Eagle erasers. What's the use, Harry? Nobody can 
} 


beat that Eagle line!’’ 


THE EAGLE PENCIL COMPANY ° Danbury, Conn. 

















FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan! Waterproof, dustproof, oilproof. Also 





ve for VOW a full line of typewriter and business 
. discounts. machine covers, sponge rubber pads, tool 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, RLY. 

















Where appearance matters... 


\ hepho caster 


vy silent, permanently lubricated, 


lintproof 


vy swivel instantly to prevent scuffing and wear — 
roll easily even over deep carpets 


vy metal tread for carpets, linoleum, rubber tile; rubber tread for 


| 
asphalt tile, terrazzo, or hardwood—complete variety of fastenings 
vy attractive finishes of antique copper, satin chrome, or bright brass 


Write, today, for your dealer catalog and consumer literature 


| Jf SHEPHERD CASTERS, INC. P.0. tox 672 Benton Herbor, Mich. 


(In Canada: Shepherd Casters Conoda Ltd., Toronto, Ontario) 
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art steel company, inc. 
170 west 233rd street, new york 63,n.y. 














SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 
weit FoR CiecuLtaR® 


CAN-PROG,-. 


33 & McWILLIAMS ST 
FOND OV LAC. wis 

















More and More Leading Draftsmen, 
Accountants and Artists 
are INSISTING on 


“/ra- Potut 


LEAD POINTER 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 
Standard Model gives you points up 
to %” long without breaking. Just 

insert lead and rotate lid. 


Write for Literature and Dealer Prices. 





Variable Taper Model 
lets you dial the taper 






you want, 







SHORT <a 


LONG a 


ELWARD MANUFACTURING CO. ORIN _-— 
Baker Street * Coloma, Michigan BETWEEN 










| 










SPECIALISTS IN MANUFACTURE OF 


RUBBER BANDS 


EXCLUSIVELY 
PUR Every type, size, width 


and color for any need. / 


cc 
FLAT STYLE OR ROUND 
SOLD IN BULK AS 
OR BOXED ———--> 

KENNETH B. MILLER, Pres 


4 E E N E R RUBBER, 1 en 

















“The Name Indicates the Quality” e 
720 COMMERCE ROAD * ALLIANCE, OHIO ® 
PHONE 1-3536 * 
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Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 


59? BRANCH ST o $Y. ties. 7, 











LARGEST ALL-LIQUID INK 
RESERVOIR ON MARKET 


e No messy refills e Patented 
device prevents drying 
e Waterproof e Dries in- 
stantly e Makes Narrow or 
Broad Lines on any surface. 


IN GREEN, RED, BLUE, BLACK — WRITES FOR MILES! 


LIST PRICE 





For Particulars Write: 
477 Kenmore Bivd., 
Akron 1, Ohio 


FULL TRADE DISCOUNTS 


W. J. RUSCOE = 













guarantee ed assurance 
= quality 
RE 1 os. 


7 typewriter At 
@ telephone tables 





@ reception room tables } 
@ book and catalog stands —@ arch files | 
e@ desk trays e@ chair mats | 
@ clipboards — laminated wood, @ costumers 
hardboard, and plastic e chalkboards 1 
Write or wire for latest catalog and price list C= 


STEMPEL L MFG. ‘ay 2830 ROBERTA STREET om” 


DALLAS 3, TEXAS 











cooperates! 


Write for fast-action merchandising program on our new top 

quality STATESMAN line of carbon paper and typewriter ribbons. 

Full protection! 

WRITE IN 420 Lexington Avenue, New York 17, N. Y. 
, . Factory: Bridgeport, Conn. 
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Bradley Corp. Expands 
Sales Force, Adds Three 


t ssitated an expansion 


Enlargement of the company line nece 

the Bradley Corp s sales force, according to its president 

A. J. Cohn. The following sales representatives’ appointments 
recently announced by Mr. Cohn 

Ed M. Leavitt, well known in the Chicago area, will cover 


Illinois and Wisconsin for the company 
Sheldon Mermell of S. Mermell Co., working out of ware 
ise facilities in Los Angeles, will handle the state of Califor 
He will stock certain items for “drop shipment 
Herbert A. Mohbat, an old timer with young ideas in the 
will be working out of Coldwater, Mich., giving thorough 


Michigan, Ohio, Indiana, and Kentucky 


Swiss Industrialists Visit Swanger’s in Detroit 


Dr. Josef Atzli, managing director and Heini Lohrer, general 


inager of Precisa A. G., Rechenmaschinen-Fabrik, Zurich 
Switerzerland, spent some time recently in the United States on 

ombined business and pleasure trip 

During their tour of the company the two executives spent 
several days with Mr. and Mrs. Bertan R. Swanger of th« 
American Voss Co. in Detroit. The European factory they rep 

sent produces the Precisa adding machine 

Mr. and Mrs. Swanger, who will make their annual visit to 
the Voss writer factory in Europe next spring, will return 


the visit to Dr. Atzli during the trip 


Polychrome Advances Epperson, Gold 


Gregory Halpern, president of Polychrome Corp., has an 


unced idvancement of James E. Epperson to vice-presi 
lency in irge of sales and Bernard R. Gold to vice-pres 
l I 
Mr. Epperson has been connected with the graphic arts field 
ibout 15 years and has advanced rapidly in the Polychrome 
anks sin oining the firm in June, 1952. Mr. Gold joined 
Polychror Corp. in July of 1954 as controller: 


Addressograph Plans 3-1 Split 


Director f Addressograph-Multigraph Corp. have recom- 
ended a three-for-one split of common stock involving the is 
suance of two additional shares for each share outstanding 
Septer b 5 

A special shareholders’ meeting has been called for Septem 

r 9 to act on the recommendation which includes a boost in 
the author | stock to 5,000,000 shares from 1,000,000 and a 
hange in par value to $10 from $5 

The board also announced its intention of placing the new 

ares, subject to economic conditions, on a quarterly basis of 
371 nts. 7 cash dividend will be paid October 10 


Denver To Get New Victor Branch 


A direct factory sales and service branch of Victor Adding 
Machine Co. was opened September 2 in Denver, Vice-president 
\. F. Bakewell announced 

Edward Brueggemann will be manager. He formerly was 
alculator and adding machine sales training supervisor in 
Victor's home office in Chicago 

The Denver office, 915 Acoma St., will be Victor's 62nd di 
ect factory sales and service branch in the United States and 
Canada, Mr. Bakewell said 


Two New Members Join Business Forms Institute 


[wo new members just added to the roster of the Business 


Forms Institute brings its total to 32 companies 

One of the two concerns is the Wilson Jones Co., and the 
second new BFI member is Lichty Printing & Business Forms, 
of which Ben J. Lichty is president. The Company which is 
situated at Phoenix, Arizona, has products which include unit 
ets, strip forms, and salesbooks. It operates principally in the 


uthwestern states 
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You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Deut 
PASS UP THOSE 


EXTRA 
COMMISSIONS 


Write for Information 





ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch TT 
SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 
“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAF LADDERS 

ade from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manvtactured by 
123 W. Spring 


I. D. COTTERMAN Naperville, Illinois 


RUBBER STAMPS 


to the trade 




















LINES I”long 2” Long 
1 75 -85 
2 1.35 1.55 
3 1.95 2.25 
4a 2.55 2.95 
5 3.15 3.65 


50% DEALER DISCOUNT 
FOB Wilkes-Barre, Pa. 

Fast Service—Quality Production 
Finest Visible Index Rubber Stamps 


Write for Dealer Catalog & Price list 
GARDNER RUBBER STAMP COMPANY 





Complete 
Line of Rubber 
Stamps and Daters 





166 South Washington Street, Wilkes-Barre, Pennsylvania 


NOTICE 


THERE’S A NEW 
TAX CHANGE 
EFFECTIVE 
JANUARY 1, 1959 


The new weekly With- 
holding Tax Tables 
complete with the in- 
crease in Social Se 
curity are available 
now. HONNEUS 
WITHHOLDING ; 
TAX CHARTS are 

preferred by the entire accounting field. Order 

now and be prepared. Retail 50c cost 25c. 


RALPH HONNEUS & SONS, Weymouth, Mass. 
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EYE APPEALING PACKAGE! 


Now, more than ever before, 
designed to win new customers and | 
greater profits for you! ... stock 
sat the Fulton Line 
and get 
the Finest! 





KNOBS... 
Good Looking and 
Sturdy! Perfectly a 
§ Balanced! Set properly 
imprinted with sizes 
on daters and iy 
numbers. 



























NEWEST 




















PACKAGING... es. 
in the entire be 
vista taiaabee. CRAFTSMANSHIP... %4 
Individually Dependable performance 
wrapped in created by the finest 
Cellophane! craftsmen who take pride 
» ; in their workmanship. 


Service and 
Satisfaction 
guaranteed. a 


and NUMBERERS 


features ... @ Cellophane wrapping helps keep 
bands from drying out and dust free P ‘ 
for indefinite shelf-life © Mahogany knobs mete ce ae . tS ened " 

@ Improved bonded bands that withstand Rapneng Dentass few Queene Youre 


twice the pull of any other daters and numbers <u LTON MARKING 


bands @ Quality sharp impressions on the 
highest grade rubber © Chrome plated frames EQUIPMENT COMPANY 


@ Geared drums for positive turning 82 Fulton Street * Elizabeth 1, New Jersey 
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New side-system file gives you all these advantages: 


1. Save space: Open compartment 
projection is just 6 inches. You can 
utilize areas where standard files 
wouldn't fit. And in many applica- 
tions you get floor space savings up 
to 30%. 

2. Good looks! In executive offices, 
Pro-File hugs the wall, does away 
with awkward, jutting files, looks 
neat and distinctive. Series of Pro- 
Files also make attractive, space- 
saving office dividers. 

3. Easy to use: Effortless to open, 
papers slide in and out easily. Parti- 
tions spaced within the compart- 
ments keep folders straight, neat, 
easy to get at. Working from the 


side, two clerks can work at the 
same cabinet at once. 


4. Ready reference: A whole cabi- 
net-full of filed papers can be ex- 
posed at once. Compartments can 
be left open during work hours to 
save time, then closed when not in 
use to keep papers clean. Available 
with locks. 

5. Safe to stack: Stack them right 
up to the ceiling. Pro-File is topple- 
proof—even with all compartments 
open, the center of gravity remains 
within the framework. 

6. Specialized filing systems: Avail- 
able to solve special problems as 
well as standard procedures. 


Call your Y &E representative for all the details, or write us today! 


Wawnan « ERBE MFG. CO., INC. 01015 Jay5t., Rochester 3,N.Y. CR 








Pro-File available in letter and 
legal sizes, and in many 
decorator colors. 


*Patented 





These 4 dramatic innovations 


4 





NEW SALES-EXCITING FEATURES 


at no increase in price 


Again, Heyer is first with the newest and best 
efficiency-engineered features! Over 55 years of 
know-how is built into the new Mark ITI Conquerors. 
And the superiority born of that experience is proved 
by the quality of reproduction, the simplicity of 
operation—and in the economies that result. 

Show your prospects how an investment in Heyer- 
quality duplicating pays big dividends, starting with 
the low initial cost of Mark ITI Conquerors right on 














.combine with many other popular Heyer 


through the daily savings they realize from the more 
efficient operation. Gone forever are the delicate, 
tricky adjustments commonly associated with or- 
dinary spirit duplicators. Simple, fingertip controls 
make quick and easy work of producing 300 to 400 
clean, crisp copies of anything typed, written, drawn 
or traced on a master sheet. All Mark ITI Conquerors 
make 110 copies a minute . . . 1 to 5 colors at once 
. at a fraction of a cent per copy! 








features to make Mark II Conquerors easier Thr t Models 
to use, more foolproof than ever: eiiateie Siaioss Wiebe’ 
with all features except ele 
tric drive 
iEW FEED TABLE —advanced design elim- $2145° 
inates side rubbers and tricky adjustments. 
MODEL 76A-Electric, Auto- 
>» IMPROVED COUNTER . direct drive — SS Sree Creeaiee 
* greater accuracy, top visibility, easy to re-set. eee 
299°° 
TABLE FEED WHEELS ~grip paper MODEL 76B8-Automatic 
at outer edges, give positive performance. Electric with 11” and 14” cyl- 
nder stop selector 
EED TENSION CONTROL —assures non- $324°° 
skip feeding—thin papers to post card weights. *Plus Tax 
JTH KOSTNER AVENUE e CHICAGO [LLIN 


AND SUPPLIE N 











